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PREMIUM INCOME IS 
BEING MAINTAINED 


Companies Report Business on the 
Increase But Losses Are 
Quite Heavy 


GROWTH OF NEW LINES 


Use and Occupancy Insurance Has 
Been Popularized—People Want 
to Protect Profits 


Fire insurance men who are in close 
touch with the conditions of the day 
find that premiums have kept up ad- 
mirably and almost all companies show 
a nice increase. Of course, the gross 
premium increase has been more no- 
ticeable than the net, owing to the in- 
crease in values. This means that most 
companies probably have their full lines 
on many risks where values have in- 
creased, but agents want greater ca- 
pacity. This results in a larger gross 
line, but no increase in the net. 

Some companies would be glad to get 
rid of the present reinsurance system, 
as it requires much extra work and the 
returns are not commensurate. _ ‘They 
find it necessary, however, to yield to 
the demands of agents who are held 
to be responsible for the jumbo line prac- 
tice, inasmuch as they want all their 
business taken care of in their own 


office. 
: Plants Have Been Enlarged 


In addition to the increase in values, 
many plants have found it necessary to 
extend their operations, owing to the 
demands for their goods. The war has 
brought a revolution in business, 
changed the character of many fac- 
tories and produced a new crop of mil- 
lionaires. The enormous profits that 
have been made in certain manufac- 
turing lines, especially where the own- 
ers have government contracts, have 
led to the desire to protect the earnings 
and the properties in every possible 
way. The growth of use and occupancy 
insurance has been very rapid and ap- 
plications for this brand of indemnity 
are coming from sources never thought 
of before. Most concerns have carried 
fire insurance alone and felt that they 
were protected sufficiently. 

With the enormous increase in profits 

(CONTINUED ON PAGE 14) 





Explosion and Full War Cover 


We wish ‘to announce that we are prenared to 
write this classof insurance. Property damage only 


TNA INSURANCE CO.., Hartford, Conn. 


WESTERN BRANCH, CHICAGO, ILLS. 


Submit your inquiries by telephone, telegram or mail. 
On request Rates, Forms and Sample Policies will be supplied. 














EVERY GOOD AMERICAN HONORS 
THE AMERICAN EAGLE 


It is the native bald eagle; was first adopted on the United States seal 
June 20, 1782, and has been used on most of the coins issued since that date. 
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TAX ON INSURANCE 
FOR WAR PURPOSES 


Senate Reduces House Figures, 
but Companies Do Not Escape 
Profits Charge 


ADDED TO OTHER LEVIES 


Report of Finance Committee Grades 
Assessment on Percentage of 
Earnings to Capital 


Washington, D. C., July’ 3.—Insur- 
ance companies will not escape a war 
tax on their incomes. This was learned 
today when the Senate committee on 
finance, of which Senator Simmons of 
North Carolina is chairman, presented 
the government’s redrafted revenue bill 
to the Senate. 

Although the Senate did not elimi- 
nate insurance companies from the list 
of corporations taxed, the members of 
the Senate finance committee did cut 
the rate bill fixed by the House to a 
considerable extent. 


Bill as Amended 


- The language in the amended House 
bill as presented by the Senate finance 
committee is: 

“Section 4. That in addition to the 
tax imposed by subdivision (a) of Sec- 
tion 10 of such act of Sept. 8, 1916, as 
amended, there shall be levied, "assessed, 
collected and paid a like tax of 2 per- 
cent upon the income received in the 
calendar year 1917 and every calendar 
year thereafter by every corporation, 
joint stock company or association, or 
insurance company, subject to the tax 
imposed by that subdivision of thai 
section, except that if it has fixed its 
own fiscal year, the tax imposed by this 
section for the fiscal year ending dur- 
ing the calendar year 1917, shall be 
levied, assessed, collected and paid only 
on that proportion of its income for 
such fiscal year which the period be- 
tween Jan. 1, 1917, and the end of 
such fiscal year bears to the whole such 
fiscal year. 


Provisions of House Bill 


“The tax imposed by this section shall 
be computed, levied, assessed, collected 
and paid upon the same incomes and in 
the same manner as the tax imposed by 


(CONTINUED ON PAGE 14) 
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MUCH SPECULATION 
OVER APPOINTMENTS 





Two Vacancies in Tennessee Set 
All the Politicians Agog Over 
the Spoils 


PULLING AND HAULING ON 


Insurance Commissioner and Fire Pre- 
vention Commissioner Posts; Are 
to be Filled 


Nashville, Tenn., July 3—The week 
closed in Tennessee without the ap- 
pointment of either a fire prevention 
commissioner or an insurance commis- 
sioner. These two departments are 
each being conducted by the chief 
clerk. In the case of the fire commis- 
sioner the delay in this appointment is 
being keenly felt on account of the fact 
that the conservation work is at a 
standstill on account of there being no 
chief of the department with whom the 
executive committee of the conserva- 
tion organization can work. 

he committee feels it cannot take 
the responsibility of inaugurating the 
movement in a tangible way until it 
was known that the next fire commis- 
sioner was in sympathy with the plans 
that should be adopted. 

Former _Commissioner Chas. W. 
Schuyler did deputize all of the special 
agents to give them a status and au- 
thority to go upon and inspect a risk, 
but since his resignation it is thought 
that these deputations expired with his 
resignation, and now the conservation 
head workers are at a standstill, await- 
ing the action of the governor. 


Applicants for the Position 


It is not known that there are any 
other applicants for the position of fire 
prevention commissioner except John 
L. Nichols, independent adjuster at 
Nashville, and Tohn L. Parham, man- 
ager of the Federal Reciprocal at 
Memphis. Prof. R. L. Bynum of Jack- 
son is spoken of as a dark horse. 

The insurance commissioner’s case 
has gained ascendency when other 
names commenced to be added to the 
list first suggested with Deputy L. K. 
Arrington and J. Walter Allen, exam- 
iner, at the head. R. L. Alexander, for 
more than a decade the head of the 
farm department for the Home of New 
York in Tennessee, was talked into the 
fight by his supporters, who regarded 
his entry as equal to an appointment. 
He was a likely man for the place orig- 
inated when Mr. Dunbar was ap- 
pointed, Mr. Alexander withdrawing. 
At the time of the resignation of Mr. 
Schuyler as fire prevention commis- 
sioner, Mr. Alexander was tendered the 
place, but declined it. Therefore, it 
is thought that standing so well with 
the governor, his selection for the more 
important post of insurance commis- 
sioner would be forthcoming. The 
friends of C. A. Folk, conducting a gen- 
eral agency at Nashville, are also urg- 
ing him to the governor. He is a 
brother of former Commissioner Reau 
E. Folk and is experienced in the 
office. 


Politics Plays Big Part 


Another claimant for the place is C. 
H. Royalty, district manager of the 
Union Central Life at Chattanooga. 
The place has never been filled by a 
life man and inasmuch as it is reported 
that the appointment will go to east 
Tennessee, friends of Mr. Royalty 
claim a chance for him. The whole 
difficulty about the thing in Tennessee 
is that politics plays more of a part in 
such matter than is perhaps the case in 
any other state. To make bad matters 
worse the state is divided into three 
grand divisions, this not béing true of 
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NEW RATINGS IN TEXAS 





COMMISSION SAVES COTTON 





Adopts Graduated Scale on Seed Mills 
to Become Effective 
July 15 





Austin, Tex., July 2—In a spirit of 
conservation the Texas State Fire In- 
surance Commission, at the instance of 
Commissioner A. Andrews, has 
made a number of material changes in 
the schedules applying on cotton seed 
oil mills to the end that values be seg- 
regated and that the burning opportuni- 
ties be decreased. 

At this time the average cotton seed 
store house at a mill has a capacity of 
seed valued at $300,000. The average 
store house is 60 by 200 feet and accom- 
modates 4,200 tons of seed now valued 
at about $80 per ton. Mr. Andrews 
causes the rates to be raised where 
values are not segregated and where 
marked improvement is not made in 
the risk. 

The Texas Commission are pioneers 
in rate basis in this instance as they 
have adopted a graduated scale on cot- 
ton seed mills. The new rates are to 
become effective July 15. 

In cotton seed mills proper the only 
change made in the schedule is to the 
clause prohibiting the storage of un- 
approved nitre bags or nitre bag cloth 
in or exposing buildings for which haz- 
ard a charge of $1 has been assessed, 
and the requirement that risks of this 
class submit monthly self-inspection re- 
ports covering test and condition of 
fire appliances, a charge of 25 cents be- 
ing prescribed for failure to do so. 

In the case of seed houses at cotton 
seed oil mills, the standards for con- 
struction have been amended to limit 
ground floor area of each compartment 
between division fire walls to 10,000 
square feet, and a graded schedule of 
charges, ranging from 25 cents to $1.50 
has been fixed for area between division 
fire walls in excess of 10,000 feet. 

The new standards also require non- 
combustible floors in both seed and 
hull houses, for the absence of which 
a penalty of 25 cents is assessed. The 
existing charge of 25 cents for absence 
of private fire protection at ware- 
houses has been increased to 50 cents, 
the same as applies to the mill proper 
and a charge of 25 cents has been in- 
cluded to hull houses only for disc hull- 
ers in mills. 


Missouri Directory Out 


The Western Insurance Review, Pierce 
building, St. Louis, has issued the 1917-18 
Missouri Insurance Directory. 


Cc. H. Coates, assistant manager of the 
Germania, and Walter D. Williams, mana- 
ger of the Security of Connecticut, have 
been added to the rating committee of the 
Western Explosion Conference. 








any other commonwealth, and each par- 
ticular division is jealous of the patron- 
age received by the other divisions. 
Hence there is always wire pulling at 
least three ways in Tennessee when a 
political appointment is to be given 
out. 











THE LIVERPOOL & LONDON & GLOBE 


Insurance Company Limited 


. Its United States assets are $15,460,745.59, every 
q3 -) dollar representing UNITED STATES INVEST- 
Gin eee MENTS, which are held in trust for sole protection 

cm of American policy holders and subject to strict 
supervision of State Insurance Department. 
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REINSURANCE BILL 
VETOED BY LOWDEN 


Governor of Illinois Not in Sym- 
pathy With Measure Radically 
Restricting Practice 





PROVISIONS OF MEASURE 





Big Fight Was Put Up By the Illinois 
Stock Companies in the 
Campaign 





Governor Lowden of Illinois vetoed 
the bill passed by the recent legislature 
of that state which placed serious re- 
strictions on reinsurance. The bill pro- 
vided that no company could write a 
gross line in excess of 10 percent of its 
capital and surplus and that it could not 
reinsure more of a line than the amount 
of its net retention. This bill, had it 
become a statute, would have revolu- 
tionized the writing of fire insurance in 
the state. It was introduced and cham- 
pioned by the Illinois fire insurance 
companies which made an able fight for 
it. It was passed by both houses with 
a large majority, the senate only record- 
ing four dissenting votes. 

As soon as the bill was passed by the 
senate, after it had successfully gone 
through the house, fire insurance men 


-began to wake up to its importance. 


Great pressure was brought to bear on 
Governor. Lowden to have the bill ve- 
toed. Many of the companies and 
local agents got in touch with large and 
powerful assured who brought influence 
to bear at Springfield. 


Potter Opposed to the Measure 


Another factor that contributed to the 
veto was the fact that Superintendent 
Potter was against the bill and when it 
came before the senate Senator Ettel- 
son had a signed statement from Mr. 
Potter giving the reasons for his opposi- 
tion. Naturally Governor Lowden re- 
lied to a large extent on Mr. Potter 
when it came to an insurance bill of 
this nature. Furthermore it was stated 
to Governor Lowden that the tendency 
of the times is to regulate business too 
much, especially internally and along 
more technical lines. It was pointed 
out to him. that it was futile and un- 
wise to legislate against an economic 
tendency and that fire insurance com- 
panies should not be restricted in the 
amount of lines they write. 


Could Not Get Enough Insurance 


It was also stated that if this bill be- 
came a law it would be found that many 
large properties could not get sufficient 
insurance that are now covered entirely 
and satisfactorily. Even some of the 
companies that believed that the rein- 
surance practice should be modified 
were opposed to statutory regulation, 
thinking that it was unwarranted, unjust 
and unwise. Most of the smaller and 
medium sized companies favored the 
bill and there were a number of man- 
agers of the larger companies that 
hoped it would pass muster or were 
indifferent as to the result. 


Gave a Hearing 


The Illinois companies put up a 
valiant struggle and were reinforced by 
a number of agents and assured. When 
Governor Lowden asked for a hearing 
en the bill the advocates felt that it was 
in danger. Attorney P. J. Maguire, 
James I. Naghten of the Metropolitan 
and Hibernia and Manager T. L. Os- 
born of the Federal Union of Chicago 
went to Springfield, had a short inter- 
view with Governor Lowden and filed a 
brief with him. The governor intimated 
to them at the first hearing that he felt 
he should veto this measure. 

A bill similar to the reinsurance bill 
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in Illinois was introduced in the Wis- 
consin legislature, passed the senate, 
was later reconsidered by that body and 
defeated. 

President Snow’s Letter 


President Snow of the Home has 
sent a circular letter to the agents ask- 
ing their opinion as to “Jumbo” lines. 
He asked how the agents feel on the 
subject and desires an expression from 
them. In his circular he speaks as 
follows: 


This company has repeatedly, in general 
and individual communications, indicated 
its own attitude on the subject of ex- 
cess lines, and its preference for net 
lines, not only because we would just 
as lief the excess be distributed by our 
agents to their other companies as by 
ourselves to our reinsurers, but also for 
the reason that large excess lines given 
us are likely to occasion a superficial con- 
clusion in the agent’s part that he is 
favoring the Home with a larger distri- 
bution of his business than is actually the 
case. We are, however, constantly impor- 
tuned by letters and telegrams to author- 
ize large excess lines in numerous specific 
cases, and we respond in aécordance with 





“The man who refuses to be 
thrown down and who keeps 
everlastingly at it in spite of com- 
petition, bad territory, rainy 
weather or the stomach-ache, is 
only one step removed from the 
man who has mastered so-called 
scientific salesmanship.” 











our invariable disposition to serve our 
local agents to the limit of our ability 
and our facilities in all directions and 
respects. 


Would Have a Big Effect 


This company,-by reason of the extent 
of its operations and of its resources, is 
warranted in carrying large net lines, and 
does do so, and in some cases can no 
doubt judiciously increase its net lines, 
but there are doubtless many legitimate 
and necessary demands from owners of 
large value plants and properties, the de- 
nial of which, by reason of prohibition of 
reinsurance, would quite seriously affect 
both such property owner and the local 
agent placing his business. To instance 
only one out of very many which might 
be alluded to: How could grain in old 
style wooden elevators be cared for? 

If our agents do not care for the ac- 
commodation we have extended to them 
in authorizing and permitting large line 
commitments, we shall be quite content to 
accept from them only our net line ca- 
pacity (which is not small); if, on the 
other hand, they believe that a manda- 
tory legal prohibition, applying all the 
way through and not subject to exception 
in any circumstances, is harmful, we think 
they should make that belief known. 











CHANGES IN THE FIELD | for Kentucky and Tennessee. Mr. Red- 





McKEE HAS BEEN APPOINTED 





Nashville Local Agent Is Selected by 
the Liverpool & London & 
Globe for Tennessee 





Announcement has been made of the 
appointment of James B. McKee as 
special agent of the Liverpool & Lon- 
don & Globe in Tennessee to succeed 
Robert H. Williams, who was some 
time ago transferred to the western 
New York field with headquarters at 
Rochester. Mr. McKee will at once 
take up the duties that have been tem- 
porarily performed by J. H. Clinton, 
special agent of the company in Ohio 

The new special agent has been in 
the local business at Nashville for the 
past seventeen years. He was twice 
president of the Tennessee Association 
of Insurance Agents, and is at present 
the president of the Nashville local 
board. He is well known in Tennes- 
see insurance circles as one of the most 
capable underwriters in the territory. 
His agency will be continued by him 
and Palmer C. McLester, formerly a 
member of the firm, will be the active 
head of the agency. 





Arthur E. Henry 


Arthur E. Henry of Detroit, state 
agent of the London Assurance for 
Michigan, has tendered his resignation, 
to take effect at the convenience of the 
company. Mr. Henry has been suffer- 
ing with bronchial trouble and although 
much better as a result of a month’s 
vacation has decided to devote his en- 
tire efforts in the interests of his health, 
and a milder climate may be necessary 
in order to obtain permanent relief. 
Mr. Henry is the present most loyal 
gander of the Michigan Blue Goose. 

Nothing has yet been done towards 
appointing a successor and it is likely 
that Manager Case will make a trip to 
Detroit in order to consult with M1. 
Henry. 





E. O. Redwitz 


E. O. Redwitz, for the last several 
years chief clerk of Edward J. Miller 
& Co., Louisville, has been appointed 
special agent for the London Assurance 





witz succeeds Coleman H. Lassing, 
who resigned July 1 to go to France 
with the medical corps of the Amer- 
ican army, and who has been special 
agent for the London Assurance for 
two years. Mr. Redwitz, as chief clerk 
in one of the two largest agencies in 
Louisville and previously with the Ken- 
tucky Actuarial Bureau, has been well 
schooled for the work. 


War Books in Library 


The Chicago insurance library has re- 
ceived. from the War Department at 
Washington the following books pertain- 
ing to the U. S. Army Regulations: Rules 
of Land Warfare, Cavalry Drill Regula- 
tions, Field Service Regulations, 4 books 
on Provisional Drill and Service Regula- 
tions for Field Artillery (Hose & Light), 
Manual of Interior Guard Duty, Manual 
for Army Cooks, Small Arms Firing 
Manual, Combined Infantry & Cavalry 
Drill Regulations for Automatic Machine 
Rifle, U. S. Army Transport Regulations, 
Infantry Drill Regulations, Manual for 
Court Martial. 

The beautiful silk flag adorning the 
window of the library was ioaned by the 
Insurance Preparedness League of [lli- 
nois. This emblem was carried at the 
head of the insurance preparedness di- 
vision of the procession June 3 


Ohio Agency Appointments 


Automobile, Ct.——F. E. Conner, Berlin 
Heights. 

Brit. Amer.—P. G. Larie, Marion; F. W. 
Peters, Marion. 

Connecticut—C. J. Laser, Shelby; E. W. 
Raynolds, Akron; J. Coyle, Cincinnati. 

German-American, N. Y.—Mrs. Gertrude W. 
Kling, Marion; A. C. Wallace, Struthers; C. D. 
Steger, Bellaire; C. M. Mattingly, Cleveland. 

German of Pittsburgh—G. W. DeYarmon & 
Son, Mansfield; Farnesworth Ins. Agency, Cleve- 
land; J. P. Leonard, Defiance; J. Male, Cleve- 
land; W. D. Pearce, Fremont; C. J. Prentiss, 
Napoleon. 

Concordia—W. R. WDrake, Columbus, 

gees Nat’l—D. M. Cronin, East Liver- 
pool. 

Com. Union—V. J. Genutis, Cleveland. 

Continental—C. E. Sturgiss, Marietta; 
H. Pore, Toledo; J. Ward, Cleveland; F. 
E. Kirkpatrick, Columbus; W. T. Eaton, 
Columbus; J. Edgar Rudge, Youngstown; 
F. L. Kumler, Toledo; William W. Mc- 
Cray & Son, Logan; F. J. Matthews, Day- 
ton; Martha E. Rohr, Fort Recovery; G. 
D. Coldren, Canton; A. E. Banyard, Mas- 
sillon; . L. Anthony, Fort Recovery; 
A. Day, Deerfield. 

County, Pa.—N. W. Adams, Warren. 

Dubuque F. & M.—J. H. Lehman, Can- 
ton; W. I. Zink, Canton. 

Equitable F. & M.—J. W. Pickard, Jr., 
Cleveland; K. F. Kluss, Elyria. 

Farmers, Pa—D. L. Murray, F. J. 
Skeel, D. J. Barry, Cleveland; J. E. Hano- 
_— Columbus; The Barry Bros., Cleve- 
and. : 

Ger. Amer.—D. A. Jackson, Springfield; 
G. C. Alexander, Mansfield. 
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Placing Surplus Lines? 


Our Special Department is at your command, backed by the integrity and financial responsibility of 
We welcome the inquiry of the Local Agent for handling his excess beyond the 
capacity of admitted Companies. 
Guaranteed Lloyds Underwriters 
Surplus Companies Maintaining United States Deposits 
Immediate binders—10% commission to brokers 
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SHOULD STAND BY 
PRESENT TARIFFS 


Companies Cannot Allow Lower 
Rates in Iowa and Come 
Out Even 


ALL MUST WORK FIRMLY 
Chaotic Conditions Before the Passage 
of Antidiscrimination Law Should 
Be Avoided 





Charlies S. Vance, second vice- 
president and managing underwriter 
of the Iowa National Fire of Des 
Moines, is particularly well quali- 
fied to give expression to his views 
on the repeal of the Iowa anti-dis- 
crimination law. Mr. Vance has 
had @ long experience in the under- 
writing department of Iowa com- 
panies and when the anti-discrimi- 
nation law went into effect he was 
called to the state department to 
take charge of the rating end and 
to assume the duties that fell on 
the insurance commissioner from 
that statute. Therefore he is able 
to look at this law and the effects 
of its repeal from many standpoints. 











There is now no question that after 
July 4 a most determined effort will be 
made, not only on the part of some 
agents, but by many of the large in- 
surers in Iowa, to secure a return to 
the demoralized conditions prevailing 
before the operation of the rating law, 
and the certainty of this condition 
makes it a necessity that the Iowa in- 


surance situation be handled with more 
care and firmness, on the part of the 
companies, than has ever been hereto- 
fore displayed 


Rates on a Fair Basis 


The fact that under the operation of 
the rating law it has been demonstrated 
that it is possible to conduct the busi- 
ness of insurance on an anti-discrimina- 
tory basis, and not on the barter and 
trade plan, as heretofore, should en- 
courage the continuance of the condi- 
tions known to be fair and regardless 
of the selfishness displayed by those 
responsible for the defeat of the law. 
This is especially so, since it has been 
shown that present rates being col- 
lected, as an average, are an actual re- 
duction from those as heretofore se- 
cured. Increases are uniformly on 
risks where special concessions had 
originally been made. This class is 
largely responsible for the high -loss 
ratio in the state. The reduction is 
further evidenced by the fact that while 
many companies show an increased lia- 
bility assumed their premium receipts 
are reduced. 


Can Profit at Lower Rates 


No company can hope to profit for 
any length of time through a reduc- 
tion of present rates, regardless of the 
volume of business received. Demoral- 
ization will unquestionably follow and 
be felt, not only in Iowa, but over 
the entire northwest field. Under the 
present ascending prices not only on 
all materials, but labor as well, and 
through which a material increase in 
loss ratios must occur, together with 
the prospect of increased taxation, 
there seems no warranted incentive 
whatever for reductions. 


Should Not Return to Old Days 


The previous demoralization of rates 
in Iowa occurred more through lack 
of confidence and cooperation, than 
from any other source, and which in 
the majority of cases was unwarranted. 





The two years operation under the pro- 
tection of the law, has, it is believed, 
revived this confidence to such an 
extent that the return of former con- 
ditions is now impossible. This is fur- 
ther strengthened by a better knowl- 
edge by special and local agents, as 
acquired under the operation of the 
law, of the improved conditions, as 
should apply, of which they were for- 
merly not advised. 

In some parts of the state, by rea- 
son of conditions, formerly prevailing, 
some slight concessions seem to have 
been allowed by some companies even 
in violation of the law. No better time 
than now, to correct these conditions 
will ever occur. The ideas of different 
managers as to the application of each 
rule or rate to each individual risk may 
not agree, but the successful conduct of 
the business in general, demands uni- 
formity. The future of the business in 
Iowa and the northwest is therefore 
fairly up to the companies themselves, 
and anything but the most determined 
stand will mean defeat. 


Insurance List From Janesville 


Janesville, Wis., July 2—Fire caused by 
spontaneous combustion, on June 16, 
caused a $35,000 loss on stock ‘and fixtures 
and $5,000 on buildings of the Jones Dye- 
ing & Bleach Works. In the same fire 
goods owned- by the Bradley Knitting 
Company, Delavan, under specific insur- 
ance of $15,000, was damaged to the ex- 
tent of $3,902.70. The Phoenix Knitting 
Works, Milwaukee, suffered a loss of $2,500 
on goods specifically insured at $8,000 and 
stored in the Jones plant at the time of 
the fire. 

Insurance on Jones we? and wa re 


Amer. Unds..$ 4,500 L. & L. & G.. 10,000 
ys eee 5,000 Mass. F. & M.$ ? 000 
Buff. Ger.... 5,000 Mercantile 

Rpeerens. eS I ate Sed 1,000 


Und. 
Miller s Natl.. 


F. & M.. 3,000 2,500 
Equitable . 6, 000 Netherlands. 5,000 
Globe & Rut. 10,000 Old Colony... 2,500 
Fire Assn.... 17,000 Phoenix, 

Firemen’s France .... 1,000 

RG cise 5 S 22,000 Phila. Und... 5,000 
Franklin .. 7,500 Rhode Island 1,000 
Home ....... 5.500 Royal ...... ,300 
Imperial 2,500 Standard 3,000 
Ins. Co. ee .. 15,000 

of N. A..:. 12,500 Twin City... 2,500 
Law Union..$ 5,000 Westchester.. 10,000 
_ Following is the insurance on the build- 
ings: 

a Bee er ee 1,000 Royal .......$2,000 
Ins. Co. of N.A. 1,500 Standard 2,000 
L 2h. &: Gi. 1/500 


Insurance on goods of the Bradley Knit- 
ting Company: 


Buff. Ger.....$2,000 Phila. Und... .$2,000 
Detroit F.& M. 2,000 Royal .... 2'000 
Mire Aeen::. :. 3.000 Bun «. . oie vce cs 2,000 
Phenix, France 2,000 

Insurance on goods of the Phoenix 


Knitting mapse; 
Hartford .$2,000 Phoenix, Eng. .$2,000 
Norwich 2 000 St. Paul 2,000 


Marine Rates Go Down 


As a result of Brazil’s entering the 
war, marine rates to South America show 
a tendency downward. Cargo and ships 
for India via the Cape of Good Hope are 
being written at 3% percent instead of 
the former 4 percent. Rates to South 
Africa have been reduced to 3 percent 
from 3%. A minimum of 8 percent is 
charged on ships and cargo for the U nited 
Kingdom, 9% percent to French Atlantic 
ports, with a very little written on Medi- 
terranean risks, and that at 12 percent. 
Neutrality clauses, at rates under other 
neutrals, govern shipments to ports of 
Holland and Spain, and for Switzerland. 
Shipments are insured to Germany, Aus- 
tria, Denmark, Sweden, Norway, Greece 
Bulgaria, or Turkey with the clz 1use “Free 
of British and Allies capture, seizure or 
detention, etc.’ 





Many Speakers Scheduled 


Addresses by Commissioner A. S. Ol- 
ness, State Fire Marshal H. L. Reade, C. 
M. Holbert of La Moure, secretary of the 
North Dakota Farmers Mutual Cyclone & 
Tornado, Harry P. Crawford of Crawfords- 
ville, Ind., secretary of the National As- 
sociation of Mutual Insurance Companies, 
and Herman L. Ekern, of Madison, ex- 
insurance commissioner of Wisconsin, are 
scheduled for the annual convention of 
the North Dakota Association of County 
Mutual Insurance Companies to be held 
at Jamestown, N. D., July 17 and 18. 


Hamilton, O., Criticised 

A report of engineers of the National 
Board, upon a reinspection of Hamilton, 
O., criticizes the failure to correct de- 
ficiences in the water supply equipment 
since 1912. The possibility is pointed out 
of serious group fires in the principal mer- 
eantile districts on account of the adop- 
tion of the two platoon system. The un- 
reliable state of the fire alarm system, the 
lack of electrical inspections and the ob- 
jectionable status of structural conditions. 


Worrying is working the brain over-time 
about something that ain’t yet. 





TELL ABOUT OHIO MEASURE 


Cleveland Fire Insurance Exchange 
Members Have New Laws In- 
terpreted by the Experts 


Cleveland, O., July 2—At a meeting of 
the Cleveland Fire Insurance Exchange, 
Monday, Secretary Will J. Beggs out- 
lined the work of the new audit bureau 
which will go into operation on Aug. 1. 

Cc. H. Patton, manager of the Cleveland 
Inspection Bureau, explained the changes 
in the rules brought about by the new 
requirements, which went into effect on 
July 2. He called attention especially to 
the new rules on term insurance and tor- 
nado insurance, as shown in a revised 
book which he has furnished agents. 

A reduction of 25 percent is to be made 
from the published annual estimate on all 
unsprinklered fireproof and brick mer- 
ecantile buildings formerly published as 
eligible to be written at two times the 
annual estimate for three years and three 
times for five years, and 20 percent from 
the published annual estimates on_un- 
sprinklered frame mercantile buildings 
formerly written in the same way. 

Classes of risks heretofore written at 
two and three annual estimates for three 
and five years will hereafter be written 
at two and one-half and four multiples. 
The old rule has been eliminated entirely. 

The new dwelling house schedule and 
a copy of the antidiscrimination law were 
also sent to all agents by the bureau. 


“Your Old Friend, Dave” 


“Your Old Friend, Dave” is a book 
giving some of the choicest letters from 
the “Bush League Agent,” published in 
Tue NATIONAL UNDERWRITER. The homely 
philosophy treating of the foibles and 
weaknesses of the business in a highly 
satirical way, creates a delicious humor 
that has caused many a laugh. This 
book will be read and reread by people 
in and out of the business. It is an ex- 
cellent gift for an insurance man and 
is one that will never grow old. Sold 
by Tue NATIONAL UNDERWRITER at $1.25. 


Increase Is Notable 


Underwriters are noticing the great 
increase in the amount of tornado insur- 
ance since the recent storms through- 
out the west. Large concerns that 
heretofore have only carried a small 
amount of tornado insurance or car- 
ried none at all are coming in, some 
lines of $1,000,000 being written. They 
are not taking out not only straight 
tornado insurance, but tornado use and 
occupancy. Some companies have in- 
creased their tornado premiums many 
thousand dollars during the last month 
or so. 


Fire Limits Law Upheld 


The ordinance of Maysville, Ky., creat- 
ing a fire zone has been sustained and a 
precedent established by a decision of the 
Kentucky court of appeals, which has 
affirmed the finding of the lower court in 
a case involving erection of a building in 
violation of the ordinance. This was the 
case of the city against Galanty & Alper, 
owners of the Central Garage, and the 
decision demands that the addition com- 
plained of be torn down. It has attracted 
much attention in the state and the fire 
marshal became a party to the case in the 
hope that the principle of establishing fire 
zones be established. Galanty & Alper 
obtained a permit from the city and 
erected a building which is not described 
by the permit. It was condemned and 
ordered torn down as a nuisance, in that 
it was built of wood and had a composi- 
tion roof. 


Gives Apparatus Right-of-Way 


To fix more clearly the status of fire 
department apparatus on city _ streets 
while responding to alarms, the Wiscon- 
sin legislature has passed a bill known as 
Chapter 449, Laws of 1917, reading as fol- 
lows: 

“The motorman of any street car shall 
immediately stop his car upon the ap- 
proach of any fire apparatus when re- 
sponding to a fire alarm call, and shall 
keep the car stationary until such time as 
such apparatus has passed; and the driver 
of any vehicle, motor or otherwise, shall 
immediately drive his vehicle as near as 
possible to the right-hand curb and keep 
said vehicle stationary until such fire ap- 
paratus has, passed. 


States Covers 200,000 Acres 


The state of Montana has placed hail in- 
surance on the crops of 200,000 acres this 
year. Yellowstone county alone has 20,000 
acres insured. Some slight damage has 
already been done to a crop by hail near 
Pompeys Pillar. 








OLD CASE IS NOW ENDED 


COURT FAVORS COMPANIES 


Indiana Judge Decides Against State in 
Reciprocal Law Suit Against 
Continental Fire 


The Indiana appellate court upholds 
the Marion county superior court at 
Indianapolis in deciding against the 
state in its suit against the Continental 
Fire to collect additional taxes under 
the reciprocal law. The case has been 
in court four years. 

The state maintained that under the 
Indiana and New York reciprocal tax 
laws, New York companies paid less 
tax in Indiana than Indiana companies 
did in New York state. The trial judge 
found that because New York taxed in- 
surance companies only in cities hav- 
ing paid fire departments, the ad- 
vantage was really with Indiana in the 
taxing business. The appellate court up- 
holds this view. The courts did not 
pass on other questions raised by the 


attorneys for the company, as to 
whether the retaliatory law was in 
force. 


One of the points at issue was the 
right of the state to collect taxes on 
returned premiums and a tax on pre- 
miums whether collected or not. The 


appellate court decides against the state - 


on this proposition, holding that the 
return of a premium with the cancel- 
lation of the policy is equivalent to the 
insurance not having been written. 


Many Improvements at Superior 


The Wisconsin Inspection Bureau has 
completed, its first reinspection of all the 
important bay front property of Superior, 
including flour mills, elevators and coal 
and ore docks. The reinspection developed 
compliance with about 75 percent of the 
recommendations made following the first 
inspection, the total number of original 
recommendations being something like 
360. J. Morrissey, superintendent of 
the electric department of the bureau, as- 
sisted by E. C. Maxfield, branch manager 
at Superior, has been in charge of the 
work. A definite movement is on foot at 
the present time to provide a harbor 
patrol through the use of several small 
boats, well manned and armed. This extra 
precaution, in addition to the new system 
of lighting premises, is looked upon as 
highly important. 


Inquire About Policy Fees 


The Ohio insurance department is re- 
ceiving numerous queries regarding policy 
fees. Superintendent Tomlinson of the 
Ohio department says that he will want 
to see what action the auditing bureaus 
will take before he makes any ruling. 
Until then there will be no drastic action. 














The Famous ROUGH NOTES Line | 


of Superior Insurance Supplies 
The Most Complete Assortment of 
Local, Special and General Agents 
Home Office Supplies 
“Everything For The | 
Insurance Man’’ 
In Office, Field and Library. 


Insurance Office Outfitters 
and Systematizers 


Several hundred insurance blanks and 
forms carried in stoc 


Blank Books, Card Index Systems, | 


Loose Leaf Boo k s 








Save Time, Trouble and Money 
| by Using Our Systems 


Send for 125 page Catalogue Free 
The 
National Underwriter Company 


| Cincinnati Chicago New York 


The Rough Notes Co. 


Indianapolis 
| (Associated) 
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OBJECT TO SOME OF 
THE MODERN LAWS 


Insurance. Men Feel Some Anti- 
discrimination Statutes Are 


Too Stringent 





MAIN OBJECTIONS GIVEN 


Believe That the State Should Not Be 
Given Authority as to Rate- 
Making 





New York, July 2—The adoption of 
an anti-discrimination fire rating law by 
Ohio and Wisconsin, the repeal by 
Iowa of the one that was on her books, 
and the contest in Michigan over a 
similar law in that state has brought 
the whole subject of this kind of legis- 
lation actively to the fore. The term 
“anti-discrimination” is so general in 
its scope as to leave uncertain many of 
the specific considerations involved. 
There are thirteen or fourteen states 
with such laws at present, and the dis- 
tinctions between their laws are ma- 
terial. Fire underwriters in the main 
have no objection to reasonable anti- 
discrimination laws. All they ask is 
that the companies may have free com- 
petition. They want to be free to or- 
ganize boards and enforce discipline; 
they do not want the states invested 
with authority to order or prohibit what 
is properly the right of the companies. 


Peatures of Some of the Laws 


Ohio does not give its insurance de- 
partment discretion to change rates; 
neither does Kentucky. The Iowa law 
was reasonable enough. The Michigan 
law and that of Wisconsin are regarded 
obnoxious here because, potentially, 
they invest the state with rate-making 
authority. Obviously, if the people of 
a state think that their insurance de- 
partment has the power to give them a 
lower rate than the one charged by the 
companies they will be after it without 
a moment’s delay. Very likely heavy 
insurants who are accustomed to look 
for preferential rates will be found 
among those who are opposing the 
anti-discrimination laws. 


South Carolina Has Good Law 


Perhaps as fair and equitable a law 
as could be desired along this line is 
such a one as South Carolina now has. 
This was enacted last year and requires 
the usual uniform treatment as between 
risks of like kind and of essentially the 
same hazard, and, by Section 14 of that 
law, in any five-year period if the un- 
derwriting profit is found to be exces- 
sive the state can require a reduction in 
rate, but the bureau will determine as 
to the rate. On written complaint or 
upon his own motion the insurance 
commissioner may review any rate fixed 
by any individual or insurer, in order 
to determine whether the same is dis- 
criminatory or unjust, and he has the 
power to order the discrimination re- 
moved and to require a proper rate sub- 
stituted. His findings are subject to re- 
view by a court of competent jurisdic- 
tion. 


Main Objection to Laws 


The objection of underwriters to 
many of the anti-discriniination laws 
has to do with the insertion of the 
qualifying term “reasonable or unrea- 
sonable” as applied to rates. Such, for 
example, is the quarrel with the Min- 
nesota law. And the reason is that the 
term “reasonable or unreasonable” is 
purely academic, being altogether a 
matter of opinion. As has been said, 
all the companies ask is free competi- 
tion. Some critics erroneously attempt 
to contrast the attitude of the insur- 
ance companies with that of the public 
toward railroads and public utilities, but 
this is considered unjust by company 
officials. A railway on a certain strect, 
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They are equipped to help. 


IMPERIAL ASSURANCE COMPANY 


The Field Men of the Imperial are ready at all times to give their attention 
The Imperial Management has the interests of 
Agents ever.in mind, believing that they should be protected just as much as the Company. 
In other words the Imperial and its Agents are partners. 


Head Office: 
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FAREWELLTO MR.DUNBAR 


TENNESSEE MAN IS HONORED 





Insurance Commissioner Retiring from 
Office Is Paid Many Compliments 
By the Fraternity 





Nashville, Tenn., July 3—Over 100 
insurance. men and a number of promi- 
nent citizens, including Governor Rye, 
attended the farewell banquet given 
Commissioner Wm. F. Dunbar Mon- 
day. It was by far the strongest 
gathering of the insurance interests 
ever assembled at Nashville and was a 
flattering tribute to the retiring official. 

A most significant feature of the 
meeting was the declaration of Gover- 
nor Rye that he had separated the job 
from politics when he appointed Mr. 
Dunbar and he intended to keep the 
office divorced from politics. In addi- 
tion to the words of good cheer said 
upon the cccasion, Mr. Dunbar was 
presented with a handsome gold chain 
and locket. Lee J. Loventhal, presi- 
dent of the Nashville Life Underwriters 
Association presided and made the 
presentation speech. 


Many Tributes Are Paid 


P. T. Throop of the Northwestern 
Mutual Life stated that in all of the 
official acts of Governor Rye, the one 
of greatest wisdom and benefit to the 
people was the appointment of Mr. 
Dunbar at the head of the insurance 
department. 

James B. McKee, president of the 
Nashville Fire Underwriters Associa- 
tion told of the gratification of the 
entire insurance interests of the state 
in the selection of Mr. Dunbar two 
years ago, although the Nashville men 
supported another. 

T. Graham Hall, head of the con- 
servation work in Tennessee, said Mr. 
Dunbar had carried idealism into his 
office. 

C. A. Craig, president of the National 
Life & Accident, said that Mr. Dunbar 
had been the best friend to the local 
companies that they ever had. 

H. Warten of Atlanta told of the 
general high regard in which Mr. Dun- 
bar was held, and resolutions, prepared 
by a committee of which Miss Julia 
Hindman was the head, were fead by 
her and unanimously adopted. 

Governor Rye told of how he re- 
gretted parting with such a valuable 
official head of his political family and 
repeated the story of how he chanced 
to hit on Mr. Dunbar for insurance 
commissioner after he had made it 
known just what qualifications were 
necessary for one to possess in success- 
fully filling the office. 

Mr.- Dunbar in replying to the good 
words said of him briefly reviewed the 
work that had been accomplished under 
him. 

Governor Rye stated privately at the 
close of the meeting that he had not 
yet decided upon a successor of Mr. 





for example, is a pure monopoly by its 
very physical nature. No other rail- 
way runs there. People must use that 
one or none. It is altogether different 
with an insurance company, from the 
fact that any number of insurance com- 
panies can compete for risks in the 
same locality. Fire insurance compa- 
nies are entirely justified in asking for 
a fair field and no favor; but they cer- 
tainly do not relish the state enforcing 
cut-throat competition. 








Dunbar, who takes up his new work in| RATES BEING ‘AY ANCED 


Atlanta as manager of the Southeast- 
ern Underwriters Association after a | 
few days of recreation. 








1) | 


Salesman Must Be a 


Real Friend 














Do we understand the art of ap- 
proaching a man? Is not there an art 
in it? Do we understand the art of a 
smile?—for remember that a sale ac- 
cording to modern ideas is a transac- 
tion in which both parties are satisfied. 
How many of you deal with people you 
do not like? There is a truth there for 
nations, especially in the next decade. 
The keynote of President Wilson’s 
speech is that we must be friends with 
the world in order to sell. Goods made 
in certain countries are not going to be 
popular in Canada for the next few 


decades, and the biggest economic loss | 


to the greatest of those nations is that 
she has lost the friendship of the world. 
We sell most easily to the people who 
like us best. Is it not a big thing to 
realize that in order to be the best kind 
of salesmen we must be the best kind of 
mien? You cannot sell a man with a 
grouch. Did you ever try? I was glad 
to hear Charles Schwab say—and I be- 
lheve Andrew Carnegie has said also— 
that in the ideal transaction both par- 
ties are in good humor. To deal with 
a man you must make him your friend, 
and you must leave him so that he will 
want to deal with you again. The day 
of the one-trip salesman, who made a 
sale never to make another, has gone 
by. He used to make his sale over a 
bottle of champagne. That kind of 
sale has gone-—E. A. Woods. 


Red Cross Dividend 


The Buffalo-German is declaring «a spe- 
cial Red Cross dividend of 50 cents a 
share, payable on or before July 10. The 
stockholders are being asked to assign it 
to the company so that the entire amount 
of $2,000 may be turned over promptly to 
the Red Cross. 











| STATEMENT FROM McMASTER 





Insurance Commissioner Says That 
Tariff on Shingle Roof Dwellings 
Have Been Increased 





Columbia, S. C., July 3—Commis- 
sioner McMaster of South Carolina 
issues a statement saying that the com- 
panies have organized the South Caro- 
lina Inspection & Rating Bureau and 
he is informed that rates will be in- 
creased on certain classes. He states 
that no agreement in regard to making, 
fixing or collecting rates has been filed 
with him as required by law. He states 
that single roof dwellings will be in- 
creased, but he does not know what 
other classes are to be included in the 
advance. 


Rates on Shingle Roof Dwellings 


The shingle roof dwelling advances 
are as follows: 

Shingle roof dwellings, country risks, 
increased from $1.20 to $1.90; fourth 
class towns increased from 90 cents to 
$1.25; third class towns, 80 cents to 
$1.05; second class towns, 60 cents to 
85 cents; first class towns, 60 cents to 
85 cents. On brick metal roof mercan- 
tiles, fourth class towns from $1.50 to 
$1.75; third class towns from 90 cents 
to $1; second class towns from 70 cents 
to 75 cents; first class towns from 45 
cents to 50 cents. 

The commissioner states that the 
only companies which are not members 
of the bureau are the American Drug- 
gists, Columbia of New York, Guardian 
of Salt Lake City, Pacific Fire of New 
York, Southern Stock Fire and South- 
ern Underwriters of Greensboro, N. C. 


Want Better Rates 


The city authorities of Duluth, Minn., 
desire to get the city in a better class 
from, the fire insurance standpoint and 
have asked Insurance Commissioner San- 
born to go there and have a conference. 
Duluth is now rated as Class 3 and the 
city officials believe it should be Class 2. 








tion centers. 





SPRINGFIELD 


‘WESTERN DEPT. CHICAGO. AE DEAN McR. 


The SPRINGFIELD is an American institution, born about seventy 
years ago in the Old Bay State—a land of stable institutions and heroic 
deeds—a land thickly strewn with monuments commemorating the most 
stirring events in American history—the home of Faneuil Hall, the old South 
Church, Bunker Hill, the Washington Elm, Lexington and Concord. 


The SPRINGFIELD has consistently adhered to sound Practice, ana 

has avoided unsafe and sensational methods and dangerous lines in conflagra- 
It has promptly paid its obligations in every great conflagration. 

Its assets are invested in the choicest American securities, and its policy 
contracts are as safe as they can be made by human prudence and foresight. 


The SPRINGFIELD Specializes in Writing 
Explosion and Automobile Insurance 


A. F. DEAN, Manager Western Department, CHICAGO, ILL. 
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LEADERS IN THE WEST 


Figures were published in last week’s | 


NaTIONAL UNDERWRITER showing pre- 
miums and losses in Western Union 
territory for 1916. The Home leads 
all the companies, having $7,969,629 
premium income. The Hartford comes 
ncxt with $6,200,013, but this is com- 
bined with the figures of the New York 
Underwriters, which maintains a_sep- 
arate organization. The New York 
Underwriters produces about one-third 
of the premium receipts in Western 
Union territory and under this align- 
ment the National of Hartford would 
be the second single organization in the 
west. Taking the Chicago department | 
offices, the National would lead in | 
point of premiums, the Hartford would | 
be second, the Aetna third, the Ger- 
man American fourth, the Continental | 
fifth, 
Springfield closes Group No. 1 with 
$3,662,177. The Springfield showed 
over $1,000,000 gain in premium re- 
ceipts last year, which doubtless was 
due to hail and farm business. It is 
not in the hail field this year. The 
Commercial Union group shows $3,- 
880,559 in the territory aside from the 
American Central, but this comes to 
two offices, Chicago and Denver. 
ca * * 


NOW BECOMES EMBEZZLEMENT 


Illinois insurance men are interested | 
in a bill that was recently pushed 


the Fidelity-Phenix sixth. The | |pond in purchasing a Liberty bond out 
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| 














OTHO E. LANE, President 
Cc. A. LUNG 
W. C.SMITH 
Secretaries 


NIAGARA 


Fire Insurance Company 


ESTABLISHED 1850 


Vice-Presidents 
Pacific Coast Department 


334 Pine St., San Francisco 
EDW. PARRISH, Manager 


a ee LEAKAGE 


TOR EXPLOSIO 
123 William Street, NEW YORK = Rents OPM ET FULL WAR ‘eta 


USE AND OCCUPANCY, PROFITS, FITS, COMMISSIONS — ALL FORMS 
‘*Agents Everywhere”’ 














mously passed to look after the impor- 
tant matters of such members as may 
be called to the front during the war. 
The resolution is similar to the one 
originated by the Oklahoma pond, and 
| passed by nearly all of the ponds in the 
| middle-western field. The action of the 


of the tunds was approved and it was 
announced that if the government 
should float another loan in the fall the 
pond will invest as much of its surplus 
as is available. It was decided to pro- 
vide members* that go to war with 
magazines, cigarettes and a few luxuries 
not readily obtainable at the front. 
* ” * 
ASSOCIATION DISBANDS 


Feeling that the purposes for which 
the organization had been accom- 
plished, the Association of Insurance 
Accountants of Chicago, met last week 


through the Illinois legislature by the | and disbanded. The funds which were 


instalment houses and became a law. It 
seems to apply to insurance and makes 
embezzlement of premiums a criminal | 
offense, punishable as larceny, even 
though the agent claims that he has a 
commission interest in the money coi- 
lected. Heretofore insurance compa- 
nies were helpless in collecting pre- 
miums and had to bring a civil suit, it 
being held that unless a man was on a 
salary he could not be prosecuted for 
larceny. 

Under the new law, failure to pay on 
demand, or neglect or refusal to pay 
money received in a fiduciary capacity, 
is held prima facie proof of intent to 
embezzle. This law applies to all per- 
sons and corporations employing agents 
that will mean a big help in the collec- 
tion of delinquent premiums in IlIli- 
nois. 

x * x 
HILDRETH’S GUIDE 


“Hildreth’s Guide to Building Con- 
struction” is a book that is needed by 
adjusters, field men and local agents 
who have anything to do with loss 
adjusting, especially in connection with 
dwelling houses. Leslie E. Hildreth, 
general adjuster for the western depart- 
ment of the Hartford and one of the 
competent men in his line, is the author 
of this book. He gives prices of ma- 
terial, labor, etc., so that a loss can be 
readily figured out. This book is the 
essence of Mr. Hildreth’s long experi- 
ence in adjusting losses and should be 
in the tool kit of anyone who adjusts 
dwelling losses. It is sold for $1.04 by 
THE NATIONAL UNDERWRITER. 


* * s 
ILLINOIS BLUE GOOSE MEETING 
At the semi-annual meeting of the 
Illinois Blue Goose at Decatur, IIl., 
Most Loyal Gander Milo B. Marik was 
in charge. A resolution was unani- 





ADDING MACHINES 


Bought—Sold—Rebuiit 
We buy fire salvage for cash or rebuild for assured or 
Company. Wire full particulars our expense or write, 
ur app vill int you. 


DONALD C. PRICE CO. 
186 N. La Salle St. 





Chicago 





| 
| 


in the treasury amounting to $85, were 
donated to the Red Cross, During its 
existence the accountants organization 
resulted in the men of the western de- 
partments getting closer together and 
it is possible that at some future date 
the organization may be revived. 
x = * 


WILL MEET IN BOSTON 


The Western Union at its semi-an- 
nual meeting in Philadelphia voted to 
|hold its annual meeting in Boston. 
Later} the question arose as to the ad- 
visability of going so far east, as it 
was thought much time and expense 
could be saved by meeting in a middle 
western .city. The governing commit- 
tee, however, has decided to hold the 
meeting in Boston, as originally planned, 
since definite arrangements had been 
concluded. 





CHICAGO AND SUBURBAN 


INTERESTED IN FILM LOSS 


Chicago local agents are interested 
in the fire that broke out in the vault of 
the Pathe Film Company in the Con- 
sumers building, Chicago, early Sun- 
day morning, causing a heavy loss to 
the concern. It carried no insurance. 
The fire is believed to have been of in- 
cendiary origin directed against film 
companies by labor unions to enforce 
the unionization of film company em- 
ployes. 

The Consumers building is a narrow 
fire-proof building and several other 
film companies are located in that 
structure. It is an office building hav- 
ing occupants of a miscellaneous char- 
acter. Underwriters believe that film 
companies storing films should not be 
permitted to be in a building of this na- 
ture, but should be in a structure with 
no other occupancy. Some years ago 
a similar fire broke out in a film con- 
cern in the Security building, Fifth ave- 
nue and Madison street, causing con- 
siderable loss. The experience in the 
Pathe case will no doubt cause insur- 














ance companies to write more gingerly 





In sp e ct i ons in Chicago, Cook County and the C.eater Metropolitan District. QThisinspec- 





for the public weal. 
18 years in this field 


Office with Joseph C. Knight & Co. 
Room 1568 Ins. Exchange CHICAGO, ILL., Telephone Wabash 3033. 


torate o— properly gauges the expectancy of fire risks and intelligently anticipates 
events before they occur. he und 

brokers and the business public, herewith tendering — to all State Insurance Officiais, 
Municipal Committees and all those who formulate insurance laws 


undersigned sells this talent to companies, agents 
Legisla' 
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Prevention Counselor 





The Humboldt Fire Insurance Co. 


PITTSBURGH 


Incorporated 1871 


A. H. TRIMBLE, Pres., EDWARD HEER, Sec’y and Treas. 


Why not make room in your agency for a conservatively managed, medium- 
sized American Company whose indemnity, treatment of agents and assured, 
will bear inspection for nearly half a century? 

Capital $300,000 Surplus to Policy Holders $582,406.94 
Assets $1,604,117.07 

















GEO. A. = W. A. GORDON WM. WALSH 
Presiden Secretary Ass’t Secretary 


Twin City Fire Insurance Company 
MINNEAPOLIS 


Capital $500,000 








The Equity Mutual Fire Insurance Association 


SIOUX CITY, -; - IOWA 
ORGANIZED 1898 


A Full Reserve Mutual Organized Under the - 
Strict Laws of Iowa 














FIRE AND MARINE 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Statement January 1, 1917 


Cash Capital ~- - - - $1,000,000.00 
Assets - - - - - 2,748,832.19 
Liabilities (Except Capital) - - 1,039,977.81 
Surplus to Policyholders - - 1,708,854.38 





AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE ETNA CASUALTY & SURETY COMPANY 
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on stocks in buildings where films are 
stored. 


* * * 


The Chicago Board will hold its quar- 
terly meeting July 12. The nominating 
committee has placed in nomination 
Fred W. Koeckert of the Continental, 
Clarence Oxman of the Chicago Insur- 
ance Agencies and R. G. Scheunemann 
of Eliel & Loeb, on the executive com- 
mittee. 


* s a 

Eldridge, Manning & Cleary of Chicago, 
managers of the United States Casualty, 
have opened a fire insurance department 
and have been appointed sole agents for 
the Union Fire of Paris for the down- 
town district. They have also been ap- 
pointed Illinois state agents for the 





J. H. MACFARLANE, 
MANAGING UNDERWRITER 





CLEVELAND NATIONAL © 
FIRE INSURANCE COMPANY 


CASH CAPITAL $839,130.00 





c. H. BISHOP 
PRESIDENT 


0. T. BROWN 
SECY-TREAS. 


ASSETS 
$1,450,050.28 


SURPLUS TO . 
POLICY HOLDERS 


$1 245,852.60 


CLEVELAND, OHIO 


APPLICATIONS FOR AGENCIES DESIRED 





Marine of London to write automobile 





insurance. 7S ages 

Prank A. Meinel of Denver, Colo., for- 
merly superintendent of agents of the 
western department of the London & 
Lancashire, is visiting in Chicago. 


REFORM STRIKES A SNAG 


SEE DIFFERENCE OF OPINION 


John i Page pe me Ig Farner of 
agents of the ondon ancashire in ° . 
the west, and B. M. Richie, the-local agent Some Companies Object Strenuously to 


at Duluth, are in the northern lakes on > 2 
their three weeks’ fishing trip. Any Reduction in Number of 

* * ok . — 
Special Policies 





J. O. Platt, vice-president of the North 
America and Alliance, visited the western 
department last week. ¥ 





Douglas Bros. & Rice of Chicago have The movement on part of the special 
resigned from the clearing house of the | expense reduction committee of the 
Chicago Board. Western Union and Western Insurance 
RIS Bureau may strike a snag in the effort 

Wisconsin Notes to reduce the number of special policies. 

Walter Pisczezek, Milwaukee, aged 26 There has been a feeling in some quar- 
years, was convicted of the charge of | ters that considerable economy could be 
arson in district court at, ger ana practiced if the companies had a 
sentenced to pay a fine o 50, with the : : " 
alternative of six months in the house of straight fire policy and a straight tor 
correction. nado policy and then used forms to 
The common council of West Allis, |Complete the coverage of all special 


Wis., is Considering a number | of a classes, including farm and dwelling 
provements in e municipal waterworks 19] f j ; 
NURDEnE GthEICh! “abe ety Rall Dulidter, business. At the present time aside 


which have received no attention of this from the straight fire policy and the 
kind in more than five years. straight tornado policy most companies 
ron Cream City Bedding Company, 3200 | get out a combined fire and tornado 

on u Lac avenue, Milwaukee, sus- icv : : ‘ 
tained a loss of about $300 by fire on pie gy — + ese upage « fire 
June 26. The plant is in the factory dis- | 4% ightning policy, then a special 
trict on the northwest side of Milwaukee, | farm policy. 


which has been subject to attacks by Big Expense in inting 


supposed incendiaries during the last 
4 pens Reap cnet of Tomahawk, |; This naturally makes a big expense 
Wis., is considering a set of recommenda- |!" !ssuing_ policies for _the Saeeae 
tions prepared by Bascom & Tully, con-|states. It is thought that if these could 
oo presen Snaneere,, University f ) be reduced the cost of lithographing 
Wisconsin, for increasing, the water SUP; |and printing could be decreased accord- 
fire protection system. ingly. Some of the companies, how- 
eget ac ciaactin ever, are very much in favor of the 
Ohio Notes .| special combined dwelling policy, say- 
Res Bt BERIT o |g that it increases the premium in- 

ne oO 1. - ; ; - ; 

C. McElroy, of the McElroy Agency, Co. |come, especially as it makes it much 
lumbus, Sunday night, and had all the } €asier for the agent to get tornado 
silver and valuables in a nice pile in the | business. The agent, these companies 


front hall, when a member fortunately re- ; ; 
Satna. claim, quotes a premium covering the 


s : policyholder against all the elements. 

J. W. Feloch of Woodsfield, Ohio, has : : : 
been appointed an assistant fire marshal If he first insures him against fire and 
in Ohio, succeeding J. W. McAllister of |then works up the tornado, it is much 
Marietta. harder to close him, so these companies 


John V. Cameron of Defiance, former |assert, than if a premium were first 
financial clerk in the blue sky department 


of the Ohio banking division, will take a |@oted and let it purchase the entire 
position with the Ohio insurance depart- indemnity. The companies advocating 
ment, but in what capacity is not known |this reform say that the special policy 
as yet. craze has been carried too far and a halt 
should be called. 


The Union. Trust Company, Indianapo- 
lis, has taken over the John H. Spann & 
Co. agency, one of the oldest in the city. 
The latter will be continued at its present 
location. 


BECAUSE 


paper and binding materials runs into 
money so rapidly we will print but a 
very small overrun of “The Under- 
writer's Handbook of Chicago and 
Cook County,” the only insurance 


Missouri Notes 


Julius R. Bersch and Harold G. Gil- 
more were sentenced to two years in the 
penitentiary and Harry C. Imel to one 
year in jail for conspiring to burn the 
store of the Gilmore-Donfig Decorating 
Company in St. Louis on July 14, 1915. 

James A. Winzen, secretary of the John 
H. Feckter Insurance Agency, St. Louis, 
has resigned and will leave on the 15th 
of July to become state sales manager 
for the Stearns Tire & Tube Company in 
Minnesota. 

di f Chi h Il b The fire and tornado insurance on the 

Irectory 0 icago that will be Pierce building, St. Louis, was up for re- 

printed this year. newal on June 30 and the line, amounting 

to about $1,000,000, was apportioned 
IF YOU WANT ONE among the penene on the basis of floor 
You'd better order now from SS Soren. 


z 4 Members of the Fire Underwriters Asso- 
The National Underwriter 


— = St. — have ae on 
4 on the basis o percent o eir an- 
1362 Insurance Exchange, Chicago 

Phone Wabash 588 


nual dues in order to raise a fund for the 
entertainment of the National association, 
which meets in that city in October. 


The Reisch Indemnity Company 


(A PARTNERSHIP) 


OF SPRINGFIELD, ILLINOIS 
Resources Exceed $4,000,000 Dram-Shop Indemnity 
Chicago Office, 1560-1564 Insurance Exchange 





























CHARTERED A. D. 1794 





308-310 WALNUT ST., PHILADELPHIA, PA. 


NOW PREPARED TO WRITE 
EXPLOSION, BOMBARDMENT AND 
FULL WAR COVERAGE INSURANCE 


Agents wanted where not represented. 

















SAUVAQUNADNAGONOUAAUANAUNAUOAUUOAUANANOAUEOUOOOUEOOUOOOEOUOEOUOOUOOOOOOOOROUOOUOOOOOOEOOEOOUOOUEO EEA ETON 
: NORD-DEUTSCHE: 
= INSURANCE COMPANY = 
= 123 William Street UNITED STATES BRANCH = 
= New York J.H. Lenehan, Manager = 
FTE 
C. A. PALMER, President C. 0. DAVIS, Vice-Pres. 


a W.A. ELDRIDGE, Secy. 
S.D. ANDRUS, V.-Pres. & Man’g Underwriter F. H. ALDRICH, Counsel, H. R. VERNOR, Asst. Secy 
L. K. HENNES, Treasurer 


THE INTER-STATE FIRE INSURANCE CO. 


OF DETROIT, MICHIGAN (Organized 1913) 
Capital fully paid $250,000.00 Assets ~ Pemkecan 


Surplus to policy holders $350,000.6 
406-412 DIME BANK BUILDING 





qu o 64th ANNUAL STATEMENT 
Capital lade ce ee ee es ~ $ 500,000.08 
Assets (to protect policy holders) - - 5,036 ,003.01 
Swurauce Compamy — NetSurplusto policyholders - -  2,789,141.06 
of ‘Watertown. Y! Net surplustostockholders - - - 1,989,141.06 


STUART. MORGAN, State Agent, Michigan, East Lansing 
CASHMAN & EVANS, Gen’l Agents, Colorado, Denver 
N. T. JULIAN, State Agent, Ohio and West Va., Columbus 
F. G. HERMAN, State Agent, Indiana and Kentucky, Indianapolis, Ind. 
P. P. WIPPELL, State Agent, Illinois and Wisconsin, P. O. Box 225, Chicago 
H. F. WATERMAN, State Agent Missouri, Kansas and Oklahoma, Kansas City, Mo. 
E. S. FREEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Nebraska 


NATIONAL INSPECTION CO. 
INVALUABLE ON SPECIAL HAZARDS 


J. G. HUBBELL, Mgr. 108 SO. LA SALLE ST., CHICAGO 














Metropolitan Fire year" 
: OF CHICAGO 
Hibernia Fire XS0R4Nce 
OF CHICAGO 


are seeking desirable agents in Illinois. Write for 
particulars regarding commission contract. 


JOHN NAGHTEN @, CO., General Managers 


ESTABLISHED 1863 


INSURANCE EXCHANGE, CHICAGO, ILLINOIS 
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General News of the States 








OHIO AND WEST VIRGINIA 


MEETING OF OHIO MUTUALS 


Officials Will Have a Get Together 
Conference and Dinner at 
Springfield 








The Ohio Mutuals will have a get to- 
gether meeting and dinner at Springfield, 
Ohio, July 19. W. H. Cook, secretary of 
the Ohio Retail Grocers Mutual, is the 
chairman in charge. Superintendent Tom- 
linson probably will be present. 


New Book of Rules 


Manager T. B. Sellers, of the Ohio in- 
spection bureau, is sending out the new 
book of rules to be used on and after 
July 2. This supersedes the advisary 
rules of May 4, 1914. He calls special at- 
tention to the new rules for term insur- 
ance and the new rates tor tornado insur- 
ance. There is also an abstract of 
schedules for making rates in unprotected 
towns where no specific. rates are pub- 
lished. 

Certain classes under the new rules 
must be written for 2% and four multiples 
for 3 and 5 years. 

Supplement No. 1 to Dwelling House 
Schedule of March 1, 1916, is also being 
sent out. 





Dauner for President 


The new directors and probable officers 
of the Insurance Society of Cincinnati are 
as follows: Louis P. Dauner, president; 
Martin Vold, vice-president; Miss Sallie 
Morgan, secretary; Sidney Schottenfels 
and Pryce J. Ransom. There were 120 
present at the outing held at Coney Island. 
Mr, Dauner, who is scheduled for the 
presidency, is now _ vice-mayor of Cin- 
cinnati. Martin Vold, former secretary, 
is the only old officer scheduled for re- 
election. 


Firemen Urge Legislation 


The Amalgamated Association of Ohio 
Firemen, in session at Springfield, went 
on record favoring a state firemen’s pen- 
sion law, laws against combustible roof- 
ing, and laws encouraging the installation 
of automatic sprinkler and alarm systems 
in large buildings. A uniform system of 
handling control valves was also urged. 
The resolutions report was presented by 
Chairman Paul Mason of Cincinnati. Capt. 
Conway of Cincinnati, gave an address 
on “Why the insurance companies do not 
furnish tarpaulins to the fire departments. 


Review Conservation Work 


A big meeting of the general committee 
having in charge the conservation and 
inspection work in Ohio was held at Hotel 
Deshier, Columbus, Tuesday, July 3. The 
field men were present and the work done 
since June 1 was thoroughly canvassed. 
Mr. Just, of the Millers’ National, spoke 
on mill inspection and Mr. Garner, of the 
Ohio Grain Dealers’ Mutual, on elevators. 
The inspection work is being done in a 
thorough manner. 


Deputy State Fire Marshal 


J. P. Hershberger, of Lancaster, O., who 
was assistant clerk of the house of repre- 
sentatives during the last session, has 
been appointed first deputy by State Fire 
Marshal Fleming of Ohio 


New Rule in Effect 


The new term rule went into effect in 
Ohio this week, a three-year policy now 
being written at 2% rates and a five-year 
policy at four rates. Frame mercantile 
risks may now be written for a term. 
The annual .rates on a number of term 
classes have been reduced. 


Ohio Agency Appointments 


Prov. Wash.—C. Fairall, Fremont; I. L. 
Brough, Fremont; G. Sneider, Fremont. 
M. S. Kos, Toledo. 

U._S. Fire—C. C. Benner, Akron; 
W. B. Felter Co., Akron; 

Akron; W. 





The 
H. T. Schlegel, 
B. Felter, Akron; J. J. Smith, 








F. C. VAN DUSEN, President 


be protected in season and out. 





A STINSON, Vice-President 


Inneapolis marine Insurance Company 


MINNEAPOLIS, MINNESOTA 


The field men of this company are instructed to assist its local agents in every possible way. The 
company desires to be of real service to its agency forces. 


This company has nothing to hide, and maintains a policy of business administration that is open and above-board. 


It recognizes their rights, and they will 


W. C. LEACH, Secretary 











“OHIO’'S OWN FIRE COMPANY” 


SERVICE—“ BEST IN OHIO” 











American 


CASH CAPITAL, $350,000.00 


Economic Management 





JOHN W. ZUBER 


President 


THE 


National Fire Insurance Co. 


COLUMBUS, OHIO 


AGENTS WANTED WHERE NOT REPRESENTED 
Broad and Conservative Underwriting 


WILLIAM LEITH 


Underwriting Manager 


JOHN A. DODD 
Secretary 











Springfield; W. R. Bush, saa .. 
R. Dodsworth, Springfield; W. E. Mas- | 
ters, Ashtabula; V. Tague, New Lexing- | 
ton; C. F. Mosure, Athens. 
Sea, Eng.—G. B. Lownsburg, Toledo. 
Springfield, F. & M.—S. S. Dean, Mingo 
Junction. 


Stuyvesant, N. Y.—C. J. Kallerten, 
Mansfield. 
Scot. U. & Nat’l—G. A. Little, Marion; 


W. Primanesi, Celina. 

Teutonia, Pa.—H. L. Slagel, Canton. 

Hamburg-Bremen—S. Baumoel, Cleveland; A. 
H. Bausman, Greenville; M. E. Blackburn & 
Co., Bridgeport; J. D. Cristfi, Middletown; Mil- 
ler & Bachman, Bowling Green; E. V. O’Dwyer, 
Toledo. 

Hanover, N. Y.—Berkebile & Hamp, Swanton; 
Cutter Ins. Agency, Marietta; H. R. Markel, 
Cincinnati; The March & McLennan Co. of 
Ohio, Cincinnati; E. A. Shirey, Deshler. 

London & Lancashire—W. E. Evans, Chilli- 
cothe; R. E. Furbay, Canton; R. A. Girstle, 
Youngstown; R. T. Hartley, Sr., Cincinnati; S. 


Kolinsky, Cleveland; H. R. Markel, Cincinnati; 
The March & McLennan Co. of Ohio, Cin- 
cinnati; L. Quilligan, - Canton; W. Thomas, 


Canton; F. C. ‘Williams, Scottsville; A. 
Bammerlin, Cincinnati; The Barnitz Ins. Co., 
Middleton; Annie L. Barnitz, 
G. Bradley, Chagrin Falls; W. Burgran, Cin- 
cinnati; The Citizens Ins. Agency, Logan; W. 
L. Cosgrove, Canton; W. E. Evans Ins. Agency, 
Chillicothe. 

ge Assurance—A. C. Heacock, Alliance; 


Fishbaugh, Findlay; D. Goldzwig, Dayton; 
rr &. Huggins, Cleveland; Henrietta M. Jones, 
Newark; Kargold, Ins. gency, Dayton; S. 


Karpf, Dayton; Florence M. Krause, Massillon; 
om McConnell-Riedinger-Heacock Co., Alliance; 
McConnell, lees: J. Mallier, Cleve- 


Middleton; L. | 


iad J. Fe Phipps, Cleveland; I. E. Riedinger, | 
Alliance; Miss Talcott, Cleveland; H. 
Thomas, Youngstown; J. H. Trainer, Steuben: | 
ville. 

Millers National, Chicago—A. H. Bramson, | 
Cleveland; Nally, Cleveland; M. J. Schler- 
itzauer, Steubenville; ro B. Adams, East Liver- | 
pool; J. Binehomer, Wellington; J. W. Just, | 
Columbus. 

Albany—Adams Ins. Agency, N. W. 


Adams, F. W. Adams, Warren. 
Agricultural—H. P. Davidson, 
Robinson, Cleveland. 


ue 


Ohio Notes 


Albert W. Lapp, formerly treasurer of 
the K. F. Benndorf Insurance Agency, at 
Cincinnati, has resigned from that agency 
and joined Carey & Zimmerman. 


Fifty insurance and real estate men of 
Springfield, O., enjoyed an outing at Silver 
Lake, near New Carlisle. Fishing, swim- 
ming and impromptu athletic contests 
were staged, and dinner was served at 6. 








ORGANIZED 1905 





Ohio Retail Grocers Mutual Fire Insurance Co. 
SPRINGFIELD, OHIO 


W. H. COOK, Secretary and General Manager 
BUSINESS CONFINED TO OHIO 








| 714 Hippodrome Bldg. 


GERMAN FIRE 


‘INSURANCE COMPANY 


OF WHEELING, W. VA. 
Organized in 1867 


| Cash Capital $200,000 Net Surplus $159,096.82 


WM. F. STIFEL, President 
F. RIESTER, Secretary 
OSCAR E. STRAUCH, Asst. Secy. 


E. A. KEELER 
Cieveland, Ohio 


Special Agent for Ohio, Indiana and Penna. 


INCORPORATED 1849 


WESTERN 


Insurance Company 
of Pittsburgh 





FIRE AND TORNADO 


Cincinnati Underwriters 
121 East 3rd St., CINCINNATI, O. 


Eureka F. & M. Ins. Co. 


Security Ins. Co. 
Organized 1864 


Organized 1881 





COMBINED STATEMENT 


Capital - - - - $250,000.00 
Assets - - - 895,201.24 
Surplus to Policy Holders - 606,086.66 





F. A. ROTHIER, Prest. ADAM BENUS, Secy. 
F.C. BARTON, Asst.Secy. R.B. HEATON, State Agt. 








GERMANIA 


| FIRE INSURANCE COMPANY 


| 
| NEW YORK 


| ORGANIZED 1859 
Statement, January 1, 1917 





| Cash Capital, - - - $1,000,000 00 
DEC. 31, 1916 | Assets, - - - ret = 
|Capital - - - - - - -$300,000.00 Net one ll . 2 2 3,381,218 62 
Surplus to Policy Holders - 415,498.55 | Surplus for Policy Holders, = 4,881,218 68 
| Assets - - = = - - = 728,234.87 | HEAD OFFICE 
Losses Paid to’'date - - - 6,464,905.01 


Cor. William and Cedar Streets 





Incorporated 1833 


British America Assurance Co. 


HEAD OFFICE - 


TORONTO, CANADA 


(FIRE AND INLAND MARINE INSURANCE) 


United States Branch, Ist January, 1917 


Deere EL CEE: S6RCERUCEILCS evoke ecocicwan secede ets 
Liabilities........ BVade eco ceaegumetectene ehaws epsicseey 
Rs sib sia ou anneere eas tunnneueiessaeuns 


sUdeseswedceseDevduacbecseces st eeeeeee eee G1,936,279.77 
sovdecs sereeeecceeteceecess Ayl12,315.18 


Sv ecene tees Vensetenbeassagte $ 823,964.59 






Total losses paid in United States from 1874 to 1916, inclusive, $24,669,753.43 


W.R. BROCK, President 


W.B. MEIKLE, Vice-President and General Manager 





The Best Field in the Insurance Business 
Today is Live Stock Insurance 


We want good men who work among farmers and stockmen to communicate with us 


Territory in Ohio, Indiana, Illinois, Michigan and Minnesota 
THE KASKASKIA LIVE STOCK | INSURANCE COMPANY 


INCORPO 
Home Office: - - 


- Shelbyville, Illinois 
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CENTRAL WESTERN STATES 


NEW OFFICERS ARE ELECTED 











Raymond Waldron Made President of 
Illinois State Board and Fred 
Hess of Field Club 





At the annual meeting of the Illinois 
State Board at Decatur, IIl., last week, 
Raymond Waldron of the Rochester- 
German Underwriters was elected presi- 
dent, being promoted from vice-presi- 
dent. Mr. Waldron is one of the active 
and able field men of the west, who has 
always taken high rank and been inter- 
ested in organized work. C. G. Wonn 
of the Northern of London was chosen 
vice-president, and thus is in line for 
the presidency. Miss Edwards was re- 
elected secretary. New members of the 
executive committee are H. G. Casper, 
German American; A. S. Jacobs, Queen; 
Henry A. Yates, Hartford; Frank G. 
Cargill of the Commonwealth. 

red D. Hess of the American was 
elected president of the Illinois Field 
Ciub. Milo B. Marik of the Concordia 
and A. R. Marks of the United States 
were chosen vice-presidents. C. W. 
Davis of the Ohio Farmers was elected 
secretary and treasurer. The executive 
committee members are George A. 
Brown of the A. D. Baker & Co. Gen- 
eral Agency; R. T. Gravenstine, State 
of Pennsylvania; R. E. Schramm, Na- 
tional-Ben Franklin; W. M. Frink of the 
Firemen’s. 

R. C. Hosmer retired as president of 
the state board and George A. Brown 
of the field club. Both have made most 
efficient officers. 

The meeting of the Illinois State Board 
was considerably enlivened by_ opposing 
candidates put up against the administra- 
tion ticket. There was considerable elec- 
tioneering going on, but it was finally de- 
cided to pull off the’ a candidate. 
C. G. Wonn, however, was elected as vice- 


president, but the two members put up 
for executive committee were defeated. 








Want Agents in Line 


At both the Illinois State Board meeting 
and the meeting of the Illinois Field Club, 
considerable complaint was made of the 
fact that many agents in several Illinois 
cities and towns are not sending their re- 
ports to the stamping secretaries. This 
has caused some trouble in the western 
departments and the practice seems to be 
growing in some localities. An effort will 
be made to have those agents not now 
making use of the stamping secretaries 
report their business in the regular way. 





Twice in the Same Place 
On June 23, 1916, lightning hit the tower 
of Calvary church, Milwaukee, and caused 
a considerable lightning loss. Just one 
year later, on June 23 last, it hit exactly 
the same spot, causing a smaller loss. 


TEUTONIA 


Fire Insurance Co. 
of Dayton, Ohio 


INCORPORATED 1865 





Cah Assis. 2... 2. $1,001,990.00 
Net Sarl oe capa nd al ais, 687,535.00 | 
J. LINXWEILER, JR., Pres. WM. F. KRAMER, Sec. 


EDWARD J. WEISS, Special Agent 


The Wabash Fire 


Insurance Company 


commenced business Jan. !, 1916, 
and closes the year with one hun- 
dred agents in Indiana. We want 
one hundred more good agents in 
Indiana. Help us asmuch as 
' leof Indiana s$7,000,000 = 


insurance premiums at 




















WISCONSIN FIGURES GIVEN 





While Premiums Increased $218,074 
Last Year the Losses Advanced 
$916,385 in State 





Madison, Wis., July 2—The insurance 
department’s report shows that the pre- 
miums of stock companies increased in 
the state last year $218,074 while the net 
losses increased $916,385. The com- 
parison of the two years is as follows: 

1916 Business 





Net Net 
Classification Prems Losses 
Wisconsin stock ..... $ 509,345 $ 181,152 
Stock other states.... 5,574,429 2,534,224 
Foreign fire ......... 1,647,39 741,750 
Foreign marine ...... 45,943 3, 
WOU. diciwghsiwar $7,777,115 $3,466,009 
1915 Business 
Net Net 
Classification Prems Losses 
Wisconsin stock ..... $ 607,412 $ 145,659 
Stock other states.... 5,536,426 1,822,773 
Foreign fire ......... 1,577,004 575,660 
Foreign marine ...... 39,197 5,524 





Total ii. cc ecececie $7,459,040 $2,549,618 


TURNER IS ON THE WAR PATH 








President of Detroit National Says 
Recent Attempt to Gobble Up 
Company Was Crude Job 





Paul Turner, president of the Detroit 
National Fire, says that the letter sent 
out by Seagraves & Co., 
Detroit, to stockholders of the Detroit 
National Fire offering to consolidate 
with the Interstate Fire of Detroit is 
having no effect, as the officers and 
directors of the Detroit National were 
not taken into consideration. He 
characterizes the proposed transaction 
as a very crude and bungling job. He 
states that the Detroit National does 
not desire to consolidate with any 
other company, as it is going along ina 
very satisfactory way. President 
Turner says that he does not blame the 
brokers, as they thought they would 
have comparatively smooth sailing. In 
conclusion Mr. Turner says: 

“The funeral has been postponed and 
the mourners will get no free hack 
ride. When the Detroit National gets 
ready to be swallowed it will try and 
have something to say about who is to 
do the swallowing.” 


INDIANA LOSSES 





DECREASE 





Marshal Reports Number of Fires Con- 
siderably Less in April—Few 
Individual Damages 





Indianapolis, Ind., July .3—A report 
issued by the fire marshal states that 
the fire loss of the state for April 
amounted to $328,019—a decrease of 
almost one million dollars from the loss 
in March. This remarkable decrease 
can be attributed largely to the fact 
that there were practically no very 
large individual losses during the 
month, whereas in March there were 
six losses of over $50,000 each, totaling 
$642,000. 

There were two elevator fires during 


| April, and only one school house fire; 
| as compared with 9 for March; 79 barns 


were burned during the month. 

Lightning caused the destructién of 
14 buildings, entailing a loss of $19,235. 
Of the buildings destroyed, 13 were 
barns, and one dwelling, none of which 
were equipped with lightning rods. 

Incendiaries became very active dur- 
ing April, as shown by the 16 fires re- 
ported from this cause, compared with 
8 in March. The loss from these 16 
fires amounted to $19,075. 

The menace of the shingle roof con- 
tinues to make its presence felt, with a 
loss of $49,383 for April, as against a 
loss of $52,521 charged to the wood on 
shingle in March. 





Loss on Public Buildings 


The report of State Fire Marshal Win- 
ship, of. Michigan, for the six months 
shows that ninety-five buildings used for 
public purposes were burned or partially 
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MELVIN BARCLAY 
Managing Underwriter 


H. M. BARFIELD 
President 


H. S. BASSETT 
Secretary 


Buckeye National Fire 


Insurance Co. 
Capital $100,000 (+) Net Surplus $46,135.00 


pie Business Through Ohio ts Conservative Underwritin: 
ONOMIC MANAGEMENT ©" MAKING SPLENDID PR 











OHIO AGENTS WANTED! 











F.R. Ormsby, Pres. G.F. Hutchings, Secy. Joseph Winum, Treas. & Asst. Secy. 


Industrial Fire Insurance Co. 
AKRON, OHIO 


Capital $300,000 Surplus to Policyholders $408,562 


An Ohio Company writing business through Ohio Agents. 
Farm Department. Why not represent an Ohio company? 


AGENTS WANTED 














Richland Mutual Insurance Company 
MANSFIELD, OHIO. 
Incorporated 1850 
TOTAL ASSETS, - - - - - - $2,486,445.48 
A. C. CUMMINS, President BUSINESS CONFINED TO OHIO R. SMITH, Secretary 


The Central Manufacturers’ Mutual Insurance Company 


VAN WERT, OHIO ORGANIZED 1876 
Cash Assets, over $900,000 : Net Cash Surplus, over $500,000 
H. V. OLNEY, President Cc. A. L. PURMORT, Secretary 


THE MERCHANTS’ AND MANUFACTURERS’ MUTUAL 
nee INSURANCE COMPANY 


Insurance in force over $4,000,000 Net cash surplus over $60,000 
Writing a general classification Auto fire floater department 
Annual dividends to policyholders 

G. W. DeYARMON, Secretary 


MINSTER MUTUAL FIRE 


INSURANCE CO. Inc. 1849 MINSTER, OHIO 


J. B. RATERMAN, President JOS. E. SCHMIEDER, Secretary 
VERNON B. ARNOLD, Special Agent, Lima, Ohio 




















Mansfield, Ohio 


S N. FORD, President 























E, J. Forney, Pres. J. M. Cook, Sec’ye 
. Incorporated, 1873 
Dayton Mutual Fire THE 
Insurance Co., "onic Mansficid Mutual 
B. C. COLEMAN, Secy. re personnes ew 
Conservative and Careful PIM EA 3 
Management Insurance - $6,519,788 
AGENTS WANTED Total Assets 385,313 
Address Home Office. Sag st 
|An Agency Company 











KEYSTONE UNDERWRITERS 


DEPARTMENT OF 


The German Fire Insurance Co. The German American Insurance Co. 
The Western Insurance Co. The Union Insurance Co. 
All of Pittsburgh, Pa 
Combined Capital - - $900,000 Combined Net Surplus - - - $738,076 


Combined Assets - - 3,042,656 Combined Surplus to Policyholders 1,633,076 


HENRY WACHTER, Manager - 218 Fourth Ave., PITTSBURGH, PA. 


E. oa (Reliable Agents Wanted in FISH & SCHULKAMP 
‘ 4928 LaFayette Ave. Pennsylvania, Ohio, Illinois General Agents for Wisconsin 
Norwood, Cincinnati, Ohio ee Madison - Wisconsin 
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destroyed with a property loss of $823,781, 
as. follows: Thirty-four hotels, 26 
schools, 15 churches, 11 theaters, 10 pub- 
lic halls, 1 hospital and 4 infirmaries. 


PLAN FOR WORK IN ILLINOIS 
Conservation Association Has Mapped 


Out the Districts and Inspec- 
tion Will Be Under Way 





At the meeting of the Illinois Con- 
servation Association Committee at 
Decatur definite plans were made for 
inspecting food repositories in Illinois. 
The state was divided into eighteen 
districts, each one embracing from four 
to eight counties and in charge of one 
man with three or four assistants. The 
inspection of the mills and elevators 
will be under the supervision of George 
A. McKinney of the Millers Mutual of 
Alton, who will have five inspectors on 
this work alone. The classes to be in- 
spected by the field men follow: Grain 
warehouses, seed warehouses, provision 
warehouses, cold storage houses, docks 
and railroad terminals, wholesale gro- 
cers, coal docks, ore docks, cereal mills, 
packing houses, canning factories, fish- 
eries, creameries, cheese factories and 
cheese warehouses. 

As soon as proper blanks can be pro- 
vided the conservation inspection work 
will go forward. The committee had 
a meeting in Chicago Tuesday in charge 
of Chairman R. C. Hosmer. 





Refuses Fee to Receiver 


Judge Burton of the circuit court at 
Springfield, Ill., has refused. to allow $1,580 
paid to J. C. Lyons in payment of his 
services as receiver of the Assureds Na- 
tional Mutual. * 

After the receiver was named the court 
restored the company, saying that the 
receiver had been improperly appointed 
and the business of the company had been 
ruined because of the receivership. Attor- 
ney. Frank Wiley of Decatur, who repre- 
sented President P. B. Sullivan, held that 
while Mr. Lyons was really appointed 
receiver he was in fact nothing more than 
a custodian. Judge Burton said that he 
could not see any reason for making the 
company pay for the receiver services. 
It is likely that an appeal will be taken 
by the receiver. 


Michigan Department Expense 
The total expenses of the Michigan in- 
surance department last year amounted to 
less than 3% percent of its total receipts. 


Michigan Notes 


A new engine has been purchased as 
auxiliary power for the waterworks ai 
Portland, Mich. 

A new reservoir has been completed and 
two air compressors and other machinery 
is being installed to increase the water 
supply at Pontiac, Mich. 

Fire Marshal Boughner, of Grand 
Rapids, urges adoption of regulations as 
to the storage of furniture crates during 
the semi-annual expositions held in that 
city. 

E. K. H. Hollister, for three years with 
the Michigan Inspection Bureau, has re- 
signed, and is now associated with C. W. 
Areson, state agent in Michigan for the 
Lumbermen’s Mutual of Mansfield, Ohio. 


Joseph W. O’Brien, of Grand Haven, 
Mich., has been appointed a member of 
the new state budget commission by Gov. 
Sleeper. This body of five men will in- 
vestigate the budget systems of other 
states and will make a report to the next 
Michigan legislature. 





Indiana Notes 
Habermel & Jones have been incorpor- 
ated at Corydon, Ind., to do an insurance 
business. The incorporators are William 
Habermel, Thomas S. Jones and Kathyrn 
A. Habermel. 
H. H. Friedley, Indiana fire marshal, 


IN MISSOURI VALLEY FIELD 


NEBRASKA IS NOW ORGANIZED 








W. C. Lyle of the St. Paul Has Been 
Made Chairman of the Con- 
servation Association 


The western conservation committee 
of the National Board organized the 
Conservation Association of Nebraska 
at Lincoln last week. Talks were made 
by the lieutenant-governor, state’ fire 
marshal, commissioner and representa- 
tives of the state council of defense. 
W. C. Lyle of the St. Paul was elected 
chairman of the Nebraska association. 
The other members of the committee 
are E. S. Freeman, Agricultural; 
Charles R. McCotter, Grain Dealers 
National Mutual; J. J. Zimmer, Ne- 
braska_ National; W. S. Harding, 
Springfield; C. U. Hendrickson, Han- 
over; C. G. Robertson, London & Lan- 
cashire, and W. H. Ahmanson, Columbia 
Fire Underwriters. 





Becomes Claim Adjuster 


E. E. Brookens, formerly assistant su- 
preme court reporter for Kansas, has be- 
come claim adjuster for the Kansas 
department. His job is to work out an 
adjustment of disputed claims and effec 
a settlement without throwing the mat- 
ter into the courts. The position was 
created by the state as a part of the 
service the department should render the 
public. 


Fix Schedule for Institutes 


The August schedule of the Kansas Fire 
Prevention Institutes has been announced. 
There will be no institutes during July. 
Many requests are coming to the state 
fire prevention association and the fire 
marshal for return dates of the moving 
picture reels, slides and the lecturers. 
The schedule for August takes the show 








has condemned four buildings at Shelby- 
ville, Ind., belonging to the Masonic lodge 
and two owned by William H. DePrez and 
Mrs. Samuel P. Stroup. 


E. A. Loop, of Warsaw, Ind., recently 
elected president of the Indiana State Fire 
Prevention Association, is mapping out an 
active campaign covering inspections of 
bakeries, groceries, packing houses, store- 
houses and other food producing or food 
handling establishments, with a view to 
oe destruction of foodstuffs by 

re. 

Indianapolis police have obtained a con- 
fession from Eugene Webster Henry, col- 
ered, which makes clear the cause of 
about twenty shed fires in the western and 
northwestern part of the city recently. % 
Henry says that whenever he:is drinking 
he wants excitement and fires seem to 
furnish him with the required stimula- 
tion. The record shows about 150 incen- 
diary fires in the city the last year. 


Illinois Notes 


Watts Rosborough of Peoria, special 
agent of the Aetna, is temporarily travel- 
ing out of Chicago and may make that 
city his headquarters. 

James D. Veach of Bloomington, IIL, 
has been appointed agent of the Liver- 
pool & London & Globe of New York, 
which is just entering the city. 

Everett S. Arens, son of George A. 
Arens, Illinois special agent of the North 
America, has enlisted in the First Illinois 
Engineers. 

A. F. Gable & Sons have purchased the 
agency of George BE. Allen at Peoria, IIL, 
adding the Concordia, New Jersey and 
Pittsburgh Fire to their office by the deal. 


It is stated that insurance amounting to 
$179,550 has been paid at Charleston, III., 
under tornado policies. The property dam- 
age is estimated at $750,000. Since the 
recent storm agents in that city have 
written nearly $2,000,000 tornado insur- 
ance. 





to the county teachers’ institutes, as fol- 
lows: Aug. 9, Syracuse; Aug. 10, Marion; 
Aug. 13, Howard; Aug. 23, Topeka; Aug: 
24, Manhattan; Aug. 27, Cimarron; Aug. 
28, Kirisley; Aug. 30, Ness City. A fire 
prevention picture show is being put on 
before the county teachers’ institutes of 
Kansas this year. The show is sent out 
by State Fire Marshal L. T. Hussey. 


OPENS OFFICE AT WICHITA 


Topeka Fire Prevention Expert to Start 
Bureau to Take Care of 
Ratings 


The Kansas Inspection and Fire Pre- 
vention office of Topeka, Kan., will 
open a branch office at Wichita, Kan. 
This office is under the supervision of 
the state, and is in charge of George 
T. Fisher. The purpose of this office 
is to give quick and prompt service in 
matters pertaining to fire insurance 
rates and to make inspections and in- 
vestigations, and suggest improve- 
ments. 


‘ 





Iowa Work Under Way 


The executive committee in charge of 
the conservation work in Iowa is getting 
the state well organized. Names of eighty 
Iowa field men have been submitted to 
State Fire Marshal Ole O. Roe. He will 
name each man as a deputy fire marshal 
and give him credentials which will enable 
him to inspect all food storage places in 
Iowa that are large enough to be worth 
inspecting. The state has been divided 
into inspection districts along the lines of 
the eleven congressional districts. The 
field men have been assigned in such way 
that each will be responsible for certain 
counties in each district. 


Thompson Stirs Up Enthusiasm 


W. P. Thompson, special representative 
for the Travelers, conducted an enthusi- 
astic and successful agency meeting at 
Kansas City last week, which was at- 
tended by all of the Travelers field force. 
The Travelers also held a dinner at the 
City Club during Mr. Thompson's visit. 


Iowa Notes 


At Exira, Iowa, an election resulted in 
favor of issuing $5,000 waterworks bonds. 


William C. Kirchheck, Delaware, Iowa, 
special agent of the American, has moved 
his headquarters to Cedar Rapids. 

Leslie V. Sommers, inspector for the 
Iowa Rating Bureau of Des Moines, was. 
married last week to Miss Ruth Hutchin- 
son. ; 


An election at Mitchell, Neb., resulted 
in favor of issuing $12,000 water exten- 
sion bonds. 


The St. Louis Globe Democrat has taken 
a use and occupancy policy for $2,000,000, 
which covers its contract for paper with 
the International Paper Compary. 





“A ten cent cigar and a ten cent movie 
admission cost a year’s interest on four 
dollars. 








Local Agents 


Getin on the Tornado Insurance Bus- 


iness Resulting from the Recent 
“Storms in Ohio, Indiana and Other States. 


Use our Copyrighted Circulars and Folders 
for enclosures. Write Tornado Policies on 
your Fire Risks. We will furnish carefully 
prepared advertising literature with your 
imprint thereon at low cost. 

Write for samples and prices 


NATIONAL UNDERWRITER 
Rough Notes Supplies 
222 Ohio St., Indianapolis, Ind. 





WHY 


IS AN AGENT OF THE OHIO 
FARMERS ALWAYS GLAD HE 
IS AN AGENT OF THE OHIO 


FARMERS 


EVERY VETERAN AGENT 
KNOWS. EVERY NEW AGENT 
QUICKLY LEARNS. 


THE OHIO FARMERS 





OHIO FARMERS 
INSURANCE COMPANY 
LEROY, OHIO 


F. H. HAWLEY, President 
W. E. HAINES, Secretary 


Western Department, Insurance Exchange 
CHICAGO 


CHARLES L. HECOX, Manager 
GUY A. RICHARDS, Asst. Mgr. 





























STRICTLY FIREPROOF 


NEW HOTEL * 


BREVOORT 


Chicago, Illinois 
On Madison St., near LaSalle 





One minute from the 
Insurance District 


The Patrenage of Ine 
surance Men is 








Solicited 
Laurence R, Adams, Sec’y and Mgr, 
1898 Nineteen Years of Service 1917 


Security Mutual 


Fire Insurance Company 
Chatfield, Minnesota 


An unsurpassed record for prompt 
adjustments and satisfactory pay- 
ments of all honest losses. 


Admitted in the States of Minne- 
sota, North Dakota, and South Da- 
kota and accepts business en_good 
risks direct in any Statein the Union. 


F. L. TESCA CHAS. L. THURBER 
President Secretary 








EST. 1880 







0 





“A Staunch and Reliable American Company” 


CASH CAPITAL, $400,000.00 
Assets, $1,590,675.40 Surplus to Policyholders, $815,375.19 Losses Paid, over $8,000,000.00 
WM. T. BENALLACK, General Agent, Home Office Department, DETROIT, MICH. 


D. M. FERRY, JR., President 
E. J. BOOTH, Vice-President 
F. A. SCHULTE 
Treasurer 
» H. E. EVERETT 
Secretary 
E. P. WEBB 
@. Asst. Secretary 


ser 
“37 Years of Honorable Indemnity” 








A Full Kit of Tools 


Fire Explosion 
Automobile Rent 





Marine 





CHRIS. SCHROEDER & SON CO. 
86 Michigan Street, Milwaukee 


Globe & Rutgers Fire Insurance Co. 


Michigan and Wisconsin 


Profits Tornado 


Service Near at Hand 





Use and Occupancy 
Sprinkler Leakage Floaters 
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SOUTHWESTERN STATES 








SHINGLE ROOFS ARE NOW HIT 


Commissioner 


Texas Puts Extra 
Charge on Fire Traps—Effective 
July 15 


Recognizing that the immense con- 
flagration losses are due largely to the 
combustible shingle roof, the Texas 
Commission has raised the charge on 
that class of roofing, effective July 15, 
as a result of the efforts of A. R. An- 
drews, member of the 
handling rate matters. 

The present charge of 15 cents in 
Texas for shingle roofs, as applied to 
dwellings, apartment houses, flats, 
churches, schools, colleges, convents 
and public libraries, is raised to 25 
cents. ‘This makes the total charge for 
shingle roof on the classes referred to 
25 cents and is the same which has 
previously been in effect for this de- 
ficiency on all other classes of risks. 


commission 


New Texas Rates 


The Texas Insurance Commission has 
published some amendments to the cot- 
ton gin schedules, designed principally to 
change the present practice of writing 
floater policies on cotton gin products at 
cotton gins so as to limit the cover to 
one plant only Another amendment by 
the Texas Commission prescribes a 
schedule rating of maize in the head, in- 
cluding kafir corn and feterita in stacks or 
bins in open yards or fields, and located 
in both cities and towns and in the coun- 
try. The rates on this class, produced 
under standard conditions of storage, will 
be $2 in unprotected cities and towns and 
$2.50 in the country, the differential be- 
ing a charge of 50 cents for risk located 
in the country. 


18 Cent Key Rate Possible 


In the event San Antonio, Texas, car- 
ries out the present plan of making addi- 
tions to its fire department in the way of 
motor driven apparatus and the adoption 
of the building code of the Texas fire 
insurance commission, it will have its in- 
surance key rate reduced from the present 
figure of 17 cents to 13 cents, which will 
be the lowest key rate enjoyed by any 
city in the state. El Paso has a key rate 
of 15 cents and Dallas 16 cents. 





Field Men Appointed 


W. R. Howard has been appointed spe- 
cial agent of the North British, Pennsyl- 
vania and Commonwealth in Virginia and 
North Carolina. W. W. Graves will repre- 
sent the companies in Alabama and will 
also have the Pennsylvania in Florida. 





Oklahoma Department Moves 


The Oklahoma department has_ been 
moved from the Mercantile building at 
Oklahoma City, where it has had offices 
since the capital was moved from Guthrie 
to Oklahoma City, to the new state capitol 
and has a suite on the fourth floor. 


Hotel Dyckman 


eal MINN. 
THE COMPLETE HOTEL 
Each of its 300 rooms is ou:side and has bath 








Appointments 
combine dig- 
with a fa- 
miliar home- 
likeness rarely 
found in 
Metropolitan 
hotels. Two 
splendid cafes 
for ladies and 
tlemen, al- 


tea Club Grill 





Exclusively European Plan—$1.50 and upward 
Under the exclusive management of 











H. J. TREMAIN . 

















modern methods. 


All forms of Live Stock 


Insurance 





FARMERS & BREEDERS LIVE STOCK INSURANCE COMPANY 
Incorporated under Illinois Insurance Laws—Authorized Capital and Surplus, $200,000.00 
NOW READY TO MAKE AGENCY CONTRACTS 
Blanket Policy — Death From Any Cause 


Owned and operated by Breeders and Insurance Men. 
The Farmers’ Own Company. 


Home Office 
DANVILLE, ILLINOIS 


date organization with 
Insurance that is easy to sell 


An up to 


Joseph W. Meitzler 
Secretary-Treasu re 








trial plan. 











KENTUCKY AND THE SOUTH |; 


WEEKLY PREMIUM INSURANCE 


Lincoln Fire of Nashville Licensed— 
Will Write Fire Policies on Indus- 
trial Life Plan 


The Lincoln Fire, with head offices 
at 155 Eighth avenue, North, Nashville, 
Tenn., and which has been in process 
of organization for about four years, 
has been licensed to do business in 
Tennessee by the state insurance de- 
partment. The authorized capital of 
$100,000 has been subscribed, together 
with $47,500 surplus. The capital and 
surplus paid in are $36,750 and $15,500, 
respectively. Most of the stock has 
been sold on the installment plan. The 
company has deposited securities to the 
value of $50,000 with the state of Ten- 
nessee. 

While the Lincoln Fire will also do 
an ordinary fire business, it will spe- 
cialize on industrial fire insurance, be- 
ing the only fire company in the 
United States. operating on the indus- 
It is understood that the 
company will write insurance on house- 
hold goods at the uniform rate of 10 
cents per week per $100 of insurance, 
regardless of the rate on the structure 
in which the furniture is, or whether 
the structure is insured or not. 

The officers are: B. B. Coffey, presi- 
dent: H. S. Dortch, first vice-president; 
C. W. Brown, second vice-president; 
T. G. Langham, secretary; M. S. Ross, 
treasurer and general counsel. 





Executive Committee Named 


James E. Chittenden, Philadelphia Un- 
a gag and A. I. Macpherson, St. Paul 

& M., have been named by David Cald- 
iam, president of the Conservation Asso- 
ciation of Kentucky, as the committee of 
the executive committee to make assign- 
ments of inspectors of the properties in 
Louisville and throughout the state that 
are to be inspected. Vice-President C. H. 
Gorham, Firemen’s, is making out the list 
of the properties that are to undergo in- 
spection. The inspectors will get their 
instructions at the meeting of the asso- 
ciation which is to be held in Louisville 
on July 10. Altogether ninety-one insur- 
ance men of the state have received their 
commissions as volunteer inspectors from 
the state fire marshal. 


Actuarial Bureau Announces Changes 


G. H. Parker, manager of the Kentucky 
Actuarial Bureau at Louisville, has an- 
nounced the following changes: R. B. 
Apperson, manager of the branch office at 
Lexington, has resigned, being succeeded 
by Carl Sachs, manager of the branch of 
the bureau at Ashland, Mr. Sachs, in turn, 
being succeeded by A R. Thompson, in- 
spector at the Lexington office. Mr. Ap- 
person has purchased an interest in the 
insurance agency of Sweeney Bros. & Co. 
of Owensboro, Ky. 





Lexington Makes Second Class 


If recommendations made by the Ken- 
tucky Actuarial Bureau are carried into 
effect Lexington, Ky., will become a sec- 
ond class city in the mercantile as well 
as in the residential district. R. EB. Knox, 
of Louisville, representing the Bureau, 
read a communication containing the rec- 
ommendations before the city commission, 





which will consider them in detail. It is 
estimated that the improvements will call 
for an outlay of $20,000 for changes in the 
fire fighting equipment and it is predicted 
that the commission will act favorably on 
the proposition. For several years Lex- 
ington has enjoyed a second class rating 
on dwellings and third class rating on 


mercantile risks. 


Fire Heads to Confer 


Members of the Kentucky Board, repre- 
sentatives of the subscribers’ committee 
and managers from Chicago, together with 
Kentucky Actuarial Bureau officials, will 
confer at Frankfort, Ky., July 5. They 
will consider the differences between the 
companies and their representatives and 
the rating board as to the raising of cer- 
tain rates; vacancy or unoccupancy 
charges, and other matters. previously 
noted as points of difference between the 
two branches of fire insurance in Ken- 
tucky. 


Tennessee Directory 


The Insurance Field of Louisville has 
issued the 1917-18 Tennessee insurance di- 
rectory, it being a very complete and val- 
uable book of insurance information of 
that state. 





Tennessee Notes 


Lewisburg, Tenn., 
service a motor truck. 


Shelbyville, Tenn., has bought a motor 
fire truck and has made other improve- 
ments which bring Shelbyville down to 
class 4 instead of class 4%. 


R. H. Harvey, assistant manager of the 
Tennessee Inspection Bureau at Nashville, 
is in Chicago doing some special work 
in the Central Actuarial Bureau. 

Special Agent Bailie C. Gross, of the 
Standard Fire of Hartford, has placed the 
agency for that company at Chattanooga, 
Tenn., with B. H. Barr, who has offices 
in the James building. Geo. J. Hall & Co. 
were the former representatives. 


has just placed in 


Paducah, Ky., has let a contract for 
motorization of the aerial ladder wagon, 
which, with other improvements and re- 
adjustments of the apparatus, will call 
for nothing more than placing the fire 
department under civil service to get the 
2% class rating. 





INSURANCE 


Lee ESS 








CANCELLATIONS 4 
MEAN TROUBLE 


The burden of proof that notice of 
cancellation has been received rests 
upon the insurer. How can you 
prove it? 


A registered letter simply proves 
that the envelope has been received 
—not that it contained the cancella- 
tion notice. 


Important cases have been lost, on 
this very point. 


We have devised, and now place on 
the market, the one 


Sure-Fire, Puncture-Proof 
Cancellation Notice— 


An_ ingenious arrangement, by 
which the notice itself folds into an 
envelope. 


The envelope, which is the notice 
itself, is sent by registered mail. 
Your duplicate copy, together with 
your receipt, are indisputable evi- 
dence, which will be upheld without 
question by the courts, that the no- 
tice was received. The case is closed 
as soon as you get your receipt. 

Duplicate and triplicate copies, one 
for the company and one for the 


agency record, are made out at one 
operation. 

Don’t wait until you need one— 
keep a few in stock. 


1 copy, 15c; 12 copies, $1; 25 copies, 
$1.80; 50 copies, $3; 100 copies, $5. 
Write for rates in quantities. 


THE NATIONAL UNDERWRITER CO. 


Oincinnati Ohicago New York 


THE ROUGH NOTES CO. 


Indianapolis 
(Assoeiated) 

















DWELLING HOUSE INVENTORIES 
Send 10 Cents for Samples 
THE NATIONAL UNDERWRITER 
1362 Insurance Exchange, Chicago 








in force. 





Will Purchase Life Company 


WANTED—We have a client who has one hundred and | 
fifty thousand dollars ($150,000.00) in actual cash who 
desires to purchase the controlling interest in a Life 
Insurance Company. Assets must be in good condition 
and company have not less than five millions of insurance 
All communications absolutely confidential. 


Address Investor, 19-E, care The National Underwriter. 














CLIFFORD IRELAND, Pres. 


PEORIA, ILL. 


Western Live Stock Insurance Company 


Dr. GAIUS W. HUBBARD, Sec’y & Gen’! Mer. 
Maine, Massachusetts, Connecticut Rhode Island Pennsylvania North Carolina South Carolina Ohio, Indiana, Illinois, Wisconsin, lowa, Kansas, Texas, Missouri, Tenness.¢ 
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MOUNTAIN AND COAST FIELD 


MOUNTAIN FIELD ORGANIZED 








Frank G. White Has Been Made Chair- 
man of the New Conservation 
Association at Denver 


The western conservation committee 
of the National Board was in Denver 
last week organizing the Conservation 
Association of the Mountain Field, con- 
sisting of the field men of Colorado, 
Wyoming and New Mexico. The meet- 
ing was attended by Governor Gunter, 
Insurance Commissioner Fairchild, rep- 
resentatives of the State Council of 
Defense. Frank G. White was chosen 
chairman of the association, the other 
members of the committee being 
Charles F. Cashman, John C. Jamieson, 
W. A. McGrew, C. C. Cobb, John R. 
Gardner, E. I. Crockett and B. M. Mc- 
Donald. 


Chairman W. H. Sage of the western 
conservation committee and James F. 
Joseph, secretary, visited the state capi- 
tol of Wyoming Saturday and New Mexico 
Monday, interviewing the governor of 
each state and the state councils of de- 
anne in the interest of the conservation 
work. 


Restraining Order Denied 


The supreme court of British Columbia 
has denied the petition of the Guardian 
Assurance of London for an order re- 
straining the insurance department from 
issuing a license to the Guardian Fire of 
Salt Lake on the ground of similarity 
between the two names. The court held 
that the name “Guardian” cannot be 
made the exclusive property of any one 
company and there is no showing that 
the Salt Lake company intends to take 
advantage of the similarity. 


Gets the Richmond Fire 


San Francisco, July 3—William W. 
verson, of San Francisco, has been 
pointed Pacific Coast manager of 
Richmond Fire of New York, which 
immediately enter the coast field. 
Alverson agency is one of the leading in- 
dependent fire offices on the Pacific Coast 
and represents the United States Fire and 
allied companies. 


State Not Transferred 


Tt was announced last week that the 
Pennsylvania Fire was arranging to trans- 
fer Colorado from the western depart- 
ment at Chicago to the Pacific Coast de- 
partment at San Francisco. While this 
matter has been under consideration for 
some time, no definite decision has yet 
been reached. Kentucky and Tennessee 
have been transferred from the southern 
department to the Chicago department. 


Montana Specials Meet 


The Montana Special Agents Association 
held its second annual meeting at Great 
Falls last week, with a large attendance, 
particularly in view of the fact that the 
special agents of companies writing hail 
insurance are busy in the field. The meet- 
as concluded with a dinner Tuesday even- 
ng. 


Blue Goose Ponds Meet 


The Washington-Oregon pond of the 
Blue Goose held its semi-annual meeting 
at. Spokane Friday. A joint meeting of 
the Washington-Oregon pond and ponds 
from Vancouver, Calgary and Winnipeg 
was held at Nelson, B. C., Saturday and 
Sunday. 


I. M. Fisher Is Transferred 


I. M. Fisher, Jr., special agent of the 
Commercial Union’ and Palatine in the 
Mountain field, has been transferred to 
Los Angeles, where he will cover south- 


CLASSIFIED 
ADVERTISEMENTS 


Advertisements in this column are at the rate 

of 30 cents per line, "ap baa strictly in ad- 

vance. Approximately seven words per line. 
Minimum Tokens, $1.50. 
































WANTED—EXPERIENCED FIRE AND/ 

or liability insurance man by city insur- 
ance office. Address 51-K, care The Na- 
tional Underwriter. 


YOUNG MAN, 27 YEARS OF AGE, 
married, experienced in all phases of fire 
insurance business, local agency and home 
office, desires position as assistant field 
man or examiner. Good references. Mod- 
erate salary. Address 49-I, care The Na- 
tional Underwriter. 





, Ger. 





ern California and Arizona, succeeding 
Walter H. Young, who resigned July 1. 


Entering California 


The Independence Fire of Philadelphia 
has applied for admission to California, 
with H. M. Newhall & Co., of San Fran- 
cisco, as general agents for the state. 





Losses of the Week 











Sturgis, Mich., June 29—Fire, ascribed 
to defective wiring, destroyed the Stur- 
gis Steel Gocart plant, with a loss of 
$375,000, covered by insurance. 

* 


Brownsville, Tenn., June 27—Fire, in- 
volving four stores, caused a total loss on 
the stock of Felsenthal Sons department 
store, with insurance by companies as fol- 

-$4,000 Prov. Wash... 
3,50 
Hartford 
Fid.-Phen. 
Ger. Alli. Royal 
Ger.-Amer. .. ,000 Hibernian Un. 2,0 

The stock was valued at $40,000. The 
fire originated in the dry goods and shoe 
store of H. D. Sternberger. 


Continental .. 
Springfield ... 


Sturgis, Mich., June 29—The Sturgis 
Steel Go Cart Co. is a total loss to a line 
of $146,000 insurance. This was regarded 
as one of the best risks of its kind in the 
state, of brick construction and well pro- 
tected. Insurance: 

Allemannia 
American 
Amer. Eagle. 
City of N. Y. 
Concordia 
Continental 
Det. Natl.... 
Dubuque 
Eureka 


German Pa...$ 2,700 
Germania U. 10,000 
Girard 7 
Glens Falls.. 

Mil. Mech.. 


000 Security Ci. 10, 000 
Westfield, +» June 28—Lightning 

caused a total loss to the Westfield Col- 

lege, which carried $10,000 insurance. 


Knoxville, Tenn., June 25—There is a 
50 percent loss on the brick building at 
604 S. Gay street, owned by C. B. Atkin. 
A line of $12,500 insurance is involved. 


Wapakoneta, O., June 28—Fire of un- 
known origin caused a 25 percent loss to 
the brick building on Anglaize street, 
owned by L. J. Nagel. Insurance: 
Columbia, O..$2,500 Boston 
Amer.... 2,500 | Germania 


Columbus, O., Peete 25—A 90 percent loss 
is reported on the Watkin-Redman Co. 
Cause unknown. Insurance: 

Phoenix Ct...$1,000 American . .$1,000 
Coml. Un..... 1,000 Amer. Cent... ; 
National Ct... 500 | Hanover 

x 


Barnesville, O., June 26—There 
$3,000 loss on the Friends 
School, caused by lightning. 
tte Aes ty 
L. Pe Gs 


is a 
Boarding 
Insurance: 

,800 Phoenix U....$2,200 
2,300 Hartford . 2,200 


Wheeling, W. Va., June 27—A 25 per- 
cent loss is reported on the auto supply 
house of Earle Rogers Co. Caused by ex- 
plosion of vulcanizer. Insurance: 

Prov. Wash.. - $2,000 |S $6,000 


Milwaukee, Wis., June 26—A 20 percent 
loss is reported on the storage house of 
Colvin & Schlick, 279 Oregon street. 
Cause, spontaneous combustion. A line 
of $19,300 insurance was carried. 


Detroit, Mich., June 27—Defective wir- 
ing caused a $10,000 loss to the stock of 
John R. Sullivan, .154 Michigan avenue. 


Bay City, Mich. June 26—Lightning 
caused a total loss to the church at 
Essexville near here. Insurance: 
Hartford 7 Fid.-Phen. 

L. & L. Springfield ... 
Queen 1,5 
Amer, Cent.... 3, 000 
* a 


Detroit, Mich., June 25—There is a 
$3,500 loss on the frame mercantile build- 
ing at 872 Russell street owned by Peter 
Fr. and Stella Leezozynski and occupied 
as a clothing store. Cause, defective wir- 
ing. Insurance: 

Hartford ..-$5,000 Springfield ...$3,000 
5, Lanc.. 5,000 


Lon. & 

Nashville, Tenn., June 30—The J. L. 
Levy mercantile building suffered small 
loss. Insurance: 

Springfield ...$1,000 Hartford . $1,500 
Amer. Cent.... 1,000 Prov. Wash... 1,500 


Grading the Risk 


It is reported that a kind of “old maid” 
insurance is obtaining in Austria—insur- 
ing girls against the hazard of celibacy, 
the risk being increased by the probability 
that the war won’t leave enough men to 
go around. The prettiest and most attrac- 
tive girls rate lower than the homely. We 
can see some difficulty in satisfactorily 
grading the rates and some hesitation on 
the part of the insured when to claim a 
total loss —Now & Then. 


DIRECTORY OF LOCAL AGENTS 





Tue NationaL UNDERWRITER Recommends the Following as Amon 


Agencies With 


Good Facilities for Exchange and Outside 
tisements of Only First-Class Offices Accepted. 


the Prominent and Reliable 
Business. Adver- 





MINNESOTA 
JAMES 5. HARPER COMPANY 





GENERAL INSURANCE 
Fire Protection Engineering 
DULUTH, MINN. 


NEBRASKA 
Jay D. Fostsr, oszPH Barker, Sec’y 


OSTER-BARKER COMPANY 
Successors H. E. PALMER SON & CO. 


Oldest Agency in the City 
Re romeating: Home, N. Y.; ows Ae Springfield 
FEM nota ne = London & Globe; New Hamp- 
ody mas of H rd; Western Assurance, Ont; 
ee tite German Aitianee. General Agents: The 
Fidelity & eis wou “Yirwe Brandeis Bldg. 




















OHIO 


Established 1894 
AREY & ZIMMERMAN 
Suite 15, 41 E. 4th St. 


Hamilton County Managers Williamsburgh City,N.Y. 
Phoenix, Conn. 

Liv. & Lon. & Globe, Eng. 

Caledonian, Scot. 


CINCINNATI, OHIO 
DWARD E. SHIPLEY 


GENERAL INSURANCE 


General Agents 
United States a & Guaranty Co. 
Surety Bonds 
603 First National Bank Building 


CINCINNATI, OHIO 





Resident Agents 








| Preana J. MACKLIN 


FIRE INSURANCE 


Representing Springfield, Home, Aetna, Ins. Co. 
of No erica, German’ 
British & Mercantile, Phoenix of London. 


35 North High Street 
COLUMBUS, OHIO 


qe oO. 





M. STAFFORD-GOSS.- 
BEDELL CO. 


INSURANCE 
Plain Dealer Bldg. 
CLEVELAND, O. 





HE BINGHAM & DOUGLASS CO. 
Established 1870 


GENERAL INSURANCE 


We are equipped to handle all classes of Insurance 
in amounts large or small. 


The Cuyakoga Bldg. 
CLEVELAND, O. 








WISCONSIN 





EORGE HELLER ee CASE 
AGENCY FIRE, CAS TY, AUTOMO- 
BILE, BONDING & MARINE 
Representing: Brit. Amer.; Citizens, Mo.; Fidelity- 
Phenix; re Ass'n; Fireman’s Fund; Ins. Co. of. 
A.; Mass. PF. & M.; Meck. Traders; Newark; New 
Hampshire; Niagara; N .B.&M.; ; Pennsylvania; Phil. 
Und.; Phoenix, Eng. Prov. Wash.; Queen; Royal; 
Sun., Eng.; United Firemen’s; Urbaine; Westchester. 
General Agts. Royal Indemnity, 


SHEBOYGAN, WIS. 











ARIZONA 
FIRE INSURANCE COMPANY 


PHOENIX, ARIZONA 


CAPITAL 


$200,000.00 


EDGAR M. DAVIS 
VICE-PRESIDENT AND 
GENERAL MANAGER. 











CENTRAL DEPARTMENT 
COVERING: 


ILLINOIS—OHIO—INDIANA 
WISCONSIN— MICHIGAN — MISSOURI 


ARTHUR J. DAVIS 


GENERAL AGENT 
CHAS. P. HALL, Special Agent 


2019 INSURANCE EXCHANGE 
CHICAGO 











iance, London, Nortb 











WRITE 
TODAY 


LIVE AGENTS WANTED 
TO WRITE HAIL AND CYCLONE INSURANCE 
TERRITORY OPEN IN ALL NORTHWEST STATES. 
TWENTY PER CENT COMMISSION. 


ST. PAUL MUTUAL HAIL & CYCLONE INS. CO. 
805-6 Pioneer Bldg., St. Paul, Minn. 











With Strong Companies. 


1401 Monadnock Block 





ATTENTION AGENTS 


We can place your FIRE INSURANCE, including 


Surplus and Difficult Lines 


Liberal Forms; Prompt Service and 
Good Commissions 


S. I]. PARADICE & COMPANY 


Fire Insurance Brokers 


CHICAGO, ILL. 








POMS EEEM ST FORM EA OE 


SOME Be AEE SCR AEG TAIL MRE LEE LEI EID ANE LPL CEI EE 
pM AERA ALONE DIE 





eliable 








ran 
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The National Underwriter 


Formerly THE WESTERN UNDERWRITER 


A WEEKLY NEWSPAPER OF INSURANCE 


PART TWO 








TWENTY-FIRST YEAR No. 27 


CHICAGO, CINCINNATI AND NEW YORK, THURSDAY, JULY 5, 1917 


$3.00 per Year, 15 Cents a Copy 








RAIL FINANCES 
PERIL INSURANCE 


Roads Have Defaulted $82,000,000 
Interest on Life 
Securities 


FARES SHOULD ADVANCE 


Association Formed to Induce Com- 
merce Commission to Better 
Conditions 


New York, July 3—Life insurance 
officials here are vitally interested in 
the treatment the railroads are receiv- 
ing from the Interstate Commerce 
Commission and from the * United 
States government. Any further har- 
rassing of the roads or denial of rate 
assistance in meeting the enormously 
increased cost of equipment, operation 





THE SALESMAN 

We hear much in these days 
about the choice and education of 
the life insurance agent. We be- 
lieve thoroughly in the careful se- 
lection and efficient training of 
the salesman, and the word is a 
good one. Weare sure, however, 
that the agency manager who 
places the accent upon the man, 
will be the most successful in de- 
veloping new agents. If the man 
is right, there will be no trouble 
about the sales.—Equitable Items. 











AMICABLE 


Life Insurance Co. 
WACO, TEXAS 


ONE MILLION DOLLARS 


Deposited With the State Treasurer of Texas 


Insurance in Force December 31st, 1916 . $16,130,362.00 
_ > Gain during year 1916 . 2,702,566.00 
Insurance written during 1916 . . 4,541,716.00 
Gain over 1915 . 2,387,732.00 
Admitted Assets December 31st, 1916 . 2,663,804.74 
Gain during year 1916 214,031.51 
Policyholders’ Reserves Detember 31st,1816 905,626.48 
Gain during year 1916 196,396.00 

Total Agency Balances December 31st, 1916 8,446.68 
“Actual to Expected Mortality during 1916 29.6% 
It is believed that the Amicable Site tae 
eeee oo chi ae aston on torus Prowse 
31st, 1916, $16,130,362 of paid-for insurance, 
and at the same time having gained $107,340.38 


in surplus, in addition to the total surplus 
Sa to the company by the stock- 
holders. 


ARTEMAS R. ROBERTS 


PRESIDENT 





AMICABLE LIFE BUILDING 
22 Stones High—Owned Wuhout Debt by 
|AMICABLE LIFE INSURANCE COMPANY) 
WACO, TEXAS, U.S.A 
QBTEMAS RB ROBERTS, Foundss. Pundew & 4Qnary’ 

















and maintenance will have a direct and 
serious effect upon the cost of insur- 
ance because of investments in railroad 
securities. It is urged that every pol- 
icyholder, every company official, and 
every citizen should at once take mem- 
bership in the National Association of 
Owners of Railroad Securities, organ- 
ized at Baltimore on May 23 by five 
hundred men owning more than $3,000,- 
000 of such securities. 


Warfield Is President 


The president of this organization is 
S. Davies Warfield, president of the 
Continental Trust Company of Balti- 
more and chairman of the board of di- 
rectors of the Seaboard Airline Rail- 
road. The purpose of the association 
is the education of the public in the 
condition and urgent needs of the roads, 
and to bring these matters to the atten- 
tion of Congress and of the Interstate 
Commerce Commission. 


Kingsley Favors Association 


President Darwin P. Kingsley, of the 
New York Life, speaking on behalf of 
this association, at Washington de- 
clared that of the $6,000,000,000 of life 
‘insurance investments in this country 
one-fourth, or, in exact figures, $1,583,- 
000,000, is in railroad securities, of 
which about $39,000,000 is in the stocks 
and the balance in bonds. The market 
value of these holdings has declined 
enormously during the last ten years. 
In nine years the raads have been 

(CONTINUED ON PAGE 9) 





Northern Assurance Company 


Detroit, Mich. 
CLARENCE L. AYRES, President 


A 


This company has had a steady and consistent 
growth since it started. It has not been a plunger. It 
has not sought to cover the earth. It has paid its way 
as it traveled along. 


Agents these days want life insurance stability. 
They want to represent a company that carries no in- 
terrogation point after its name. 


The Northern Assurance was conceived in the right 
spirit and has been maintained as an institution ex- 
pressing the best in life insurance. 


It has nothing to conceal. It speaks for itself. It 
has some excellent territory for men who achieve and 
who have pride in the company they represent. 


Turn the searchlight on the Northern Assurance 
and you will find everything sound. 


Fine openings in Ohio, Michigan and Pennsylvania. 





GOVERNMENT TO HAVE 
AN INSURANCE PLAN 


Committee of Ten Life Underwrit- 
ers to Assist in Formulating 
Scheme of Indemnity 


McADOO MAKES APPEAL 


Conference at Washington Decides 


Private Companies Should Not 
Assume War Risk 


BY GUY MASON 

Washington, July 2—The United 
States government itself will insure the 
men ‘of the army, navy and marine 
corps who fight the battles of the 
United States in the war against Ger- 
many. After an all afternoon meeting 
between Secretary of the Treasury 
McAdoo and the representatives of 110 
of the life and accident insurance com- 
panies of the country today the fore- 
going virtually was decided. 

That the federal government would 
not ask the insurance companies them- 
selves to assume the risks became evi- 
dent following spirited talks by E. E. 
Rittenhouse of the Equitable of New 
York; George E. Ide, president of the 
Home Life; Miles M. Dawson, a profes- 
sional actuary of New York, and Vice- 


President J. H. Woodward, of the 
Metropolitan. 

At the scene of the meeting Secretary 
McAdoo stated he would select a com- 
mittee consisting of ten representatives 
of the various insurance associations 

(CONTINUED ON PAGE 12) 








The Forest City 
Life Agent’s 
Contract 


is a mighty good one. It is di- 
tect with the Home Office—no 
general agent between receiving 
a “rake-off’ on the agent’s busi- 
ness. It provides first-year com- 
missions; renewal commissions; 
exclusive territory, and experi- 
enced insurance men tell us it’s the 


FAIREST CONTRACT 
they have seen. We want good 
agents to whom we will give poli- 


cies and a contract that spell suc- 
cess. Write for details TODA Y! 


HOME OFFICE 


ROCKFORD, ILLINOIS 








LIFE INSURANCE SECTION 
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2 LIFE 
Cc. H. ELLIS MP AN NEW ORLEANS E. G. SIMMONS, 
President LOUISIANA Vice-Pres. and Gen. Mgr. 
Insurance in Force (over) $40,000,000.00 
Total Resources (over)  5,250,000.00 
The recent merger of the Meridian Life with the Pan-American Life has opened up several rich and important territories in the South 
and North Central section, which will be assigned to Managers capable of handling and oe an agency organization of high 
grade men. A rare opportunity to ambitious men to establish themselves in an independent and permanently profitable business. 
Address:—E. G. SIMMONS, Vice-Pres. and Gen. Manager Whitney Central Bank Building, New Orleans, Louisiana 
SULLIVAN EXPLAINS habit that must be acquired. It = 
folly to believe that every man can be A " ‘ 
TRAINING OF AGENTS | exucated_ to the habit of hard work. Ambitious, productive and Trustworthy Life Agents 
This world is full of quarter horses. nd ‘ 
ED orres with the 
But many men can be so educated and may be BENEFIT. by : ponding 
& Bank Lif they are the successes in this business re ye 
Official of Farmers ankers Life} as well as in any other. _ B kb h L f I C. 
if I hope I may make myself clear as errsntre l e snsurance ompany 
Tells How to Coach Life to what I mean by “hard work.” Of Pittsfield, Massachusetts 
Men mean continued effort for future re- Incorporated 1851—————— 
© sults regardless of past results. The : s a. 
word that best expresses what I mean New — _ — provisions 
is “stick-to-it-iveness.” tractive literature 
LOYALTY A. BIG FACTOR 
Training Men to Work Hard W. D. WYMAN, President W. S. WELD, Supt. of Agencies 
How shall we train our men to the 
Intelligence, Hard Work, Honesty—All ae of hard work? With all or most 
rtance to of your men on commission only and ; 
Are of a a able to get as good contracts elsewhere c 
pplicants any day, the sales manager must be ° ; . : 
So Ste Mega not a driver. I believe that The Acid Test for Strength, Liber- J 
the most certain method of training to = nt 1 
; P Sul Lesipesialtient oo of hard work is nadie ality, Service and Low Cost places I 
ames P. Sullivan, vice-presiaen and causing to grow an oom that J d ° ° 

and general manager of the Farm- finest of characteristics, that we call PIPL OTYO g high on the list ‘ 

ers & Bankers Life of Wichita, loyalty in business, but which is love in CAPABLE AGENTS WANTED t 

Kan., is a live young executive. He the home. It has done, is today doing, rE: CAMPBELL, State Agent for I 

is an all around life insurance man, and will tomorrow do greater deeds ‘ Ohio and West Vege aiiins - 

capable of holding any position in a than any other moving force in the hu- S. W. Cor. State and Third Sts., . t 

home office. He contributed some man organism. 

valuable observations on the subject a Loyalty the Prime Pactor 

of training life insurance salesmen whined ae f 

at the recent Life Officers Associa- will ama ae ee wae tie eer 2 11 

tion meeting in Detroit. oe bey 8 5 la pe ged Don — 44 MII | IONS FROM 42 AGENCIES t 

work, an wor ard, an arder: our 
insurance salesman should be educated S 

The training of-life salesmen covers a Se Pane tgp ong ~_ an Susrnees | Ss = THE 1916 RECORD OF OUR EARNEST 2 
every phase of the salesman’s work— | his prospect; and fourth to himself. : } 
not only his training for the actual “ume iy Fa fee AP Getkahaie’ at = LOYAL AND HAPPY AGENCY FORCE t 
hours spent in approaching, canvass- | telling him how many other companies are : i 
ing and closing his prospect, but also ro yt ene po ime s igyling B scene Ba Pi 
his training for hours of rest and the certainly not by telling him how many NEW ENG LAND MUTU AL LI FE m 
% 8 : : other companies charge high premiums r. 
indulgence of his habits. and or va sone re ney aes: INSURANCE COMPANY th 

The first requisite for success as a eo Tl 1 od — Sold laggy! mi Temas w 
life salesman is hard work. After that wr eclnagt hal g ygeaoe a gy ee ee ne : 
comes intelligence in varying grades. have all been built on a basis that enables 
Of course, the unintelligent man will pm a we atin benonion Guntona thee: hi 
work his very hardest and not make it- pete Riga So my og caper eay oe gpiene el yo gos # rae be 
and men who are near actuaries, so far cpaunioed duty at death—pays its oor A Penn Mutual Premium, less a Penn Mutual Dividend, pur- pr 
as “pe pi of the a is con- | in full. chasing a Penn Mutual Policy, containing Penn Mutual Values, M 
pros ag stags “eer i intellige paraphonad Toyalty to the Company makes an Insurance Proposition which in the sum of all its Bene- ve 

* [Hew skal loyalty to sig eotapeny be fits, is unsurpassed for net low cost and care of interest of all members. oe 
Qualities Needed in a Salesman mage agg! ag ? First and ee, be 
y always giving him a square deal; sec- 

Your ideal salesman is, of course, | ond, by having, if possible, some of your THE PENN MUTU AL as 
the highly intelligent hard worker. Gaier aren got a aed outare deal; in 
Novi cynic he noun a | tla tried atc care || LIFE INSURANCE COMPANY : 
“hard,” “intelligent” and “highly” mod- ; has always met its obligations in full an 
. oa . . : . t d it licyhold fairly; f th, b co 
ify it, and the modification, in my opin- ee him ‘the “puccesstal past of his OF PHIL A DELPHI A po 
ion, comes in that order. First, make company and its future prospects; Afth, . be 
a fy es aving some officer, an executive wno b 
ene ee eee has ‘the faculty of seiting on the sales- || ON JANUARY 1, 1909, RATES WERE REDUCED AND VALUES IN- it, 

’ - mans ievel, 

gent hard worker,” and last, a “highly | them, sympathizing with him, working CREASED TO FULL 3% RESERVE ha 
intelligent hard worker.” By that I do | with him, playing with him, and yet never be 
not mean that he can start without | sing his respect. | ond to each of sal 
knowledge of insurance or policy con- | nis salesmen, ready to, fight, for them : = 

tracts, or company; he must have all | when they are right and ready to show : 
of these to a gees: but all that he Prevage Roe gay = gy Be oe hi ne oa THE PERFECT PROTECTION POLICY OF pe 
needs to start is a couple of hours a | open, man to man, will always build up ‘ hig 
day foro or dire days, with | Bias mene oa! Be|! THE RELIANCE LIFE |] & 

4 x m 
compcteng mstructor, 4 ate book: 2 | Sompany 1 1oyat to him . = 
blank. Your salesman need not have Gelegman Bast Seuss gives you something absolutely new and different to talk to your oo 
an expert knowledge of life insurance} | It is vital that the salesman ng an any prospects. Gives you a chance to earn more money than you est 
at the start. act. I do not mean that there are many are now making. ioe 
Be a Hard Worker — that — Pe , ee a Our Life I Co a wi | for 
EES. Oe eo SUSPICIOUS: when ife Ins mtracts contain the most up-to-date clauses 
So, my first word to the new man is | @ little explanation will clear his mind. J © jurence tra The Accid ft Health ¢i 
: hn role -- | Your salesman, to be successful, must known to the Insurance World. e Accident an gives 
that his success will vary directly in| he able always to confidently state that full al 1 third 1 th l al 1 7 
proportion to the amount of hard work | his company is square and honest in all protection for at least a ess cost 1 an regular casualty ne 
he does. Now the question is, how | its deals. If he has any suspicion of any companies. agency contracts are as liberal as can be made. “ 
shall we develop his work to the point | 3c Such as fhe contesting of a claim, ent 
: E or % ss 
aya it becomes mand bee The ideas pect that “his company is fair and square WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES = 
of what constitutes hard work are as | but the ring of confidence and loyalty w * f Farmers Bank Pp; fou 
h lling. AKA 

humerous as are the workers them. |Pt,be in the telling. | | Reliance Life Insurance Company of Pittsburgh “Britain” Pittsburgh, Pa, = 
selves. I believe that hard work is a]|salesmen’s contracts. I have heard of wk 
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Fifty years of success 


The Strength of the Company —the 
growth of a half century—towering back 
of every policy contract, assures the largest 
possible measure of security, service, and 


saving to the insured. 


funds. 


Resources. 


Jesse R. Clark, President 


The wisdom of the founders in restricting the 
Company’s investments to farm loans, has throughout 
the years afforded the largest degree of safety, to- 
gether with the greatest earning power on its invested 
It has in addition served the Nation, and 
the wide world in these troublous times, by its signal 
aid in the development of the Country’s Agricultural 


For Information address Allan Waters, Second Vice-Pres. 


The Union Central Life Insurance Company 


Cincinnati 





The manifold service of the past half century may 
safely be accepted as a criterion of larger service 
in store for its policy-holders and their beneficiaries. 











companies which dread conventions be- 
cause there the men get together and com- 
pare notes. If there must be variable con- 
tracts then there must be a good reason 
for them. Do not hide the fact as sus- 
picion will breed and destruction of loy- 
alty is the result. If there’s a good rea- 
son for variance in contracts, explain to 
the salesman. If there is no good reason, 
then don’t have any variance. It is im- 
gece to hide, and an attempt to hide 
t creates suspicion and destroys loyalty; 
therefore, destroys the habit of hard work 
that you are trying to build up. 


Should Keep Agents Informed * 


Constantly telling the salesmen of the 
forward steps that the company is mak- 
ing soon gets him in tune and makes him 
enthusiastic. If he is helping the growth, 
tell him of it will give him pride and 
satisfaction in the fact that he is help- 
ing. If he is not helping then he is, by 
reason of his pride, apt to desire to be a 
part -of the successful machine and his 
enthusiasm increases. Every man likes 
to feel that he is working for a successful 
company. To know that makes him feel 
more certain that he’s with the right com- 
pany. For that reason keep telling your 
men always about the various items of 
growth and progress that the company 
is making. You will find that anything 
that builds up his loyalty to the company 
will be a valuable part of his training as 
a salesman, 


Development of Loyalty 


How shall he be trained in loyalty to 
his prospect, and after he has sold him, 
to his policyholder? How many of our 
salesmen have that sort of loyalty to the 
proper degree? Mr. Alexander has men- 
tioned the lack of knowledge of the aver- 
age man regarding life insurance. That 
very lack makes it more than ever neces- 
sary that the salesman be loyal to his 
prospect. How many good prospects have 
been ruined by misrepresentation, over- 
selling, twisting and rebating. The man 
who is rebated loses his respect for the 
institution of life insurance and thinks 
after all it is only a graft. The man who 
has been twisted from one form or one 
company to another wonders if his second 
policy is, after all, the right one. The 
man who has been oversold and finally has 
to lose his policy and the money put into 
it has a distaste for insurance that he 
may never overcome. And the man who 
has been deceived—what a burden he be- 
comes to the business and to every honest 
salesman. He never forgets that a life 
salesman cheated him and not only be- 
comes a poor prospect himself but he 
sows the seeds of suspicion among his 
relatives and friends. Thanks be that it 
seems as if the rebater, the twister, the 
high-pressure artist and the dishonest men 
are being weeded out of the business. 
The best way to be sure that they are 
being reduced in number is by educating 
and training the new men to a high sense 
of loyalty and obligation to their pros- 
pects. The salesman who is taught hon- 
esty and square dealing for his prospects 
in the very beginning of his career is 
bound to feel a greater respect and loyalty 
for his business and for his company. 


Can Always Go Back 


The salesman who knows he has _ been 
loyal to his prospect can always go back. 
He can keep his business renewing. He 
unconsciously has a greater liking and 
enthusiasm for his work and is a harder 
and better worker. A sense of square 
dealing to every buyer is always to be 
found in your highly intelligent hard 
worker. 

Loyalty to bere ag ne IS «pe in his real 
achievements, not conceit or egotism, but 
an honest feeling of enthusiasm and sat- 








The trouble with too many life in- 
surance salesmen is that they labor 
under the delusion that they must sell 
premiums rather than policies; they 
talk price rather than product, with the 
result that their prospects are encour- 
aged and permitted to compare prices 
without particular regard to what is 
secured for the price. 

If you have ever had an opportunity 
to observe a mediocre life insurance 
agent in action you know that he gen- 
erally opens his interview: something 
like this: “Mr. Prospect, how old are 
you?” Having received the information 
he begins turning the pages of his rate- 
book until he finds the page he is look- 
ing for and says: “I can offer you a 
policy at an annual premium of $34.08 
per thousand,” after which introduction 
he begins to talk about the policy, and 
nine times out of ten the burden of his 
talk will be about cash and loan values, 
with but very little said as to the real 
purpose of life insurance: namely, the 
protection of the prospect’s dependents 
in the event of his untimely death. 

* 


The first thought put into the mind 
of the prospect thus approached is the 
price of the policy, which he has been 
invited to consider, and throughout the 
interview those figures, $34.08, stand 
out more prominently in his mind than 
any other feature to which his attention 
may be directed. He is thinking all the 
time—$34.08, and those figures obscure 
the view of the weeping widow beside 
the pearl-gray casket, and that last 
scene where the minister says—“dust 
‘to dust and ashes to ashes,” even 
though the agent does undertake to 
picture to the prospect the final scenes 
in his life’s drama. 

Until a desire to possess has been 


TALK SERVICE—NOT PRICE 


By R. W. Stevens 
Vice-President Illinois Life 





created in the mind of the prospective 
purchaser he will not purchase at any 
price; and the mere quoting of the price 
of an article, the need and desirability 
of which is not well impressed upon 
the prospect’s mind, arouses no inter- 
est whatsoever. 
* * * 


No salesman can ever succeed who 
has not first sincerely, earnestly and 
enthusiastically sold. to himself the 
article which he desires to sell to 
others; and if you will think back upon 
your own reasons for insuring your 
own life you will find that you did not 
insure because the price was such and 
such, but you did insure because you 
wanted to secure for yourself and your 
family the benefits. of life insurance. 
Most ‘certainly if you had no concep- 
tion of what life insurance means and 
what life insurance does, the mere price 
of a piece of paper called a policy would 
not induce you to purchase it. 

The amount of insurance which you 
are seeking to place and the annual de- 
posit required to secure it are the last 
things that should be discussed in the 
insurance interview; since, until you 
have created in the mind of your pros- 
pect a desire to possess that which you 
are telling him about, it is of utter in- 
difference to him whether he is ex- 
pected to pay ten cents or ten hun- 
dred dollars and you cannot get his 
money. 

It is the man who has the big idea of 
life insurance and who is full of en- 
thusiasm about the particular kind of 
life insurance he is offering that gets 
the business; and such a salesman can 
collect dollars easier and with better 
satisfaction to his customer than a 
mere price salesman can pennies. 








isfaction in the results he is getting—I 
feel that it is hardly necessary to men- 
tion this phase of loyalty. Our bulletins, 
our prize contests our conventions our 
$100,000 clubs have all been devised to 
work up and develop the salesman’s pride 
in himself. Loyalty to himself makes 
him slow to admit a competitor’s or fel- 
low-salesman’s superiority. Loyalty to 
himself makes him a hard loser, and a 
hard worker. Not an ungracious and dis- 
couraged loser, but a hard loser; one who 
loses only after a hard fight and then im- 
mediately sets out to make a winning to 
counterbalance the losing. Loyalty to 
himself keeps him striving always to im- 
prove to get more and better results. 


Create Habit of Hard Work 


So if the habit of hard work can be 
trained into the new salesman, he has the 
first requisite of success. And I believe 





the insurance salesman can be led to that 





habit much more sucessfully than he can 
be driven to it. We have always consid- 
ered that the man who worked hard was 
in love with his work, was loyal to his 
work. I believe the converse is true, that 
the man who is loyal to his work will 
work hard. I believe the hardest thing, 
and yet the most important thing, to teach 
your new salesman is the habit of hard 
work. 

For the good of the business as a whole, 
as well as for each individual company, 
I am certain that in training life sales- 
men we should train them to speak well 
of every company until the state depart- 
ments say that it is in bad shape and 
even then a good word will help the life 
business, your company and my company, 
when a bad word only places a heavier 
burden on the business. Many speakers 
and writers have told us, truthfully, that 
men, on the average, are much underin- 
sured. That being the case there are 





WILSON MADE MANAGER 
WILL LOCATE IN DES MOINES 


To Take Charge of Des Moines Life & 
Annuity, Which Is Ready 
to Start 


Owen G. Wilson, superintendent of 
agents of the National Life, U. S. A, 
traveling out of the head office in Chi- 
cago, has been appointed general man- 
ager of the Des Moines Life & An- 
nuity, a new company just starting at 
Des Moines. Mr. Wilson will be in 
charge about the middle of the month 
and the company expects to be writing 
business at that time. It is backed by 
leading business men of the state and 
will become a factor in the life field. 
Mr. Wilson formerly lived in Des 
Moines, where he was general agent of 
the Reliance Life. Later he located in 
Omaha as supervisor for the company. 
He is an experienced man, both in the 
home office and field, and the insurance 
end of the company will be up to him. 


Club Dates Scheduled 


The New York Life has scheduled its 
meetings, the $200,000 Club annual 
meeting being held Sept. 5-8 at New 
London, Conn.; the $100,000 Club, 
western branch, at Salt Lake City, Aug. 
22-24; eastern branch at Atlantic City, 
Sept. 13-15. 








plenty of prospects for all without casting 
any slurs, and making every competitor 
appear to be bad in one way or another. 


Working in a Common Cause 


I have known men whose first training in 
the business was to be given a copy of 
Best and one of the Handy Guide and be 
told to get busy and familiarize trem- 
selves with other companies so as to be 
ready for competition. When will we be 
convinced that competition seldom comes 
into our business except as a result of a 
too eager readiness to get into it? When 
will our men be convinced that to say all 
legal reserve companies are safe is better 
salesmanship than to say any company is 
bad in its management or extravagant in 
its disbursements? 


Twisting and Rebating 


_I believe the salesman in the very begin- 
ning should be instructed against twisting, 
either of policies or agents; this instruc- 
tion should include not only an admonition 
or advice against such practices, not only 
a rule among rules, but also a plain forc- 
ible talk on their bad results to the en- 
tire business, to the policyholder and to 
himself in the end. For the same reasons 
and in the same way he should be in- 
structed against rebating. His training 
should be such as to make him feel that 
the goods he sells are worth every dollar 
of the list price and that his ability as a 
salesman is well worth every dollar of 
his full commission. 
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LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 





A. E. WERKHOFF, President 








WESTERNER LAUDS 
MONTHLY INCOME 





Prominent Business Man Explains 
Why He Prefers This Form 
of Insurance 





TRUST COMPANIES PLAN 





Dependents Left With Large Sum of 
Money Are Not Capable of 
Handling Estate 








J. O. Westervelt, of the Pacific 
Mutual Life at its home office 
agency, tells about his interview 
with a business man of Los Angeles 
who carries a large amount of 
monthly income insurance. 

Monthly income policies are be- 
coming more and more popular. 

- Mr. Westervelt gives the opinion 
of a man of wealth and position on 
this form of loss payment. 











I recenily interviewed a man who 
carries the largest amount of monthly 
income insurance of any one person 
west of the Rocky mountains. I wish 
to give you a few of the main points 
which he gave me during that inter- 
view. I cannot remember them ver- 
batim, but will endeavor to make clear 
the main arguments he set forth in its 
favor, 

Our talk opened about as follows: I 
asked the question, “Are you interested 
in monthly income insurance?” He 
replied, “he was to the extent of several 
hundred dollars per month.” I then 


asked him why he carried so much on 
that form. 


Carries No Other Form of Insurance 


“T carry no other form of insurance. 
My estate will be left to those who 
know very little or nothing about hand- 
ling it. Any man who has a wife should 
not expect her to be able to pick up 
the loose ends of his estate after his 
death which is cared for by him during 
his life.” 

I then interrupted and asked him why 
he did not leave his estate in trust. 
His answer .opened my eyes to one 
of the strongest arguments for income 
insurance. This is it as I recall it: 


Tells About Trust Companies 


“Trust companies buy large blocks of 
bonds which have been passed upon by 
the bank commission as savings bank 
collateral. Because of this the trust 
companies feel that they are relieved 
of the responsibility of further investi- 
gation of these bonds, and without any 
hesitation make the purchase. The 
price is around 91 or 93. These bonds 
then belong to the trust company. 
When an estate is brought to them 
they sell these bonds, or part of them, 
to the estate for $100 or par. They 
pay 6 percent on $100, and that is 
what a great many people are satisfied 
with—6 percent on their investmerts. 





“There is no factor that causes dis-’ 


sension more quickly in a family than 
leaving in an estate a stipulated income 
to an individual, which must be paid 
by the trustee before the balance of the 
family are permitted to receive any- 
thing. Monthly income overcomes that 
difficulty entirely. I have left to my 
wife a comfortable monthly income. To 
my mother and my sister a smaller 
amount, but each one will be inde- 
pendent of the other. 

“The worst thing that a man can 
have said about him is that ‘he has 
seen better days.’ Yet that same man 
will earn $5,000—$10,000 per year and 
only carry $2,000—$5,000 of insurance, 
and he asks his wife to ‘come down’ to 
sell the home and move into a smaller 
one or a flat, and even worse. 


Should Not Leave Large Lump Sum 


“Tf a man does the right thing he 
will either provide for his family the 
necessary amount of monthly income 
insurance or live more economically so 
that his death will not mean a sudden 
drop from comfort and luxury which 
he does not have to suffer. 

“You probably hear many times the 
statement, ‘Oh! I will leave my family 
a good sized estate.’ Can that family 
manage that estate now? No! Well, 
how can they do it then after that 
man has gone? . 

“If these points help you to realize 
the benefits of income insurance I will 
be satisfied that some good has been 
done.” 

After talking with this man I felt 
that I could go out and sell every man 
I met income insurance. These points 
properly used will help you close that 
stubborn case you now have, or the 
one you will get tomorrow. It did it 
for me. 


Michigan’s Life Report 

The annual life report of Michigan 
shows that the legal reserve companies 
outside of the industrials wrote $111,- 
000,000 of new business in the state in 
1916. Business in force now amounts 
to $571,000,000. The new assessment 
business in the state last year was 
$5,510,000 and the insurance in force in 
such associations amounts to $10,900,- 
000. The fraternals wrote $42,600,000 
new business and their insurance in 
force amounts to $381,000,000. 


AMERICAN NATIONAL INSURANCE COMPANY 
out Se NE ut Oats 


ET ORES PO pee re Re RR ere Uae Se er $ 4,336,054 
Surplus to policy holders ................. 2... cece eee ee 1,035,867 
Bepmmawead Gis GO. os < sccio c eu dvdc So cccnbetdees sieeedwse 64,218.697 


General Agency openings in Missouri, Kansas, New Mexico 
and California. Correspondence invited. 








Farmers and Merchants Life Ins. Co. 


. EJ BALD 
Praideal and Medea Direcor PRINCETON, IND. Vice-President and Gen. Manager 


A level premium Indiana Company writing insurance on the lives of Indiana citizens 
through Indiana agents. Our agents are prosperous; are you? 
dress home office. 
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STATE MUTUAL LIFE ASSURANCE CO. 
of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


The Company that gives complete satisfaction to policyholders and agents because 
both area of it. 
venty-Three Years of faithfullness to every promise made. 
Success for our ambitious representitives is a certainty. 
Additions are made to our agency force when the right men are found. 
B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, Inspector of Agencies 














ANTED—Agency Manager, experienced in ordinary 

_ and industrial business, to take complete charge of 
agency department of a middle west company at 

once. Right salary to right man. Give full qualifications in 
confidence and address 10-V, care The National Underwriter. 


IN ALL THE WORLD NO COMPANY LIKE THIS 


Renewals once earned are non-forfeitable and vested in you or your estate 
IT’S WISER TO WORK WITH US THAN WISH YOU HAD 


THE COLUMBUS MUTUAL LIFE INSURANCE COMPANY 


C. W. BRANDON, President COLUMBUS, OHIO D. E. BALL, Seeretar y 


is open in the STATE OF ILLI- 
NOIS for one of the best Old Line 
GENERAL Companies in America. 


AGENCY Address, 98-Y, 











NOW IS 





THE TIME 
TO DIG 


| new men in unoccupied territory that is fertile and possesses great possibilities. We would 
like life men to write us about our proposition during the next six weeks. 


Inter-Southern Life Insurance Company 


Care The National Underwriter. 










VERY life insurance man should be 
making money these days. This is 
the time to hit and hit hard. Our 

country is enjoying an unparalleled period 
of prosperity. Let us all take advantage 
of the times. It is a great day to sell life 
insurance. We are now putting on some 


Louisville, Ky. 
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| HOW TAYLOR CHOOSES LIFE AGENTS 








preme problem of the employer— 

the elimination of waste—as it 
daily confronts the agency managers 
of life companies, was discussed by 
William E. Taylor, superintendent of 
agencies of the Equitable Life of New 
York, for THe NATIONAL UNDERWRITER 
representative today. “Better employ one 
hundred agents, sixty of whom suc- 
ceed,” said he, “than two hundred, of 
whom only fifty succeed.” 

Asked for details of his address be- 
fore the Association of Life Agency 
Officers at Detroit, he explained the 
methods employed by the Equitable in 
alloting to its agencies the yield ex- 
pected of them for the year, by quar- 
ters; assigning a certain percentage of 
the total for each quarter—25 percent 
for the first quarter, 25 for the second, 
20 for the third, and 30 for the fourth 
—and at the same time naming an 
amount included in the total for the 
year, to be produced by new agents. 

“At the January convention of the 


N tere YORK, June 25—That su- 





Equitable this year,” said Mr. Taylor, 
“a method of selection of salesmen cre- 
ated by Dr. Walter Dill Scott, of the 
bureau of salesmanship research of the 
Carnegie Institute, was discussed, and 
as a well defined basis of selection met 
with general favor. The Equitable has 
adopted plans which are an adaptation 
of the general forms created by Dr. 
Scott, and their use is required by all 
general agents and agency managers 
in connection with the appointment of 
new agents. It is not believed by the 
Equitable that these forms cannot be 
improved upon, and the society will re- 
vise them from time to time. 


Use of Blanks 


“Nor is it felt that their use will solve 
the problem of selecting agents; but they 
at least form a basis by which the chances 
of success of a new agent may be meas- 
ured by others. The characteristics of 
success measured are those brought out 
in the replies sent to the home office as 
a result of inquiry made by the managerial 
staff. Consequently, they are supposed to 
be fundamentals. A unique feature is 
the requirement placed on a new agent 





should be credited with 6, etc. 


I. Appearance. 


II. Address. (Grade 10-8-6-4 or 2) 


III. Character. 


loyalty. 
IV. Industry. 


V. Mentality. 


VI. Value to Society. 


VII. Reports from others. 


as “uncertain” and indicated as 5. 


The Prospective Agent 





INTERVIEWER’S BLANK 


S TMbCrVIEWOE. 6c655d'. cc cgenccoweekeees FRMEG ISR, SC CEG EOE 
Date of Interview....... Duration of Interview....... Where Held...... 
Directions: The use of this blank contemplates that a Prospective Agent 


will be compared under each heading, with 5 other agents who have been 
previously graded as a standard by the Interviewer as per the “Interviewer'’s 
Scale” and the relative standing of the Prospective Agent indicated. For 
example, if under “Appearance” he compares most favorably with the agent 
rated as Highest, the Prospective Agent should be credited with 10. Like- 
wise, if under “Address” he more resembles the agent rated as “Average” he 


THE ProsPectivE AGENT Is RATED BY THE INTERVIEWER AS FOLLOWS: 


(Grade 10-8-6-4 or 2) 


Consider how he will impress clients by his facial expression, 
his physique, his carriage, his clothing, neatness and cleanliness. 


Consider voice, manner of speech (whats: convincing or per- 
suasive), ability to express himself clearly and briefly, quiet 
self-confidence, courtesy, tact, enthusiasm, cheerfulness. 


(Grade 10-8-6-4 or 2) 
Consider integrity, truthfulness, 


(Grade 10-8-6-4 or 2) j ‘ 
Consider ambition, initiative, perseverance, avibieniila elfont 


(Grade 10-8-6-4 or 2) 


Consider natural intelligence, versatility, mati educhtiog, 
present insurance knowledge or aptitude to master same. 


(Grade 40-32-24-16 or 8) 


Consider probable value to the Society, giving due weight to 
all factors, including impression conveyed by “History” blank. 


(Grade 10-5 or 0) ? 
If reports are expected but not received they should he raved 


Allotment: Agent, if appointed, should be allotted for first year $....... 
is 


recommended for appointment. 





is not 
Interviewer’s Blank used by Taylor in Selecting Equitable Agents. 


personal habits, economy, 


Grand Total.......... 
Average.......... 











Wanted—Supt. 


of Agents 





AMERICAN 


CENTRAL 
LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 
PRESIDENT 























The Midland Mutual Life Insurance Company 


An OHIO Company, writing policies on OHIO people and keeping OHIO 


Splendid opportunities for AGENTS in many sections of Ohio. 


Dr. W. O. THOMPSON 


» 


COLUMBUS, OHIO 


money in OHIO for the development of OHIO industries 


Admitted Assets ...................... $ 2,220,534.72 
Insurance in Force...................- 21,329,698.00 
Surplus to Policyholders.............. 358,399.47 


New Continuous Monthly Income Policies 


President Secretary 


We solicit inquiries from responsible parties. 


G. W. — 














The Central Life 


Insurance Company 


of Illinois 





THE | COMPANY writes both participating and non-participating 
business. A new dividend scale has been adopted which places 
the net cost of insurance very low. On all business issued in 1917 a 
dividend will be paid at the = — the first year, contingent on the 
payment of second premium. tional opportunities for ag mpd 
men in Illinois, Missouri, al Sout Dakota and Minnesota 

direct contracts with the Home Office. 





IT WILL PAY YOU TO 





A young Life Company in the Northwest in first class financial 
condition, wants a man not above 40 to take charge of its agency 
work; his duties consisting of increasing and developing the 
agency force. Must bea good closer himself. Over 400 stock- 
holders; anumber of them agents. A liberal salary paid to a high grade man. 


Address, 50-J, care The National Underwriter 





INVESTIGATE 


Ottawa, - - Illinois 
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to state on the blank—which, instead of 
being termed application for an agency, 
is known as the ‘prospective agent’s his- 
tory blank’—why he thinks he will suc- 
ceed as a salesman for the society. 


No Trust in References 


“References are not asked for, but in- 
stead a statement of the man’s previous 
business experience; for it is felt that a 
man’s past record is a better index to 
his reliability than are references of his 
own selection. 

“With each new contract an estimate of 
the probabilities of the success of the new 
agent is required from the one influencing 
the contract, and this estimate is based 
upon the factors used in the interviewer’s 
blank as measured by the interviewer's 
scale.” 

Emphasize Human Side 
Mr. Taylor’s theory is that great care 


should be devoted to the first steps of the 
new agent, the human interest side of 





life insurance being especially empha- 
sized. He should go out at first with an 
experienced solicitor and study what is 
said and done; his next training should 
be by individual effort; some simple work 
on the fundamentals of the business 
should be next studied; then he should 
study the contracts; and his first attempts 
in the field after that should center upon 
one particular kind of contract. 

The Equitable employs a variety of 
methods for the securing of new agents. 
Géneral agents and managers use form 
letters successfully in circularizing classi- 
fied lines of activity. .Good results have 
been realized by getting in touch with 
applicants for positions in other lines of 
business, on the hypothesis that such an 
one is after work, or, perhaps, desires to 
better his position. 

The following tables were read at the 
Detroit meeting by Mr. Taylor, illustrat- 
ing the Equitable’s experience in 1916 
in its endeavor to improve its agency 
staff, and indicating the occupations from 





Directions: 


INTERVIEWER’S SCALE 


This blank is for use in preparing a standard by which to 


judge relatively of the value of Prospective Agents; and one is to be filled 
out by each Interviewer as his standard. Under each heading disregard every 
factor except what is indicated by the term. Then select that agent who, for 
example, you rate as Highest for “Appearance” indicate him by name under 
Highest—1o, and in like manner indicate the agents that you would rate for 
“Appearance” as High, Average, Low and Lowest. In the same way classify 
and rate 5 agents under each heading; the same agents may appear under the 
different headings but will rarely be graded the same. That is, agent Smith 


may be rated as Highest under “Appearance” but as Average or Low under 
“Industry.” 


I. Appearance. 
Consider facial expression, physique, carriage, clothing, neatness and 
cleanliness. 


Highest 10 


Average 6 Low 4 


Lowest 2 


II. Address. 


Consider voice, manner of speech (whether convincing or persuasive), 
ability to express himself clearly and briefly, quiet self-confidence, courtesy, 
tact, enthusiasm, cheerfulness. 


Highest 10 High 8 


Average 6 Lowest 2 


ee 


III. Character. 
Consider integrity, truthfulness, personal habits, economy, loyalty, 


eee e eee wees eo eeeeeeeee 


Highest 10 High 8 Average 6 Low 4 Lowest 2 
IV. Industry. 
Consider ambition, initiative, perseverance, systematic effort. 
Highest 10 High 8 Average 6 Low 4 Lowest 2 
V. Mentality. ‘ 


Consider natural intelligence, versatility, general education, present insur- 
ance knowledge or aptitude to master same. 


Highest 10 


Cooeecceercec eesssesecece §é se eseece 


VI. Value to Society. 


_ Consider probable value to the Society, giving due weight to all factors, 
including impression conveyed by “History” blank. 


Highest 40 High 32 Average 24 


Low 16 Lowest 8 


ere eee eee es seeeeseeses §$§_ sceseeseesere 


VII. Reports from others. 
é If reports are expected but not received they should be rated as “uncer- 
tain. 


Favorable 10 Uncertain 5 Unfavorable 0 


eee ee es 


The Interviewer’s Scale which aids in judging applicants. 














WANTED. By a young life insurance company in the North- 
west with a clean record and in a strong financial condition, an 
experienced man to act as Superintendent of Agents. Must bea 


man who is willing to start at a reasonable salary until he has 


proved himself. State experience, references and salary expected 
in the first letter. Address 43C care The National Underwriter. 


which new agents were recruited, how 
many were appointed, how many proved 
to be producers, and what their paid-for 
business amounted to: 


Total number of agents appointed 





in ID ics icin ses oice,.Sis co Miley ai des Beg we 4,277 
Total number of agents discontinued 
oo ee le a | ES ag eas crear ee Or 4,266 
PEO IOIGs Sinsisc SC acsinoeseseeus 11 
Source through which new 1916 agents 
were secured—total............2.. 3,817 
Result of a circular sent to— 
Per Cent 
POMC UONIOOEE oo es Fe wdie’e 1.57 
PN irk ih de Ku dNd Soa 58 -50 
Medical examiners............. 1.78 
School tOachers. ... oss cccccece's -42 
SNNIIINE, Fo0 Ss a0 o's aga Vibe bee hoo eos 5.13 
Answered advertisement......... 4.50 
Suggested by another agent...... 21.43 
Result of personal canvass....... 48.88 
PONE Sia os 0  Selek's dans oases 15.48 
PRE I om Si oicke Oe Oke wie we hws -29 
Previous Appoint- Pro- Paid 
Occupation ments ducers’ Business 
Accountants ...... 31 15 $ 102,850 
A oso Scicisice 326 124 1,193,375 
Brokerage ....... 37 26 186,400 
SN ac cic cre eyes 472 186 1,450,964 
Contractors ...... 9 5 39,000 
DOStOTR 666. 6S 5 25 9 38,500 
Druggists ....... 36 14 0,20 
Editors and news- 
paper men...... 41 18 142,700 
Engineers ........ 19 9 26,000 
(, . |. Dare 145 52 413,917 
Govmt. employes. .137 42 533,015 
Housewives ...... 63 31 267,320 
eee eee 59 17 156,626 
Manufacturers ... 30 14 113,850 
DESTOMAMES . o o.i50.0 239 92 681,115 
DEIMIGUEED oc cccukas O8 4 18,500 
Mechanics ....... 31 13 117,000 
PEP } 1 7,00 
gyi Sa ae 7 2 10,500 


Will Meet at Tomahawk Lake 


The $100,000 Club of the Illinois Life 
will hold its annual outing this year at 
Tomahawk Lake, Wis., starting Aug. 
26 and closing Sept. 1. The business 
session will be held in Chicago, the 
morning of Aug. 25. The club visited 
the lake last year and the members 
were so enthusiastic that there was a 
unanimous request that a return en- 
gagement be made this year. 


Serve Papers on Welsh 


The Mutual Benefit Life of Okla- 
homa through their attorneys, Embry, 
Crockett & Johnson, have served pa- 
pers on Insurance Commissioner A. L. 
Welsh restraining him from disapprov- 
ing the war clause, which the company 
submitted. The contention is that the 
rider extends the restricted liability on 
the policy beyond the period of war. 





W. W. Rutland, agent at Murfreesboro, 
Tenn., for the National Life, U. S. A., qual- 
ified this week for the $100,000 club of his 
company. ‘ 


— F. CAMPBELL 


CONSULTING 
ACTUARY 
76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 


OHN W. CROOKS 
INSURANCE EXAMINERAND 
ACCOUNTANT 
Ten Years Chief Examiner 
Ohio Insurance Department 
Four Years Company Experience 
52 East Gay Street 


COLUMBUS, OHIO 
—_—= J. HAIGHT 








CONSULTING 
ACTUARY 


Hume Bldg. 
INDIANAPOLIS 
ULIAN C. HARVEY 


Consulting Actuary 








Chemical Building ST. LOUIS, MO. 
J. McCOMB 
e COUNSELOR AT LAW 


CONSULTING ACTUARY 


Premiums, Reserves, Surrender Values, etc., calcue 
lated. Valuations and Examinations made. 
Policies and all life Insurance forms prepared. 
The Law of Insurance a Specialty. 


Colcord Bldg. 
OKLAHOMA CITY 


J H. NITCHIE 
® ACTUARY 








Telephone 1223 Association Building 
Central 3462 19 S. LaSalle St., CHICAGO 
A SIGTENHORST 
e 
CONSULTING 
ACTUARY 


WACO, TEXAS 


ARRIS E. VINEBERG 


Fellow, Actuarial Society of America 
Fellow American Institute of Actuaries 


CONSULTING ACTUARY AND EXAMINER 
Room 1437, First National Bank Building 
CHICAGO 


REDERIC S.WITHINGTON,F.A.1.A 
CONSULTING ACTUARY AND EXAMINER 


804-806 Security Building 











DES MOINES, IOWA 








ECRET OF OUR 
One UCCESS IS 
ERVICE 


Cash Capital $200,000.00 


We have a contract for you under which your 
income will be limited only by your activities. 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY micticis 


V. D. CLIFF, President 











Success. 
for. A letter to the 











WE ARETILLING OUR HOME SOIL 


Ohio, Michigan and West Virginia in which ter- 
ritory we can place to their advantage good men, 
who are not too big to realize that WORK Spells 
You may be the man. we are looking 

How Office will bring an answer. 


THE CLEVELAND LIFE 


WILLIAM H. HUNT, President’: 
Howard S. Sutphen, Vice Pres. and Mgr. of Agencies, Guardian Bank Bldg., Cleveland, Ohio 

















WANTED: conn e 


dence of ability to produce substantial volume of business. 
A Real Opportunity for Right Man. 


General Agent for South Half of Illinois by Illinois’ 
only Mutual and only full Level Premium Company. Must have Al References 


Scandia Life Insurance Co. ‘itisc 
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1917 Dividends of Mutual Life | 
WHOLE LIFE 
r Issues of. ~ 
Age— Prem. 1916 1915 1914 1913 1912 1911 1910 1909 1908 1907 
Tes eeind $17.40 $ 3.23 $ 8.31 $3.39 $3.48 $ 3.57 $ 3.67 $3.76 $3.86 ..... cee. 
6 -73 3.29 3.37 3.46 3.55 3.65 3.74 3.84 a ee . 
eccetee 4 3.35 3.44 3.58 3.63 3.73 3.83 3.93 4.04. ee 
342 3.51 361 8.71 881 891 4.02 4.18 . 
3.49 3.58 3.68 3.78 3.89 4.00 4.11 4.22 . . | 
tT” oe ve yee” dee eae” Se Ge © eerie: | 
3.64 3.74 3.85 3.96 4.07 4.19 4.31 4.43 $ 4.56 $ 4.69 
3.73 3.83 3.94 4.06 4.17 4.30 4.42 4.55 4.68 4.82 sec) 
3.81 3.92 4.03 4.15 4.27 4.40 4.53 4.66 4.80 4.94 
3.90 4.01 4.13 4.25 4.38 4.51 4.65 4.79 4.93 5.08 
; 3.99 4.11 4.24 4.36 4.50 4.63 4.77 4.92 5.07 5.22 —in— | 
4.08 4.21 4.34 4.47 4.61 4.75 4.89 5.04 5.20 5.36 
4.19 4.32 4.45 4.59 4.73 4.88 5.03 5.19 5.35 5.51 
4.30 4.43 4.57 4.72 4.86 5.02 5.17 5.34 5.50 5.68 
4.40 4.54 4.69 4.84 4.99 5.15 5.31 5.48 5.66 5.83 
4.58 4.67 4.82 4.98 5.14 5.31 5.48 5.65 5.83 6.02 
4.65 4.80 4.96 5.12 5.29 5.46 5.63 5.82 6.00 6.20 " 
4.77 4.93 5.10 5.26 5.44 5.62 5.80 5.99 6.19 6.38 an 
4.92 5.09 5.26 5.43 5.61 5.80 5.99 6.19 6.39 6.60 
5.06 5.23 5.41 5.59 5.78 5.98 6.18 6.38 6.59 6.81 : 
5.22 5.40 5.58 5.77 5.97 6.17 6.38 6.59 6.81 7.03 
5.37 5.56 5.75 6.95 616 637 658 680 7.08 7.26 
5.54 5.74 5.94 6.15 6.36 6.58 6.80 7.03 7.27 7.51 
5.73 5.93 6.14 6.36 : 58 ; 81 7.04 7.28 7.52 7.77 
—— 5.92 6.13 6.35 6.58 81 -04 7.29 7.54 7.79 8.05 | R { 
6.13 6.35 6.58 6.81 7.05 7.30 7.55 7.81 8.07 8.34 ll t W | t ct 
6.34 6.57 6.81 7.05 7.80 7.56 7.82 8.08 8.36 8.63 XCEe en ene a on fa S 
6.57 6.81 7.06 7.31 7.57 7.84 8.11 8.38 8.67 8.95 
MO 6.81 7.06 = 700 1.88 8.18 8.41 8.70 8.99 9.29 Di e h h C 
2 7.06 7.33 7.6 87 15 44 8.73 9.03 9.33 9.63 
— is tn te of se Ste oe fe Se Irect with the Company 
7.63 7.91 8.21 8.50 8.81 9.12 9.43 9.74 10.06 10.38 
7.94 8.24 8.5 8.85 9.17 9.48 9.81 10.18 10.46 10.79 
8.27 8.58 8.89 9.21 9.54 9.87 10.20 10.54 10.88 11.22 
calcue 8.62 8.94 9.27 9.60 9.94 10.28 10.62 10.97 121.32 11.67 
8.99 9.33 9.67 10.01 10.36 10.72 11.07 11.43 11.78 12.14 
ed. 9.39 9.74 10.09 10.45 10.81 11.17 11.54 11.90 12.27 12.64 e e 
9.82 10.18 10.55 10.92 11.29 e 12.04 12.42 12.79 18.17 ( d Ie 
10.27 10.65 11.03 11.41 11.79 18 12.57 12.95 13.84 13.73 
10.75 11.14 11.53 11.98 12.33 12.73 18.12 13.52 13.92 14.81 t W st 
11.26 11.67 12.07 12.48 12.89 13.30 13.71 14,12 14.53 14.93 uaran ee O O O 1c es 
—— 11.81 12.23 12.65 13.07 13.50 13.92 14.34 14.76 15.17 15.58 
12.40 12.83 13.27 13.70 14.14 14.57 15.00 15.43 15.86 16.28 
13.03 13.48 13.93 14.38 14.82 15.27 15.71 16.15 16.58 17.01 
13.70 14.16 14.62 1509 15.55 16.00 16.46 16.91 . 17.35 17.78 
ilding 14.41 14.89 15.37 15.84 16.32 16.78 17.25 17.71 18.16 18.60 
— 20-PAYMENT LIFE Address 
Issues of —~ 
1915 1914 1913 1912 1911 1910 1909 1908 1907 
$ 4.55 $ 4.76 $ 4.98 $5.21 $545 $5.69 $5.95 ..... coer. 
4.62 4.84 5.06 5.29 5.53 we G06 ; scce ecees 
4.70 4.92 5.15 5.38 5.63 5.8 oe cecce 
4.77 4.99 5.23 5.47 6.72 5.98 CBB cncce eecce 
oe 606 58 600. Om Bem OB ile Stas 
4.93 5.17 5.41 5.66 592 619 647 ..... aed 
6.01 5.25 5.50 5.75 6.02 6.29 6.58 $6.87 $ 7.17 
510 5.35 5.60 586 618 641 6.70 7.00 7.31 
5.20 545 5.70 5.97 624 653 682 7.138 7.45 
sey 5.29 5.55 5.81 6.08 6386 665 695 7.26 7.58 
5.39 5.65 5.92 620 648 6.78 7.08 7.40 7.73 ringfield, Illinois 
5.50 5.76 6.03 6.31 6.61 6.91 7.22 7.54 7.88 Sp s x 
ies 5.61 5.87 6.15 6.44 6.74 7.05 7.36 7.69 8.04 
5.72 5.99° > 27 : 4 bye oan Ly 3 be a 
5.84 6.12 41 0 é 0 ls : 
_ 596 624 6.54 684 716 7.49 7.83 818 (8.54 NDUSTRIAL CONCERNS throughout the land are proving the 
i ‘ e 5 ° 5 5 . A sth : y : Hy 
nilding 628 655 688 (715 748 7.89 818 8.64 8.98|] patrtotism “A i nee be pare pero staffs rar Sa The 0 
6.37 6.6 6.99 1 ; 8.00 36 = 8.7 ll dential will — Sy Jor firms to insure their wor ° 
6.51 683 7.15 748 7.82 818 855 892 9.82 “al a make t easy for fi 
A.LA 6.67 6.99 7.32 7.66 8.01 8.37 8.74 9.13 9.58 
MINER 700 «7886768808, «84ST O88 OST OOS 
7.00 -33 68 \e . . i ° : ° 
718 7.52 187 8.28 8.60 8.99 9.89 9.80 10.98 Family Insurance has placed America First 
71 ; : “4 a Te 
> te te tte tn aoe 4 in Life Insurance, and Group Insurance will 
7.56 7.92 9 8 5 . 9 10 , 
+ ese 7.77 813 851 889 9.29 9.70 10.12 10.56 11.00 help to keep it there. 
7.99 8.37 8.75 9.14 9.55 9.97 10.40 10.84 11.29 : 
8.22 8.60 9.00 9.40 9.81 10.24 10.67 11.12 11.68 STRENGTH OF fk 
our aa $80 830 Sar 000 1008 logy Hae Lg ceva ; ae 
: ; ‘ , : ‘ . . : The Prudential me Grou an. 
; 9.00 941 9.88 10.25 10.69 11.14 11.60 12.07 12.55 he I udential has a f fe 
| mh nod ie BS be ae he ee ‘et Les wide Sead fe A ceed oe 
. 6 0 A . ° < ; ; ; a 
49......... 5445 9.52 9.94 10.37 10.81 11.27 11.73 12.20 12.68 18.17 18.67 that has tried it. Send for brief, forceful de 
aIT 50..2... 6.17 (9.86 10.29 10.73 11.18 11.64 1211 12.59 13.07. 13.57 14.08 Scriptive circular. , 
51........- 58.01 10.22 10.66 121.11 11.57 12.04 12.51 13.00 13.49 18.99 14.50 
BES BE RS RS He Be BS Ee Re ieee ieee | 
BBs vcccces + 62.06 1.02 4 11. ; ‘ . . \< . 
54.....s++- 6429 11.46 11.93 12.40 12.89 18.38 13.88 1438 1489 1641 1693|] THE PRUDENTIAL INSURANCE CO. OF AMERICA 
ney | Sees . 66.69 11.93 1241 12.90 13.89 1889 1439 14.90 15.41 15.94 16.47 Seinietdeed enihebshe ene Ee 
ae ur etcbibie sad of FOREST F. DRYDEN, President HOME OFFICE, NEWARK, N. J. 
I f —~ 
Age— Prem. ‘ 1916 1915 1914 1918 1912 1911 1910 1909 
| $48.62 $6.04 $6.52 $7.02 $7.54 $8.08 $8.64 $9.21 §$ 9.81 
Dgiccckecnhanicca ne 610 658 7.08 760 813 869 927 9.87 
ae ceeee 48.89 6.17 6.65 7.15 7.67 8.20 8.76 9.34 9.94 
T- % 624 6.72 7.22 7.74 827 888 9.41 10.01 
hie i 18 if if 82 881 The Nation Needs Its Busi 
‘38 860i : ; t t 
n, nao be Tad oe B48 gs as € Nation Needs its Dusiness 
6.54 7.0 . , % . x \ tie pees ey 
Is 6.63 711 7.61 818 866 922 9.80 10.40 Not less patriotic than those who serve the nation in 
6.71 7.19 7.69 821 8.75 931 9.88 10/48 ye . : 
ig ca a a ae” ae ae ee ee organizations directly connected with the war, are those 
ar rs a Yt a sO YS OT who keep the wheels of business steadily turning. Their 
ee 7.12 7.60 8:10 8.62 9.16 9.72 1029 10.89 work contributes to the country’s moral poise, and, as well, 
7.24 7. m ° . . x . : $ ; : 
os: 56 ae ae. oe ae oe keeps sound the financial foundation on which our great 
: 749 7.98 848 9.00 9.54 10.10 10.68 11.87 part in the war must rest. Life insurance is one of the 
:  pbaapber ROR RIM st 87 9399.88 10.30 10.92 157 great conservators of national resources, through its pro- 
i 7.94 4 ; ; : k ‘ i : : : 
io in oan: 2S oS oe oe oe oe tection of the myriad homes of the people and the businesses 
8.28 68.77 9.87 9.80 10.84 10.90 11.48 12.08 which furnish their maintenance. Life insurance has there- 
monienie 846 8.96 ; : =: : : : : eet 
semanas 8.67 9.16 9.67 10.20 10.74 11.80 1188 12.48 fore a great opportunity and a great duty in this time of 
tg te Ee Be ae ge eel] ccisis 
9.12 9.62 10.1 : : : : a 
9.37 988 1039 10.92 1147 12.08 1261 13.20 Occasionally we have a General Agency opening. 
9.64 10.14 10.66 11.19 11.74 12.30 12.88 13.47 
9.93 10.43 10.95 11.49 12.03 12.60 13.17 13.76 JOSEPH C. BEHAN, Superintendent of Agencies 
1024 10.75 1127 «lL 1285 12.92 1849 14.08 y 
. 11.0 11.61 12. . . } \. ps 
4 1093 4s Hor est gos ieee da) to Massachusetts Mutual Life Insurance Company 
11.31 11.83 12.3 . . 5 . \e " 
11.72 1224 12.78 18.32 13:87 1443 15.01 . 15.60 SPRINGFIELD, MASS. INCORPORATED 1851 
ae 12.17 12.69 18.98 14.38 14.89 ‘ 16.05 ‘ 
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Not seeking men who 
sell insurance, or 
sell big policies, or 
sell lots of policies 


But we do seek men 
who sell service 





Only in Wisconsin 





surance Company 
Home Office Madison 


40% Increase in Paid 
O New Premiums 


-—that tells the 1916 story 


of Fidelity progress. 
Direct leads and the Fidelity ‘‘Income 
for Life” plan are making money for 
Fidelity field men. Any man who can 
sell life insurance can sell MORE 
Fidelity insurance. 

Write to-day— 


Fidelity Mutual Life 


Insurance Company, Philadelphia 
Inc. 1878 Walter Le Mar Talbot, Pres. 


























REAL PROTECTION AT COST 
AS WRITTEN BY THE 
American Health and Accident 


Insurance Co. 
POLICIES TO MEET 
... EVERY NEED .... 

An Attractive Side Line for 
: Life Men. 
ADDRESS THE COMPANY, TOPEKA, KAN. 





ZX DOOD O-4 <0 DOOM O<>U 


EXPLAINS PAYMENT 





DIVIDENDS MISUNDERSTOOD 





Big Life Companies Adopt Very Liberal 
Plans in Dealing With Their 
Policyholders 





New York, July 3—Certain individ- 
uals seem to be misinformed as to the 
practice of the New York Life, Equit- 
able, and Mutual in regard to the pay- 
ment of annual dividends after the second 
year. When new methods were intro- 
duced in 1907, following upon the leg- 
islative inquiry of 1906, the New York 
Life began paying dividends after the 
second year, without waiting for the 
payment of the third annual premium, 
and it has followed this method since 
and is following it today. It has made 
no change since then. 


Equitable Follows Suit 


The Equitable in 1907 adopted a plan 
of paying first years’ dividends, but on 
Jan. 5, 1917, the society determined to 
begin the payment of dividends on all 
policies at the end of the second year, 
whether such policies are renewed or 
not. The intention is to substitute for 
the first year’s dividend heretofore paid 
a special dividend in the fifth year of 
insurance, and it is the expectation that 
similar special dividends will be paid 
at the end of each fifth year thereafter. 


Mutual’s Plan 


The Mutual beginning with its or- 
ganization in 1843, paid dividends at 
the end of five-year periods until 1863, 
when it changed to the annual dividend 
plan, paying the dividend at the end of 
the first year. Beginning with January 
1, of the present year, it adopted the 
rule of paying the first year’s dividend 
upon payment of the second year’s pre- 
mium, all dividends to be paid there- 
after whether subsequent premiums are 
paid or not. 


What Company Insures Him? 


That all dependents should know in 
what company their father or husband 
is insured is the opinion of Insurance 
Commissioner Harvey Wells of Ore- 
gon. He has issued a suggestion of 
this kind to the public. 

During the last 10 days three in- 
quiries have been directed to the in- 
surance department from women who 
are asking aid of this office to ascer- 
tain in what company the life insur- 
ance policy which the father or hus- 
band carried was issued. 

It is almost impossible with the num- 
ber of companies or fraternal societies 
doing business in the United States to 
find in which particular company or so- 
ciety the policy was written. Years 
lapse, records are destroyed and the 
statute of limitations becomes a bar to 
further proceedings. 


Starts Patriotic Contest 


The Security Life of Chicago has in- 
augurated for July and August a patri- 
otic prize contest. It will give Liberty 
bonds as prizes, the man writing the 
largest volume getting a $100 bond and 
the second largest writer getting a $50 
bond. Other prizes are to be given for 
those who qualify writing certain 
amounts of business. It will give 5 per- 
cent extra commission on all business 
writen on July 3 and 4. 


Ohio National’s Convention 


The Ohio National Life will hold its 
annual agency convention at Cedar 
Point, Ohio, August 9-11. The com- 
pany has already gained this year 
$1,300,000 of business in force and col- 
lected $40,000 in first year’s premiums. 
It has written during the year $2,400,000 
and issued about $2,000,000. The com- 
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The Company OF the People, BY the People, FOR the People 


The Metropolitan Life 


Insurance Company 


Incorporated by the State of New York 


Home Office, One Madison Ave., New York City 











Proof of Public Confidence 


This Company has more premium-paying business in force in the United 
States than any other Company, and for each of the last eighteen years has had 
more new insurance accepted and issued than any other Company in America. 


The Daily Average Business During 1916 
701 per day in Number of Claims Paid. 8,304 per day in Number of Poli- 


cies issued and revived for $1,969,823 per day in New Insurance issued, revived 
and increased. $376,827.40 per day in payments to Policy-holders and addition 


to Reserve. $220,509.26 per day in Increase of Assets. 




















Central States Life Insurance Company 


St. Louis, Missouri 


Insurance = Force, $24,000,000.00 


JAMES A. McVOY, Vice President and General Manager 


























GA OnThe firin 9 Line With 
Our Iniple Option Bhic y 
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Massey Wilson-Fes.,... 








‘ DIXON W. PLACE, Pres. 
A. S BURKART, V. P. & Gen. Mgr. 
WM. MELL, Sec’y. 


Conservative Life Insurance Company 
of America fNpustRiaL 


We have some splendid openings for experienced 





: industrial insurance men in our Monthly payment de- 
i esa partment, and some first class territory for Ordinary 
Fy. LAWS OF THE STATE 
fh. AY ‘A. S. BURKART, V. P., 





South Bend, Ind. 


seal 

















pany is aiming at $4,000,000 of business 
this year and $2,500,000 gain. 





Wanted in Illinois, Indiana and Pennsylvania 


100 Industrial Agents 
20 Assistant Superintendents 
5 Superintendents 


WHO KNOW HOW. 3 
For new Industrial Work—to open new territory © 
and to sell the best thing going. 

Address Industrial Department 


Western Life Indemnity Company 
604 Masonic Temple, Chicago, Ill. 


33 years’ continuous and successful career. Now known and called “THE OLD RELIABLE.” 


GEN. GEO, M. MOULTON, President J. L. MITCHELL, General Agency Manager 
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SUE ROYAL ARCANUM 


DEMAND RECEIVER BE NAMED 








Beneficiaries of J. C. Bury Allege Policy 
Not Paid—Order Holds 
Ground 





St. Louis, Mo., July 2—Suit for a re- 
ceiver for the Royal Arcanum, directed 
against the Supreme Council of that 
order, has been filed in the federal dis- 
trict court here by J. A. Jenkins, E. F. 
Brady, Ethel S. Bury, Annie C. Bury, 
L. M. Ottofy and E. W. Dehlendorf. 
The petition asks that the officers be 
compelled to make an accounting, that 





they be restrained from paying out | 


money or withdrawing money on de- 
posit in Missouri and that a receiver 
be appointed to take charge of the prop- 
erty of the order in Missouri and in the 
jurisdiction of the. court. 

Jenkins, Brady, Ottofy and Dehlen- 
dorf are members of St. Louis lodges 
of the order. Ethel and Annie Bury 
are beneficiaries of James C. Bury, Jr., 
whose $3,000 policy, it is alleged, has 
not been paid. The petition states that 
the defendant Supreme Council is try- 
ing to suspend Ottofy on account of 
a controversy relating to dues and as- 
sessments. 


It is alleged that the trust reserve 
was dissipated in 1915 by using $1,500,000 





membership it is impossible to rehabili- 
tate the order. 

A suit for a receiver was filed against 
the Royal Arcanum in Boston a few weeks 
ago. A Federal judge there appointed 
Thomas J. Boynton, as temporary receiver, 
but on June 15, the United States circuit 
tad of appeals set aside the receiver- 
ship. 


RAIL FINANCES 
PERIL INSURANCE 


(CONTINUED FROM PAGE 1) 


obliged to default on no less than $82,- 
000,000 of interest on these securities. 
An assumed rate of interest running far 
into the future is one of the two prime 
factors underlying the basis of the life 
insurance structure; that must be 
earned or the whole structure is threat- 
ened. Interest is assumed to be con- 
stant on all money in the sinking fund. 
No allowance is made for any default. 
Said Mr. Kingsley: “The companies 
are obliged to assume that the state 
which so sternly supervises them, will 
use the same power to see that the 


percent in 1904 to 38 percent in 1916. 
On Jan. 1, 1916, the market value of 
twenty-five selected bond issues of 
railroads was $107,000,000 below the 
amortized value. 


Need For Action 


In every important respect the roads 
are rapidly deteriorating. Their upkeep 
is at a standstill and declining, 
are congested, side-tracks 
with cars, the cost of coal and main- 
tenance is going up, along with all es- 
sentials of construction. The Adam- 
son law increased the cost of labor by 
$60,000,000. And now the government 
demands excessive carrying facilities 
for crops, war supplies and men, and 
denies relief in the form of increased 
rates. 


Foster Goes to Des Moines 


Willard H. Foster, manager of the 
eastern Pennsylvania office of the 
Royal Union Mutual Life has been 
transferred to the home office, where 





faith that lies back of these securities 
is also kept.” 


Companies Depend Upon Boads 


The investment of life insurance com- 
panies in railroad securities is so large 
that their prosperity is directly related 
to that of the roads. That this is a 
question of large public importance ap- 
pears when it is remembered that the 
outstanding insurance of American life | 
insurance companies exceeds $25,000,- | 
000,000, and immediately affects no less 


he will be superintendent of agents. 


|He is succeeded at Philadelphia by 
| Howard W. Brooks, who has been rep- 
resenting the New York Life in Phila- | 


delphia and other Pennsylvania cities 
for the last 20 years. 
been instructor in the Philadelphia 
Clearing House. Mr. Foster is the son 
of Secretary Sidney A. Foster of the 
company and is a 


extraordinary ability. He has made a | 


fine record in the east. 





they | 
are lined | 


Lately he has | 


young man of | 


CONVENTION WILL MEET 





NO POSTPONEMENT—RUSSELL 
| 





| National Association of Life Under- 
writers Will Get Together in 
Spite of War 





| Los Angeles, Cal., July 3—President 

Russell desires to have all talk of a 
| possible postponement of the annual 
| convention of the National Association 
|of Life Underwriters discontinued. 
| The executive council, after carefully 
considering the matter and listening to 
both sides, has decided, by unanimous 
vote, to have the convention as usual. 
Furthermore, the executive council 
feels that the life men owe it to them- 
selves to make the convention bigger 
and better than ever. 

President Russell has sent out a let- 
ter to all associations requesting them 
to send unusually large delegations. 

So far four life insurance companies 
have announced their agency conven- 
tions at New Orleans to afford their 
representatives the opportunity of at- 
tending the National Convention Sep- 
tember 26, 27 and 28. The four com- 
panies are the Pacific Mutual, Ger- 
mania, Federal and Volunteer State. 
| These company conventions will add 
to the National 
Other announcements are 


| some 400 delegates 
| Convention. 
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TWELVE REASONS WHY 
OUR AGENTS SUCCEED— 


1, Because—We issue both Participating and Non-Participat- 
; ing policies—a big advantage in meeting com- 
petition. 


BEHIND — 


EVERY: POLICY | 


Because—We insure both men and women on equal terms. 


e 


Because—Total Abstainers are insured at reduced rates— 








2. 
e 


as ~~ 25 a ~ _ A wonderful advantage to the agent as well 
ers | as the Insured. 
— Because—We have a farm mortgage behind every Policy. 9. Because—We are constantly extending our fields and 
No investments are made in any other securities. developing new territory and making opportuni- 
d. Rate of interest 6.2%. ties for our men. 





Because—We keep abreast of the times with Special 
Policies and all modern up to date features of the best 
policies—which sell. Policies for Total Abstainers 
a specialty. 


Because—We make}our men succeed—Each man is 
given ’assistance and: instruction until he is a success. 
Every man must make good. 


10. 





Because—All our Promotions are made from the ranks 
of our own agents, thereby giving our own men the 
advantage of all our opportunities—Something to 
work for all the time. 


12 [Because—We make good General Agents’ Con- 
. tracts direct with the Company, giving them 
full advantage of all there is in the business 

—A lifetime contract. 


PEORIA:LIFE 
INSURANCE -COMPANY 


ad MOLES. ILLINOIS 


11. 


Because—We issue the BEST income policies on both Par- 
ticipating and Non-Participating rates—Income in- 
surance is the most popular form sold today. 


Because—Our Guaranteed Paid-up Addition Policy 
will meet any competition—It guarantees to save the 
insured 4 Premiums out of 20 and gives him dividends 
besides. It may be placed on Total Abstainers. 


* Because—WE GIVE SERVICE TO POLICY HOLDERS 
: —therefore making it easier for the agent to succeed. 


WHY DON’T YOU BE A 
SUCCESS WITH US? 


BLE.” 


lanager 
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SEEING PROSPECTS 

PerHaps: the most concise recipe for 
success in the life insurance business is 
constantly being sent by the Ittrnors Lire 
to its agents “to sell policies, see peo- 
ple.” After all has been said and done, 
here is the fundamental principle of the 
life insurance business. The success- 
ful agent is constantly seeing and meet- 
ing new prospects. The man who will 
call on fifteen people a day, every day, 
and work and earnestly and _intelli- 
gently present his proposition, is bound 
to succeed. Too many agents nurse 
along one or two or five or six pros- 
pects who have definitely promised to 
give them business, or who contem- 
plate taking out $25,000 or more of life 
insurance and at the end of the month 
show a very small record of paid-for 
business. 

Prospects will often promise a man 
insurance and are then rejected or per- 
haps change their minds. After a few 
of these cases have been run off, an 
agent will find himself entirely out of 
prospects. The only safe way is to 
have a large average. A day is not 
wasted which does not produce any 
business if the agent has been busy and 
made a number of calls. He has at 
least secured a foundation for a future 
day’s work and the seed that has been 
sown will next week or next month 
bear fruit. 

The agent who has accumulated 
twenty-five real prospects is much bet- 
ter fortified than the agent who is 
“working on” a $25,000 case. If the 
$25,000 man is rejected, or after con- 
siderable canvassing turns down the 
proposition, that agent’s effort has been 
wasted. However, if five of the other 
agent’s prospects fail to do business 
he has twenty others to work on and 
is pretty certain of landing at least 
one of them. The men who write the 
big cases are on the go constantly, not 
seeing one or two prospects in a day, 
but meeting and creating new prospects 
all the time. 





SYSTEM 


THE importance of system and of being 
systematic is being urged from all sides. 
Too many, however, confuse system 
with habit. Habit is like a cable—every 
day we weave a thread and soon we 
cannot break it. Many life men feel 
that their lives have become very well 
ordered, when as a matter of fact the 
strict rules to which they adhere are 
hampering them every day. 

Too many agents feel that they must 





arrive at the office the same time each 
day, work a certain number of hours 
before lunch, go to lunch at the same 
time and stop working in the evening 
at approximately the same time each 
day. Such a man often allows his can- 
vassing talk and presentation to be- 
come “wooden.” A life agent should 
be ready for any emergency. He 
should be as ready to make appoint- 
ments in the evening as during the 
working hours of the day. A great 
many life men do the majority of their 
business after the supper hour, when 
the prospect is at home and more likely 
to be in a receptive frame of mind. It 
is important that an agent outline each 
evening the work for the following day. 
However, the program should be so 
elastic as to permit of almost any 
change necessary, and certainly any 
change which will get or lead-to busi- 
ness. Many agents whose program 
does not go off in the regular and 
usual manner during the early part of 
the morning are upset for the remain- 
der of the day. A man who finds him- 
self in this condition should change his 
tactics. If he has formed the daily 
habit of going to his office before start- 
ing out, he should some morning start 
cut directly from his home, eat lunch 
at a different hour and at a different 
place, work in a section of the city with 
which he is unfamiliar and put him- 
self out of a rut. The change will put 
a new interest into the work and, what 
is more important, will usually produce 
some business. 








USING SIMPLE TERMS 


VicE-PRESIDENT R. W. StTEvENS of the 
Itxtrnors Lire thinks that one of the 
most common errors of an agent and 
particularly new men in the business, 
is to use too freely technical terms and 
to present a proposition in a way that 
confounds the ordinary prospect be- 
cause of his unfamiliarity with life in- 
surance nomenclature. Mr. StTEvENS 
therefore feels that one of the prime 
functions of the agent is to translate 
in universal language the features of 
the policy and rate-book. The simplest 
language used is the best and most 
forceful. 

Mr. Stevens thinks that when a policy 
is being presented an agent should 
“have a heart.” The prospect must 
really be taught as to life insurance, 
especially when it comes to its more 
intricate phases. The life insurance 
contract is clear and comprehensible if 
it is interpreted in the right way. Mr. 
STEVENS says that the two features of a 
policy regarding which, considered 
from the standpoint of all parties at 
interest, the policyholder should know 
the least about he knows the most 
about, namely, loan values and cash 
values. The terms “paid-up insurance” 
and “extended insurance,” according to 
Mr. StTEvENS, need to be explained to 
the average prospect. They should be 
stated in terms of what they mean and 
not in the language of the policy. 





He only intended to wait another 
week before taking out a policy, but 
that was too long. In less than that 
time he was entering on a long illness, 
and the insurance was, consequently, 
unavailable. 





Personal Glimpses of 
Life Underwriters 


— 


Smith & Norton, general agents of 
the Massachusetts Mutual Life for 
Tennessee, stand well to the forefront 
in their war work, J. H. Smith, the 
senior member of the firm, being at 
the head of the Red Cross movement 
in Tennessee, and J. D. Norton, the 
yeunger member, being in training at 
Ft. Oglethorpe for a berth with the 
army of Uncle Sam at the French bat- 
tle front. Mr. Smith as executive chair- 
man of the Red Cross has added over 
10,000 members and in an allotment of 
$150,000 for Nashville in the Red Cross 
war fund movement, he stretched the 
sum $180,000 and altogether in middle 
Tennessee secured over $300,000. 





R. A. Henry, general agent of the 
Reserve Loan Life at Nashville, Tenn., 
belongs to a family of two brothers 
and one sister that will furnish Uncle 
Sam with eight stalwart soldiers on 
the battle front.in the war. Two sons 
of Mr. Henry, who have worked life 
insurance with their father, but who 
are now young members of the bar at 
Nashville, are in training at Ft. Ogle- 
thorpe. These two are Robert S. and 
Douglass Henry and each says that 
should he fail to get a commission he 
will enlist as a private. 


Rough Notes, the well known Indian- 
apolis weekly insurance paper, one of 
the most substantial in the country, an- 
nounces a new departure of its regular 
weekly news service. Hereafter Rough 
Notes service will consist of four dif- 
ferent papers. On the first Thursday 
of each month, Rough Notes itself will 
issue, devoted to efficiency, system and 
salesmanship in general insurance. 
The second Thursday of each month, 
Fire Protection, the Cincinnati publica- 
tion devoted to fire protection, preven- 
tion and insurance engineering will be 
the second part of Rough Notes serv- 
ice. The third part will be the In- 
surance Salesman, devoted to life in- 
surance field work. The fourth in the 
series will be the Casualty Review, de- 
voted to personal accident and health 
insurance. The price of $3 a year will 
be made for the complete service, $2.50 
a year for any three editions, $2 a year 
for any two editions and $1.50 a year 
for any one edition. This makes a 
very complete service covering the 
world of insurance in an educational 
and sales way that is destined to have 
a big effect. All these publications will 


be printed at the Rough Notes plant ! 


in Indianapolis. 


The Mutual Benefit speaks of W. A. 
Gillespie’s recent big case as follows: 

“W. A. Gillespie, of the Peoria, IIl., 
agency, recently wrote a banker age 60, 
for $32,000, and could have written him 
for more but for the fact that the party 
was already a policyholder and the 
above amount completed his limit with 
the company. Mr. Gillespie closed this 
business with the “inheritance tax” 
argument. Such taxes will be heavy on 
the wealthy. They will not only cut 
down an estate but they must be paid 
in cash inside of one year. As wealthy 
men generally keep their funds fairly 
closely invested it might mean the 
sacrifice of some securities to raise the 
amount needed to pay the tax. Inci- 
dentally Mr. Gillespie collected a pre- 
payment. See the wealthy men in your 
community and present insurance to 
them for tax reasons.” : 


Col. Fred W. Fleming, vice-president 
of the Kansas City Life. achieved great 
distinction in the Red Cross campaign. 
He was chairman of the finance com- 
mittee. The subscriptions from Kan- 
sas City amounted to over $1,000,000. 
At the final round-up and banquet, R. 
A. Long. one of the big business men 
of the city, paid a notable tribute to 
Colonel Fleming, presenting him on 
behalf of the citizens with a silver 
water pitcher and tray marked by two 
red crosses and with a suitable inscrip- 





tion. The Kansas City Times, in re- 
ferring to- Colonel Fleming, speaks of 
him as follows: 

In the great Red Cross campaign one 
man was on the job night and day. His 
work began two weeks in advance of the 
campaign and it continued to the very 
end. He worked out the most effective 
money getting organization this town has 
ever had. -He mapped out the plan of 
operations. He aroused the enthusiasm 
of every worker. He got an energy and 
vigor into the organization that surpassed 
the achievements of any private business. 
Today Kansas City throws up its hat for 
Col. Fred W. Fleming, chairman of the 
Red Cross finance committee, organizer of 
victory! 


Rufus G. Poland, of Lewiston, has 
been appointed state auditor and in- 
surance commissioner of Montana, suc- 
ceeding the late William Keating. He 
will hold office until January, 1919, 
when a candidate elected by the vot- 
ers at the election in the fall of 1918 
will take office. Mr. Poland is a native 
of Montana. He is 40 years old and 
was educated in the east. Upon return- 
ing to Montana in 1904, he became dep- 
uty county treasurer of Fergus coun- 
ty. Subsequently he was elected coun- 


ty treasurer, which office he held for. 


two terms. He is well and favorably 
known in the state and was chosen for 
his new office by Governor Stewart 
from a large field of candidates. 


William King, who has been agency 
supervisor of the Missouri State Life 
and head of its school of instruction has 
resigned and has joined the force of 
the Brandle Motors Company of St. 
Louis. Guy Wilson, who was formerly 
manager of the Missouri State Life’s 
home office general agency, is vice- 
president of the Motors Company. Mr. 
King has taken high rank in the life 
insurance world, both as a producer, 
organizer and instructor. 


N. P. Hull, president of the Grange 
Life of Michigan, is a member of the 
state council of defense in Michigan. 
He is taking an active part in the 
work, is an authority on agricultural 
lines and farm products. He is a mem- 
ber of a committee of seven who will 
work out a plan for supplying the 
United States and the allies with milk, 
cheese, butter, eggs and poultry. 


Three men have gone into the service 
from the local office of the Berkshire 
Life in Chicago. Victor S. Larson, 
assistant cashier, is at the Great Lakes 
training station; W. T. Blackwell, ste- 
nographer, joined the First Illinois In- 
fantry, and Miller, agent, has 
gone to France to drive an ambulance. 


‘Vice-President D. M. Baker of the 
Pacific Mutual Life is spending the 
summer looking after the agencies in 
the field and traveling out of Chicago. 
He is being assisted by Harry J. Brown, 
who is in charge of the supply depart- 
ment of the company. 

Robert J. Williams, local agent for 
the Bankers Life of Des Moines, Iowa, 
won the Fieldman cup offered by the 
company for the greatest amount of 
issued business: The Des Moines office 
also won the secretary’s cup for the 
greatest average per man. 


H. D. Emmert, cashier of Emmert 
Bros., general agency of the North- 
western Mutual Life at Muskogee, 
Okla., has enlisted in the officers train- 
ing corps at Ft. Logan H. Roots, Ark. 


N. J. Frey, manager of the Wisconsin 
Life of Madison, Wis., is back at his 
office after an extended illness. 


Fire, casualty and life insurance men of 
Nashville combined in giving a luncheon 
to retiring Commissioner Dunbar, of 
Tennessee, Monday. Resolutions com- 
mending his administration and express- 
ing regret at his retirement from the 
office were adopted. The resolutions com- 
mittee consisted of Irvine G. Chase, J. O. 
Treanor, H. Hayes Hartnett, R. C. Web- 
ster and Miss Julia Hindman. Mr. Dun- 
bar will go with the Southeastern (Fire) 
Underwriters Association. 
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LIFE AGENCY CHANGES 


IS GENERAL SUPERINTENDENT 








Frederic Montagu Nettleship Takes 
Important Position With the 
Pennsylvania Mutual 





Frederic Montagu Nettleship has 
been appointed general superintendent 
of the Pennsylvania Mutual Life of 
Philadelphia. Mr. Nettleship was born 
in the business, as his father, George 
Montagu Nettleship, has been con- 
nected with a number of companies 
and is now located at Cleveland as 
Ohio manager of the Century Life of 
Indianapolis. F. M. Nettleship has 
served in both field and home offices in 
the past. The Pennsylvania Mutual 
operates in Pennsylvania only. It 
writes both ordinary and _ industrial 
business, having about $8,000,000 of in- 
surance in force. 





COLUMBUS MEN PROMOTED 





Warwick Resigns General Agency to 
Become Vice-President of Up- - 
per Arlington Land Co. 





H. S. Warwick, who has been gen- 
eral agent of the State Mutual Life at 
Columbus, has resigned as of July 1 
to become vice-president and general 
manager of the Upper Arlington Land 
Company. He will be succeeded by 
Frank K. Winkler, who for three years 
has been with the Union Central under 
Lot L. Brown at Columbus. 





Hicks Gets, Pacific Mutual 


Philip H. Hicks of Nashville has se- 
cured the middle Tennessee agency of 
the Pacific Mutual and has opened of- 
fices in the Stahlman building. Here- 
tofore the entire state has been under 


Michigan Mortgages 
FOR SALE 


On Lands and Properties 


increasing in value more rapidly 
than in any other state in the 
Union. Interest 5 to 7%. Title 
Guaranteed. 


MITCHELL & CO. 
604 Masonic Temple, | CHICAGO, ILL. 








the Memphis office, but Mr. Hicks will 
have charge of the middle section of 
the state. 





Life Agency Notes 


The Fox Insurance Agency, doing a gen- 
eral insurance business at Rockwood, 
Tenn., will represent the Atlantic Life in 
its life department. 

W. A. Canon, a solicitor at Nashville 
for the Cotton States Life, has become 
general agent at Joliet, Ill., for the Inter- 
mediate Life Assurance Company of 
Evansville. 

McCutcheon & Drake, large real estate 
operators, have been appointed local 
agents of the Atlantic Life at Jackson, 
Tenn., by Robt. S. Fletcher, Jr., district 
agent at that point. 

The American National of Galveston, 
Tex., has added the following new men 
to its Galveston sales department: 
D. W. Pelsue, S. M. Barton; D. B. Barton, 
E. M. Suddarth, T. F. Donnegan. 

Stephen A. Beauchamp has been ap- 
pointed district manager for the Reliance 
Life, with headquarters in Calumet. His 
territory will include Houghton, Ke- 
weenaw and Baraga counties, Michigan. 

New agents for the ordinary department 
of the Independent Life of Nashville are: 
W. H. Ware and G. F. Darrington, Adams, 
Tenn.; Gary Hutt, Clarksville, Tenn.; Lee 
McCartney, Gainesboro, Tenn., and O, P. 
Williams, Henegar, Ala. 

Lon W. Long, who since Feb. 1, this 
year, has been general agent ot Nashville 
for the Security Mutual Life of New York, 
goes back to the same position at Bir- 
mingham, Ala., where he represented it 
fon several years before coming to Nash- 
ville. 

The American Bankers has engaged 
R. S. Allen, formerly with the Prudential 
Insurance Company; W. J. Pringle, for- 
oe in the advertising business, and 
C. H. Richards, formerly a match sales- 
man. Mr Allen and Mr Pringle will work 
in Kansas City, Mo., and Mr. Richards 
will travel in Kansas. 

Dabney & Martin, general agents at 
Nashville for the Union Central Life, have 
arranged for the following representation 
for that company: Davis & Russell, to 
be district managers for Obion and Lake 
counties, with headquarters at Union City, 
Tenn., and Baxter J. Fields, to be district 
manager for Weakley county, with head- 
quarters at Marton, Tenn. 


Prize Essay Judges 


The National Association of Life Un- 
derwriters announces that the judges 
in the annual prize essay contest are 
Judge Charles Evans Hughes of New 
York, formerly of the United States 
Supreme Court, former Governor John 
M. Slaton of Georgia and Henry: Bar- 
rett Chamberlain of Chicago, editor of 
Chamberlain’s Magazine, publicity ex- 
pert and former managing editor of 
the Chicago Herald. The subject of 
the essay is “The Service of a Life In- 
surance Agent to the Nation in Time 
of War.” 





George C. Stirda, a western life man, 
died of acute indigestion June 26 at St. 
Louis. Stirde was formerly general agent 





THE MINNESOTA MUTUAL LIFE 
E. W. Randall INSURAN CE COMPANY T. A. Phillips 


President Sec. Actuary 
Two Real General Agency Openings 
in MICHIGAN 
Our General Agency Contracts are Permanent Money Makers 
Liberal Cash Allowance 
ST. PAUL, MINN. 


Good Commissions Splendid Renewals 


E. S. ALBRITTON, Supt. of Agencies 











BIG CHANCE 


THREE GENERAL AGENCIES now open in the GIANT 
BADGER AGENCY of 


THE CENTRAL LIFE 


WISCONSIN. The land of Milk and Honey for live insurance men. 
Write today for particulars. 


A. C. LARSON, State Manager, MADISON, WIS. 

















NATIONAL LIFE 
ASSOCIATION, Des Moines, Ia. 








We want a man who can show good clean 
record, for Full-Time Work. Territory in 
lowa. Strictly commission basis. Maxi- 
mum first year commission for Hundred 
Thousand Dollar Men. Over Five Mil- 
lion in force in Iowa. Will write Three 


Million 1917 
Address. JAS. H. JAMISON, Pres. 


MONEY MAKING 


Contracts for 


MEN in MICHIGAN 
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for the Aetna Life, and has been with 
the New York Life since 1898. 





THE AVERAGE EARNINGS OF THE AGENTS OFTHE 


Standard Life Insurance Company 
OF PITTSBURGH 


are higher this year than ever before. Our attractive Accident 
and Health Policies have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 


FRANK A. WESLEY 


Vice-President and Director of Agencies 
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GOVERNMENT TO HAVE 
AN INSURANCE PLAN 


(CONTINUED PROM PAGE 1) 


represented at the conference this aft- 
ernoon. 


McAdoo’s Statement 


Secretary of the Treasury McAdoo 
presided at the meeting. He opened 
the gathering, stating: 

“IT am very much gratified to have 
such a representative party of men 
come to Washington in response to this 
call. You represent one of the great- 
est benevolent agencies in America. 
We are face to face with a situation in 
the nation which calls for the highest 
patriotism on the part of citizens of 
every character, and particularly on the 
part of men of large responsibilities 
who represent great corporations doing 
business in all lines which are essential 
to the successful conduct of this war. 


President Wilson Solicitous 


“Life and indemnity insurance is one 
of the vitally important things which 
must be considered in the present ex- 
traordinary situation. The President 
has been deeply concerned about the 
proper solution of this extremely im- 
portant question of life and disability 
insurance for the men who go to the 
front and adequate provision for the 
support and protection of their fami- 
lies who are left behind. He has been 
anxious to get the counsel and coop- 
eration of the men in this country who 
know most about this problem. 


Never Attempted This Protection 


“T don’t know that any nation, until 
this war broke out, ever made any par- 
ticularly organized effort to furnish the 
men engaged in this extra hazardous 
undertaking, because that is what war 
is, the most hazardous of all kinds of 
work and of all kinds of service, this 
sort of protection. I don’t believe that 
the effort thus far made by the nations 
engaged in the struggle before Amer- 
ica came into it has been as well or- 
ganized or as comprehensive as it 
ought to be. It is at least satisfactory 
to know that all of these nations have 
been more alive to the importance of 
doing this essential thing for their 
fighting men and their dependents than 
ever before in the history of the world. 
I should like to feel that America, now 
that she is in this struggle, is going to 
do this great service for her soldiers 
and her sailors and their dependents in 
a way that is superior to that adopted 
by any other nation; and, in addition to 
that, that we do it not in a niggardly 
or grudging fashion, not as charity or 
as a’pension, but that we do it as a na- 
tion of appreciative freemen who are 
willing to compensate the men who 
shed their blood for us. They are fight- 
ing this greatest battle of all time for 
the purpose of vindicating democracy 
in the world, of reasserting liberty 
throughout the world and reestablish- 
ing peace throughout the earth upon 
the stable bases of justice. 


Has Spirit and Resources 


“T am glad that America has the 
spirit, as well as the resources, to do 
this great thing. I am glad to see you 
earnest, patriotic men come here, in 
spite of the heat of this season of the 
year in Washington, and contribute of 
your time and effort to find a right so- 
lution of this great problem. I want 


to say to you that the President appre- 
ciates your quick patriotic response to 
the invitation to attend this conference. 
I know that there is a difference of 
opinion among life insurance men as 
to the best way to grant this protec- 
tion. Some life insurance men have 
said to me very frankly that this under- 
taking is so large, the risks are so 
great, the consequences are so tre- 
mendous in a financial sense, that no- 
body could undertake this service ex- 
cept the organized people of the nation, 
which means, of course, the govern- 
ment. It may be that that is the proper 
solution. I think this is a time when 
we can all afford to have open minds 
until we thresh the problem out thor- 
oughly and try to arrive at the best re- 
sult, to reach the wisest decision. 


Wants Frank Expression 


“T hope that if, as a result of your 
deliberations, you think that this is not 
a problem for the life insurance com- 
panies but for the government to deal 
with effectively, you will tell me 
frankly. We want you to give us the 
benefit of your best judgment and 
opinion. It may be that with respect 
to disability insurance, you may have 
the same view. We want you to be 
equally frank about that and give us the 
benefit of your best judgment and 
opinion. 

Men Should Know the Plans 


“Tt seems to me that we ought not, 
as we send our men out to this war, say 
to them that they must be dependent 
upon future legislation for the granting 
of compensations which have hereto- 
fore, under our policy, taken the form 
of pensions. Our brave men should 
not be left in uncertainty or doubt as 
to what is going to be done for them 
in case either of death or of partial or 
total disability. The man who goes 
out to fight is entitled to know in ad- 
vance what a just government is going 
to do for him. He ought not to be 
left to the precarious provisions of the 
generous instincts of our people, even 
though they are the most generous 
people on earth. What could better 
prove that than this splendid Red 
Cross campaign that has been going on 
for the last thirty days? But no matter 
how generous, their generosity may not 
be great enough because their re- 
sources are not great enough to provide 
by voluntary contributions for this 
great service of justice to our men. 


Each Must Contribute His Share 


“We are not relying very much upon 
the volunteer system any more. We 
are going to organize this nation as a 
democracy ought to be organized, so 
that every man shall bear his just share 





AN IOWA COMPANY 


Operating Under lowa Reserve Deposit Law 


Policyholders of the 


EQUITABLE LIFE OF IOWA 


are safeguarded against any possible mis- 
application of the funds of the company 


SO ARE ITS AGENTS 


THE RIGHT COMPANY TO REPRESENT 


H. E. ALDRICH, Supt. of Agents, DES MOINES, IOWA 




















The Great Western Life Insurance Co. 
COLUMBUS, OHIO 


{ Now organizing with $500,000 Capital to write Life and Accident Insurance. 
{ Efficient High Grade Salesmen wanted to Place Stock. {Good territory 
and Terms to pushers. 


Address all inquiries to the company 
Hartman Building Columbus, Ohio 














OLD COLONY LIFE 


NSURANCE COMPANY 
OLD COLONY BLDG. CHICAGO, ILLINOIS 
We have at the present time particularly good openings in 
Michigan, South Dakota, Nebraska, Kansas and Tennessee. 
Insures man, woman and child from ages 2 to 60 inclusive, 
under Legal Reserve, Standard Provisions Policies (for amounts 
as small as $100 for children), with annual, semi-annual and quar- 
terly (not weekly) premiums, same for male and female. Ordinary 
(not industrial) insurance for the entire family. Greatest variety 
of contracts. 
Participating and Non-Participating. 
Such insurance facilities widen the Agent’s field and increase 
his opportunity. 
Write for a general agent’s contract to 


B. R. NUESKE, President 














Indiana National Life Insurance Co. 


INDIANAPOLIS 


Authorized Capital, $1,000,000.00 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our policy contracts are liberal and modern, having many 
features that appeal to agents and prospects. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 


Our Home Office is helpful; our agents are pleased with 
the treatment accorded them. 

















Investment Service 


For Insurance Companies 


Experience in facing and solving the 

investment problems of Insurance 

Companies may enable us to offer 
ons of advantage to you, 


We invite your correspondence. 
A. B. LEACH & COMPANY 
INVESTMENT SECURITIES 


105 South La Salle Street, Chicago 
New York - Philadelphia - Boston - London 








FELIX BROEKER, Secretary and Manager - 


The Globe Life Insurance Co. 


Offers a Golden Opportunity to a Few Good Men to 
Get in on the Ground Floor on Agency Contracts 


Company is cleanly organized, well backed with stockholder boosters all over Kansas 
We want good men and will pay them well 


For territory and particulars address 


SALINA, KANSAS 
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of the burdens of government and shall 
get equally, as far as it is possible to do H 
so, his just share of the benefits of gov- ' 
| 
| 





CO-OPERATION 


ernment. That is what we are trying H 
to do, and that is what this draft sys- H 
tem means. We are reaching out with 
the hand of government and taking 
men, sacrificing their lives, if need be, il 
in order that the might of democracy i 
may be effectively organized for this i 
struggle. And so I think that we | 
should not rely upon the volunteer | 
system of charity or generosity to | 
make just provision for the men we i 

| 

| 


O-OPERATION 

means, among other 
things, that we are giving 
our best attention to every 
representative in placing | 
life insurance contracts, 
but to those who accom- 


send to the front; we must. make cer- 
tain the relief to which they are en- 
titled. 

Voluntary System Is a Crime 


“IT remember in the Spanish-Amer- 
ican war, becoming a member of an 





Your greatest hopes will not be fully realized 
until you have signed a contract with the 


GERMAN-AMERICAN LIFE IN- 
SURANCE COMPANY of IOWA 


Home Office: Odd Fellows Bldg. 
BURLINGTON, IOWA 
For Information Address 
LOUIS H. KOCH, Vico-Pres. and Gen. Manages 








UU ANCA 
~FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 

has just issued a very interesting booklet 
‘‘Suggestions for Increasing 
Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 

















THE PEOPLES LIFE 
INSURANCE CO. 
Chicago’s Most 

















Bankers Mutual 
Life Company 


Freeport, Illinois 
PURE PROTECTION 








Annual Premium per $1,000 
WHOLE LIFE 














organization of patriotic New York 
men. I have forgotten the title, but it 
was an association for the purpose of 
caring for the dependent families of the 
soldiers and sailors who had enlisted. 
We raised a great deal of money for 
that purpose. There were thousands 
of women with small children who 
were left without means of support. 
They were dependent wholly upon 
charity. I think that is a crime. I 
think it is a crime for a great nation 
to take a man and send him out to 
fight for his country and refuse to make 
adequate provision for him and for 
those who are dependent upon him and 
who might starve except for the char- 
ity or generosity of the people among 
whom they live. 


Must Be Given Substantial Backing 


“Therefore it is, my friends, that we 
must see to it not only that every 
American soldier is equipped with the 
best that American money, ingenuity 
and skill can provide, in order that he 
may fight with the utmost effect and 
shed his blood as dearly as possible for 
his country, but that every American 
soldier shall go to the front with the 
comforting and supreme satisfaction of 
knowing that his loved ones are not de- 
pendent upon charity, but that they are 
as much entitled to compensation for 
what they are sacrificing in order that 
he may get to the front as he is entitled 
to compensation for what he does at 
the front. 


never were prepared to do them in any 
war in which we have heretofore en- 
gaged. We are making progress in 
spite of the fact that we are face to 
face with the most colossal crime in 
all history, because this war is the most 
infamous and colossal crime ever per- 
petrated upon the human race. I pray 
God, now that America has been called 
into this struggle, to play this great 
part that she may do it efficiently and 
as humanely as it is possible to fight, 
but nevertheless vigorously and relent- 
lessly in order that a peace may be 
quickly reestablished. 


‘Wants Expert Opinion 


“If you will consider what is the best 
and most rational plan, either by the 


should be adopted. What would be a 
just plan, considering the standard of 












plish most, most is given. 


We are extending this 
co-operation to Life An- 
nuity contracts also. Rates 


have been reduced. 


In five months of 1917 
a gain of 254 Per Cent 
in Annuity premiums 
has been established over 
the sum secured during all 


of 1916. 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 








Phoenix Mutual Life Insurance Company 





























Status 








Permits and riders. 
Rules as to application of clause. 
Extra premiums charged and methods used. 


Return of unused premiums. 


tions in whole or in part. 


of old policies. 


The War Clause Book 


Subject to what extra premiums and conditions. 


ORDER NOW 


The National Underwriter Co., 


— “ aoe poate ot ae ar Being compiled by The National Underwriter Company 
mpany “How much better a man can fight . . . 
ona wins: tod Aamaeen thank tia tea ee ce will be issued as soon as the Committee of Insurance 
Ordinary and | | little children from whom he has to be Commissioners makes its final report. 
separated and whom he may never see ; A 
Monthly again, at least have got support, not The book will show the following : 
Premium as psig but as a ener hPa ao 
or that for permanent Cisability, if he 
Contracts comes husks sightless Ce Santina not The war clause of each company. 
Direc i andless, a great and generous republic eu 8 : 
h te th which he was mutilated to help save, Limits of a as to 
the os has done justice to him and has saved Classes of risks. 
Office im at least from a pauper’s grave. Kinds of Policies. 
<<. Nation Has Made Progress 
Elo Fy “No sabes obligation can rest sone Risks Prohibited. 
- a people than that. It is a sign of ad- fa as cei 
Home Office Building President vancing civilization that we are pre- Action as to Disability Clause. 
Chicago Chicago pared to do those things now when we 


What companies have adopted Commissioners’ recommenda- 





ra = wr heen ce ere cooperative efforts of the life insurance Cincinnati-Chicago-New York 
Age50 .... . 25.44 ee eecmiae ves a Send copies of The War Clause Book when issued at 
Other Ages in Same Proportion men of the army: aa navy, bo is — $1.00 each. N 
we should like to have. you wi arise 
3 AGENTS WANTED IN ce give us your best judgment as to what 
—_— Fe pce 5 wae sort of compensation insurance plan Address. 
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Capital, $200,000 


All of the stock is held by a few substantial business men of 
Indiana who believe in the ability of the management to build 
a real life insurance company. 


DR. ALBERT SEATON, Vice-President and Medical Director 


CLAUDE T. TUCK, Secretary 


Occidental Building 


CENTURY LIFE INSURANCE CO., inoranapouts 


NO-ORGANIZATION EXPENSE 


Surplus, $100,000 


Managed by men experienced and familiar with all depart- 
ments of life insurance work. 


We offer agents experienced seinslueapeiitidiils, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 


If you want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and pernianency— 
Tell us where you want to work. 








American living, to take care of the de- 
pendent families of the men who go to 
the front, and what indemnity compen- 
sation should be paid to them, and 
whether that could be best accom- 
plished by the cooperative effort of the 
insurance companies, or by the govern- 
ment itself, we should like to have 
that.” 


Almost All Favor Government 


Throughout the meeting there was 
manifested a keen desire on the part of 
every representative present to aid the 
government in every possible way. It 
was perfectly obvious, however, that as 
the meeting was nearing a close and it 
became evident that of the 110 repre- 
sentatives presented 104 were in favor 
of the government handling the whole 
matter, an easier feeling prevailed 
among the insurance men. 

It is more than likely that the gov- 
ernment will recommend to Congress 
in the course of ten days a plan of in- 
demnification or compensation for 
those who go into the army, navy and 

‘marine corps, which will give each in- 
dividual a minimum of $4,000 in the 
case of death. The details necessary to 
fix an allowance for total and partial 
disability will have to be worked out, 
and it is the committee of insurance 
officials who will perfect such a 
scheme. 


Gratified at the Response 


Secretary McAdoo seemed gratified 
at the response his invitation to the 
insurance companies met with and he 
did not hesitate to say so. The Secre- 
tary of the Treasury will not be spar- 
ing in his demands upon the time and 
energy of the committee members. He 
warned them that hard work was 
ahead and that he was going to expect 
them to work just as hard in this hot 
weather as they would in colder. 


Metropolitan Life’s Views 


During the three hours of discussion 
the representative of the Metropolitan 
Life was the only one to assert that the 
company could successfully insure the 
members of Uncle Sam’s fighting 
forces. Vice-President Woodward was 
the man who made the statement that 
his company could insure, to the extent 
of $300,000,000 without fear of a deluge. 
He said the actuary of his company had 
fixed a rate of $8 per thousand plus $50 
as a war risk. He said that the results 
of the Metropolitan’s experience in the 
Canadian army had resulted in a loss 
of 56 men out of every 1,000. He 
stated that the Prudential of England 
had paid claims on about 90,000 out of 
a total of 2,000,000 soldiers insured. 


Sentiment Found Little Favor 


The six who voted against the gov- 
ernment insuring the lives of its men 
without assistance from the insurance 
companies expressed the view that the 
government should insure the men 
through the insurance companies, as- 
suming the obligation to pay an extra 
war risk on every risk. This found lit- 
tle or no favor at any time during the 
meeting. 

It is more than likely that the big in- 
surance companies of the country will 
be called upon to furnish experienced 
men to put whatever scheme the gov- 








With Industrial Men 











PRUDENTIAL DOUBLY ACTIVE 





Items of Interest Centering About the 
Men of the Field in Various 
Localities 





_ The Prudential men are active on the 
firing line. Witness the following 
points of interest 


There was recently a business meeting 
and dinner in honor of Superintendent 
M. H. Linnell, of the Paterson, N. J. dis- 
trict, who rounded out thirty-five years 
of continuous service with the Prudential 
May 20. Mr. Linnell was presented with 
the diamond badge and certificate marking 
his entrance into Class G of the “Pruden- 
tial Old Guard” by Assistant Secretary F. 
W. Tasney. Others making addresses were 
Supervisor F. E. Boyd, Acting Division 
Manager T. H. Lindner, Jr., Superinten- 
dent L. W. Frisbee of Orange, 
Medical Examiner F. Y. Neer and several 
assistant superintendents and agents. 

At a meeting of the Passaic, N. J., 
staff June 16, Superintendent J. R. Burt 
was presented with the gold badge and 
certificate of membership in Class C of the 
“Prudential Old Guard.” Acting Division 
Manager Lindner felicitated Mr. Burt on 
his length of service and successful ca- 
reer. 

On the occasion of his twentieth Pru- 
dential anniversary, Superintendent C. E. 
Thomason of Richmond, Ind., celebrated 
by holding a picnic to which the members 
of the staff and their families were in- 
vited. The outing occurred June 29 and 
was held at Jackson Park, about ten 
miles west of the city. A feature of the 
day was the presentation to Mr. Thomason 
of the Class D certificate and diamond 
emblem by a home office representative 
who had come from Newark, N. J., ex- 
pressly for this purpose. 

Agent A. S. McKissick of Anderson, Ind. 
is promoted to the vacant assistancy at 
Mason City, Iowa. 

Assistant Superintendent A. S. Berlin, 
of New York 10, recently promoted from 
an agency in New York 7, has had an ex- 
cellent record of revived business for the 
current year, the amount almost equaling 
the premiums which he was compelled 
to lapse for nonpayment. 

Superintendent . A. Worthington’: 
workers of Philadelphia 4 are making 
splendid progress along industrial lines. 
having secured the entire 1917 allotment. 

Assistant Superintendent T. H. McGo 
ern, of Philadelphia 12, will complete fif- 
teen years of continuous service with the 
company July 7. 

For the entire year of 1916 and the first 
five months of 1917 Agent F. H. Rhodes, 
of the Erie, Pa., district, is charged with 
an average net industrial lapse of but 
one cent per $100 of debit. 

Percy L. Bowen is promoted to an as- 
sistant superintendency. He formerly 
operated as an agent in Buffalo 2 and for 
the week of June 18 assumed his new 
duties in the same district. Willard C. 
Gates is another to whom promotion came. 
On June 25 he assumed charge of the 
Newark, N. Y., assistancy (detached from 
the Rochester 2 district). 

Since the first of the year Agent J. S. 
Taylor of Bayonne, N. J., has succeeded 
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Gas and Electric Building, DENVER, COLORADO 





LIBERAL CONTRACTS TO AGENTS 


Address General Manager 














CAN YOU TIE MEN TO YOU? 


Are you able to secure good men as Agents and then hold them, 
with the result that business will be produced? 


If so, we have a SPLENDID OPENING for you IN INDIANA. 
We can use good men of CHARACTER, ABILITY and HUSTLE. 
GET IN TOUCH WITH US AT ONCE 


Central States Life Insurance Company 


CRAWFORDSVILLE, INDIANA 


EDWIN M. BROWN, Vice-Pres. and Manager 


Old Line Company 
Capital, $100,000 

















The Good Life Insurance Man Thinks 


This Company has a Surplus of $499,489.14 and a Capital of $469,210.00 


WE ARE NOW READY FOR BIG ORGANIZATION WORK 
WE ARE NOW READY FOR A BIG PRODUCTION. 
WE HAVE THE MONEY TO SPEND ON THE ABOVE TWO RESULTS 


We have as good territory as exists. Do you fit the opportunity ? 


THE KANSAS LIFE INSURANCE COMPANY 
TOPEKA, KANSAS 


T. H. BRIDGES, First Vice President 


CHARLES W.B 
and Superintendent of Agencies — 


President 























ernment adopts into operation as there 
are no experienced insurance men in 
the federal government service. 

Following Secretary McAdoo’s open- 
ing address, Assistant Secretary of 
Commerce Sweet spoke. He also sug- 
gested a scheme which involved, in the 
main, the government handling the 
matter by itself. The Secretary of the 
Treasury will announce the names of 
the committee of insurance men to aid 
him in the preparation of a bill in a 
few days. 








ORGANIZED 1871 


LIFE INSURANCE COMPANY 
OF VIRGINIA z:cumonn, VIRGINIA 


OLDEST, LARGEST, STRONGEST Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00. 


CONDITION ON DECEMBER 31, 1916: 
Assets - - .- is 


bey a Insurance in Force - 118,349,212. 
Liabilities - 2 +2 «© 12,436,717.56 Payments to Polie Policyholders sinc a petcnetnecs 
Capital and Surplus - - ° 2,027,834. 67 nization - 18,119,172.50 
Is paying its Policyholders over - +  $1,300,000.00 annually 


GOOD TERRITORY FOR LIVE AGENST 
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in reducing his arrears to $10.06 on a 
debit of $115.04. In other words, at the 
present time he carries but 8 percent 
arrears. 

Superintendent George A. Nitshe as- 
sumed charge of the Bridgeton, N. J., 
office June 25, after an absence because 
of ill health since the first of March. 

On July 2 an additional assistancy was 
formed at Monongahela, Pa., detached 
from the Washington, Pa., district. How- 
ard M. Clark, who operated as agent at 
Monongahela, was placed in charge. 


Industrial Life Notes 





S. A. Wilson, formerly superintendent 
of the Hermitage district of the — 
politan Life at Nashville, has gone 
Fort Scott, Ark., as superintendent for the 
same company in that territory. 

Harry Stites, supervisor of accounts for 
the Metropolitan Life, is making a tour of 
inspection of Tennessee agencies and was 
in Nashville this week checking up the 
local offices. 

The Public Savings, of Indianapolis, is 
out for $1,000,000 of business in July in 
honor of the anniversary month of its 
being licensed to do business. The Public 
ea was licensed by Indiana in July, 

O. E. Bales of Crawfordsville, Ind., an 
agent of the Public Savings Life, has 
been appointed superintendent of the com- 
pany in that city. dward Shoemaker, 
formerly with the Public Savings, has 
one made superintendent at Michigan 

y 


Will Extend Its Field 


The Guardian Life of Utah is to ex- 
tend its field and will apply for admis- 
sion in other states. An examination 
is‘now being made by a committee of 
the Insurance Commissioners’ Conven- 
tion consisting of Utah, Wyoming, 
Washington and Oregon. 


Northern’s Agency Convention 


The Northern Assurance of Detroit’s 
agency convention will be held at Cedar 
Point, Ohio, August 6 to 11. 


Opens New Districts 


The Lutheran International has 
opened South Chicago under Edwin A. 
Martz and Pullman under Alfred M. 
Dahlman of the Chicago agency. 


Red Cross Contributions 


Attorney-General Tanner, of Washing- 
ton, has ruled that the insurance com- 
panies of the state may contribute to 
the Red Cross without violating the in- 
surance laws. While the law specifically 
prohibits political contributions, the 
opinion holds that money given for chari- 
table or benevolent purposes is permis- 
sible. The point was raised when the 
New World Life of Spokane and another 
company wanted to make a contribution 
to the Red Cross, but were uncertain 
of the legality of such action. 


Morris Loses His Case 


G. B. Morris of Louisville brought suit 
against the Western & Southern Life of 
Cincinnati for $15,000. He had been ar- 
rested for embezzlement. The court ac- 
quitted him and then he brought suit 
against the company for false arrest. 
Judge Fields, after hearing the plaintiff, 
took the case from the jury and instructed 
it to find in favor of the company. This 
was done without calling for the com- 


Frederick A. Brown 
Insurance Law 
10 So. La Salle St. Chicago 

















The Columbian National Lite 
OF BOSTON 
ARTHUR E. CHILDS, President 


A CHANGE may be necessary to realize your am- 
bition. Think a minute—then write 


WM. H. MASTIN FRANK D. LOMBAR 
Superintendents of Agencies 
+ (West of the e+e (East of the Mississippi) 
77 Franklin Stree! 


pe ‘i 
DENVER COLD. BOSTON, MASS. 


Singestiidenivan  Acetdent i 
uperintendent of Acciden encies 
77 Frankie St. BOSTON, MASS. 


The service of a high-grade Accident Department 
will aie De ees, 20, Set you will not have to 
broker your Accident business to avoid violating 
your Life insurance contract. 











pany’s proof, as Morris failed to show 
any probable or justifiable cause. 


Life Notes 


The Philadelphia Life has withdrawn 
from California. 

The American Life and the Scranton 
Life have withdrawn from California. 


William H. Watlington of Kansas City, 
who was mentioned as being interested 
in the organization of the Iowa Finance 
Committee of Des Moines, says that he 
is not directly or indirectly associated 
with any such concern. 

The Northwest Mutual agency at Kan- 
sas City has hired a special car to carry 
its delegation to the Northwestern Mutual 
Agents’ Association meeting at Milwaukee, 
Wis., July 16 and 17. The Kansas City 
agency will send 14 men to the meeting. 

The Chicago Agents Association of the 
Northwestern Mutual Life, at its annual 
meeting, elected H. C. Coffeen, president; 
Donald McIntosh, vice-president; C. H. 
Hibbard, secretary and treasurer. The 
organization voted to take care of all 
business transactions and renewals of any 
members who are called to the colors. 








Weeding Out Your 
List of Prospects 














They used to tell a story about a 
greedy country undertaker who was “in 
cahoots” with the village doctor and 
was supplied with a list of prospective 
deaths, which he used as a basis for 
soliciting business. However gruesome 
this may seem to you, it shows that our 
village undertaker had an eye to busi- 
ness, and he can teach the life agent a 
good lesson—the value of keeping on 
hand a list of prospects, of those who 
do not carry life insurance, but who 
could well do so. | j 

The proper weeding out and cultivat- 
ing of your list deserves your constant 
attention. However desirable a long 
list of prospects may be, as an article 
in the “Federal” tells us, it pays to keep 
the list cleared for action. “Do not 
think,” the article says, “that because 
you have a name on your list you 
will get that person ‘some time.’ That 
kind of a prospect is like the century 
plant: you get him once in one hundred 
years. 

“If your list is growing because you 
call on so many today _and so many to- 
morrow that put you off until next week, 
or until some other date, don’t try to 
make yourself believe that all this dead 
timber represents possible business. <A‘ 
best it bears witness to just so many 
failures on your part to recognize your 
prospect’s needs, and to drive them home 
to his perceptive faculties. . 


Must Be Bona Fide 


“Let your working list be made up of 
bona fide prospects—not possibilities that 
live only in your imagination. "Weed out 
the fossilizing element, because it is a 
paralyzing factor. Every time you read 
ever those names you will be overwhelmed 
with the number of times that you have 
failed to make an impression. Don’t sand- 
bag yourself with a padded list of Pros- 
pects. ! 


Prepare for War 


“Your list should be like the military 
charts’ on which the great battles are 
fought days and days before the first 
machine gun plays its tattoo of death. 
There is a hill that you must capture— 
some element in your prospect’s life 
from the eminence of which you may 
pour down your arguments to the best 
advantage. Here is a pit-fall that must 
be avoided—some factor of the business 
you represent to which your prospect is 
blinded by prejudice.” 


The Globe Mutual 


Life Insurance Association 
OF CHICAGO, ILL. 
Incorporated Under the Insurance Laws of Illinois, 1895 


M. H. Hogr Frank T. AND! A.M. M.D. 
President and Counsel Medical Dizector 


T. F. Barry, 11,8., Secretary, Gen. Mgr. and Founder 


Pays Death—Total and Permanent Disability 
and “Old Age’’ Benefits. 


Six Thousand One Hundred and Fifty 


such meng and others paid on policies issued on 

residents of Chicago and within the “Forty Mile 

Limit” up to November 1, 1914. 

ORDINARY AND INDUSTRIAL BRANCHES 
CLAIMS PAID ON SIGHT P 








T. F. Barry, Sec. and Gen. Mgr 








WANTED! 


State Managers for 


Georgia, Virginia, Indiana and District of Columbia 
BY THE 


Columbia Life Ins. Company 


of Cincinnati 


Third oldest Ohio company. Liberal commissions, continu- 
ous renewals, or salary and commission. Both par and non-par 
policies; special accident policies. Our new unbreakable will con- 
tract is payable in continuous monthly instalments. 

Do you realize the opportunity for lucrative employment 
with a growing progressive company, big and old enough to in- 
sure stability, with valuable territory yet unassigned? 

Address with bank or other first class references, 


S. M. CROSS, Sec’y, Cincinnati, Ohio. 
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The Ohio National Life 


Insurance Company 


(The Company with -the Big Surplus) 











ALBERT BETTINGER, President 





This Company has never lost a dollar 
on investments, yet we have large in- 
terest earnings. 






Our mortality is low. 
Our lapse ratio is low and decreasing. 
Our new business is increasing rapidly. 


In fact, we show progress in all the fac- 
tors that go to make success. 


We are not employing many new men, 
but—we are not losing any. 


MVNA 11 A 


Our organization is compact, enthusi- 
astic, loyal. The Home Office and the 
Field Force work together. 


No Company has a higher grade repre- 
sentation than the ONLI Co. 


For direct H. 0. connection and H. 0. service 





No man has voluntarily left our employ in the past 30 months 


a address (in confidence if desired) = 
ET. W. APPLEBY, 2S89'8038 CINCINNATI | 


MULTUM ULAR 
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Once an 


Illinois Life 


GREATEST GREATEST 


Man 


ILLINOIS LLINOIS 
Always an 


Illinois Life 
Man 


WANTS GOOD MEN WANTS GOOD MEN 
AND AND 
WILL PAY THEM WELL WILL PAY THEM WELL 


COM PANY COMPANY 








A HUSTLER 


Can Get a Direct General Agency Contract With 


Merchants Life Insurance Company 
BURLINGTON, IOWA 








Assets $1,399, “ 
Desik Claim Paid $2,752,963.76 Good Territory Open 
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Another Year of Progress— 


Dec. 31, 1916 GAIN 

$11,943,640 $1,664,007 
Surches to Policyholders. . 1,141,900 133,149 
Insurance in force . . . . 104,989,362 15,392,529 
Income 4,485,710 597,021 


TheWESTERN and SOUTHERN 


Life Insurance Company 
W. J. WILLIAMS, President CINCINNATI 


Attractive Apportunities 


Open to Agents in Ohio, Indiana, Kentucky, West 
Virginia, Western Pennsylvania and Michigan 

















FACTS—24th Year 


Over 129 Millions of Insurance in Force 

Over 14 Millions in Admitted Assets 

Over 22 Millions of Insurance Gained in 1916 

Average Rate of Interest Earned in 1916, 6.6% 
Operating in 38 States 

Issues both Participating and Non-Participating Policies 


Missouri State Life Insurance Co. 
ST. LOUIS, MO. 


The fastest growing life insurance company in America 


Representing 

The Mutual Life Insurance Company 
OF NEW YORK 

you will make money. 


The great strength, big dividends and incomparable 
benefits of the ‘‘oldest company in America’”’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2nd Vice-President 
34 Nassau Street, NEW YORK, N. Y. 














The Gem City Life Insurance Company 


DAYTON, OHIO 
General Agency Openings In First Class Territory In Ohio Only 


Life Department—Low Level Premiums, Non-Participating 
Accident Department—Unexcelled Policies and Rates 


HOME LIFE INSURANCE COMPANY 


GEORGE E. IDE, President (Now Purely Mutual) 256 Broadway, NEW YORK 


The tifty-seventh annual report shows insurance in force of $133,493,000, an in- 
crease during the year of $7,832,827. The Company paid the poli holders in 1916 
$3,536,233, of which $628,406 was in dividends or premium refund. Its insurance 
reserve fund was increased by $1,300,000'and the Assets are now $32, 821,462. 

W. A. R. BRUEHL & SONS, General Managers HOYT W. GALE, General Manager 
Central and Southern Ohio and Northern Kertucky For Northern Ohio 
Rooms 601-606 The Fourth National Bank Building 229-232 Leader-News > ama 

CINCINNATI, OHIO CLEVELAND, OHIO 














Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 





J.0. LAUGMAN, President: B. O. BERGE, Seeretary 


Lutheran International 


Insurance Company 
Capital $100,000.00 Surplus $121,477.33 


Ottawa Banking & Trust Building 
OTTAWA, ILLINOIS 














©) SAFE AS A GOVERNMENT BOOND 
(©) The OHIO STATE LIFE 
_ LIFE. HEALTH. ACCIDENT so MONTHLY INCOME INSURANCE 


Statics LATEST POLICIES AND AGENCY CONTRACT Bgtla7-\ats 


Openings OHIO, IND., KY., and MICH. Write Columbus 





CRESCENT LIFE 


INDIANAPOLIS 
JOHN C. HUMES, President LESLIE D. CLANCY, Secretary 


A LEGAL RESERVE COMPANY 


ARE YOU A BIG PRODUCER? CAN YOU PROVE IT? 
If so, you can develop a life interest with this prosperous Company. 


ONE GENERAL AGENT WANTED IN INDIANA 
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Officers for 
1917-18 


President 
Frank Hoffman Manitowoc 
Secretary-T reasurer 
Frank Fassold Milwaukee 
V ice-Presidents 
George Heller, Jr 
Henry Johnson 





Sheboygan 
Edgerton 


Oshkosh 
Mayville 


Mrs. John West 
G. A. Straussen 
J. A. Rowley 
Joseph Koffend 

Executive Committee—Loyal Du- 
rand, Chairman, Milwaukee; John D 
Rowland, Racine; Walter Hartshorn, 
Waukesha. 


Legislative Committee—August Reb- 
han, Chairman, Milwaukee; George 
Heller, Jr., Sheboygan; Alexander G. 
Dana, Fond du Lac. 


Delegates to National Convention at 
St. Louis—Frank Hoffman, Manito- 
woc; D. D. Harmon, Oshkosh; John 
N. Manson, Wausau; Loyal Durand, 
Milwaukee; R. E. Chartier, Wausau; 
Herman Pfeil, Milwaukee; H. J. 
Boland, Green Bay; J. B. Leedom, 
Milwaukee; Walter Hartshorn, Wauke- 
sha; J. D. Rowland, Racine. ~ 

Alternates to National Convention at 
St. Louis—Miss Mabel Downie, Mer- 
rill; G. Y. Wilkinson, Milwaukee; 
Frank Fassold, Milwaukee; Alfred 
Zimmerman, Wausau; J. M. Dietrich, 
Racine; Frank J. Meyer, Milwaukee; 
Mrs. John West, Oshkosh; August 
Rebhan, Milwaukee; J. F. Henderson, 
Whitewater; E. H. Palmer, Antigo. 


Dues Advanced 
To Five Dollars 


The Wisconsin association increased 
its dues from $3 to $5 without any dis- 
cussion. The subject had been dis- 
cussed by two speakers from the out- 
side before it was brought before ‘the 
meeting and it went through without 
objection from anyone. The associa- 
tion also made its fiscal year end Aug. 
31. 

Other states that have recently in- 
creased the dues of members to $5 per 
year are: 

Arkansas. 

California. 

Connecticut 

Florida. 

Georgia. 

Illinois. 

Iowa. 

Kentucky. 

Massachusetts. 

Mississippi. 

Nebraska. 

New Hampshire. 


New Jersey. 
North Carolina. 
Ohio. 
Oklahoma. 
Rhode Island. 
South Carolina. 
Tennessee. 
Texas. 
Vermont. 
Virginia. 

West Virginia. 














ance Agents its best wishes. 
for the best in the business. 


WILLIAM L. JONES, President 


OSCAR GRIEBLING, Secretary 














MILWAUKEE MECHANICS 
INSURANCE COMPANY 


MILWAUKEE, WIS. 
THE Milwaukee Mechanics extends to the 


members and friends of the Wisconsin Association of Insur- 
The agents of Wisconsin have stood 

They have endeavored all along to 
be loyal and true to the interests they represent. 
takes this method of expressing its appreciation of its own agents 
and all others who have been a credit to the cause of fire insurance. 


OFFICERS 


G. W. GROSSENBACH, 2nd Vice-President 


This company 


CHAS. H. YUNKER, Vice-President 


| 
| 
| 
EMIL TEICH, Assistant Secretary | 




















Summary of the Meeting 


LOSE to a hundred ‘attended the 

annual meeting of the Wisconsin 
Association of Insurance Agents, which 
was held in the assembly room of 
the Milwaukee Board at Milwaukee, 
Wednesday and Thursday, June 27 and 
28. The meeting was called to order 
Wednesday morning by President D. 
D. Harmon of Oshkosh. Frank Fas- 
sold, superintendent of the Milwaukee 
Board was appointed acting secretary. 
Otto A. Braun of Milwaukee, secretary 
of the organization, has been sick for 
several months and was unable to at- 
tend. 

After the transaction of the routine 
business, President Harmon said that 
the constitution and by-laws of. the 
organization needed very material 
changes. He appointed a committee to 
go over these and report at the next 
annual meeting. The members are 
Henry J. Boland of Green Bay, Alex- 
ander G. Dana of Fond du Lac, and J. 
M. Dietrich of Racine. 

Wednesday afternoon there were two 
addresses by Chicago men. Clarence 


.S. Pellet, as chairman of the executive 


committee of the National association, 
spoke on the work of that organization. 
Donald M. Wood gave an address on 
compensation insurance. Shortly after 
4 o’clock the visitors were token by 
members of the Milwaukee Board in 
automobiles to Donges Bay, twelve 
miles north of Milwaukee. At a resort 
there a most excellent chicken dinner 
was served. Music was furnished by 
a jasz orchestra. President Harmon 
proposed a toast to ‘ ‘Our country, right 
or wrong, our country,” and the entire 
assemblage sang “America.” 

Following the dinner E. M. Allen of 
Helena, Ark., chairman of the national 
organization committee, spoke on local 
clubs. Mr. Allen is quite an orator and 
converted his hearers to the idea of 
local organizations and better support 
of the national and state organizations. 

Thursday morning resolutions were 
adopted. They were presented by a 
committee consisting of J. N. Manson 
of Oshkosh, Mrs. John West of Osh- 
kosh, Walter Hartshorn of Waukesha 
and Frank Hoffman of Manitowoc. 

August Rebhan of Milwaukee pre- 








sented an extemporaneous report for 
the legislative committee. The new 
antidiscrimination bill, he said, was the 
most interesting piece of legislation 
that has been passed in the state for 
sometime. He also told the history of 
the new standard fire policy law. 

The valued policy law was reenacted. 
This was killed once, but revised. The 
companies, said Mr. Rebhan, did not 
make much of a fight on the measure 
and the agents felt that it was not a 
matter for them to dip into. Numer- 
ous other’laws came up, some of which 
died aborning and many of which dealt 
with compensation and social insur- 
ance. The committee of the Milwau- 
kee Board and of the state association 
watched all of these as carefully as 
possible. 

“The State association,” said Mr. Reb- 
han, “should have a special committee 
during the coming year to consider 
new legislation. All of the laws pre- 
sented at the last legislature were either 


|pushed by people fighting the com- 


panies or by the companies themselves. 
Not a single measure was. introduced 
that might have improved matters for 
local agents. The organization should 
sponsor a qualifications law. The com- 
mittee should also see what can be 
done regarding the matter of under- 
writers agencies.” 

On motion of George Y. Wilkinson 
such a committee was created and will 
be appointed later by the new president. 

After the transaction of this business 
the organization went into executive 
session with Commissioner M. ; 
Cleary. 

J. F. Baker, assistant attorney gen- 
eral of Wisconsin, was scheduled to 
speak Thursday afternoon. He was 
unable to come and the session was 
very brief. Unfinished business was 
taken up and officers elected. A com- 
mittee of five was created to assist 
officers and members in the establish- 
ment of local clubs throughout the 
state. 


The salary of the secretary and treas- . 


urer was fixed at $200. 

On motion of George Y. Wilkinson of 
Milwaukee, the by-laws of the Wiscon- 
sin Associaticn were so amended that 


Resolutions 


Adopted 


RESOLVED, That we, the Wisconsin 
Association of Insurance Agents, in con- 
vention assembled renew our allegiance 
to the National association and com- 
mend and approve their services during 
the past year. 

RESOLVED, That the by-laws of our 
state association be and are hereby 
amended as to the section providing for 
dues, to read as follows: The dues of 
this association be fixed at $5 per an- 
num for each member, and that $3 be 
remitted to the National association for 
each member in good standing on Aug. 
31 of each year. 

RESOLVED, That the fiscal year of 
this association shall end on Aug. 31 of 
each year, beginning Aug. 31, 1917. 

RESOLVED, That we jointly and 
severally offer our services to the Pres- 
ident of the United States and the -gov- 
ernor of the state of Wisconsin during 
the term of this war, claiming no exemp- 
tions. 

RESOLVED, That the state associa- 
tion favor the organization of insurance 
clubs to take the place of the local, 
boards in maintaining good practices in 
the insurance business and to promote 
good fellowship among competing 
agents. 

RESOLVED, That the local agents of 
the city of Milwaukee are most charm- 
ing hosts and jolly good fellows, every 
one, and we most heartily thank them 
for the many favors shown to our state 
association. 

RESOLVED, That we most heartily 
endorse the sole agency representation 
of companies. 

Further, we consider the representa- 
tion of an underwriters agency as a 
dual agency of the underwriting com- 
pany. 








it will no longer have a grievance com- 
mittee. The work formerly handled by 
this committee will hereafter be done 
by a special committee. All grievances 
are to be reported to the president and 
he is to assign them to persons that he 
feels will be best able to handle those 
particular subjects. 

The nominating committee consisted 
of Herman Pfeil, president of the Mil- 
waukee Board, J. D. Carr of Oshkosh 
and G. Y. Wilkinson of Milwaukee, for 
many years secretary and treasurer of 
the association. 

The accounting committee, consisting 
of Ray E. Chartier of Wausau, August 
Rebhan of Milwaukee and Henry John- 
son of Edgerton, reported that: the 
accounts were found‘in proper form 
jand good shape. 
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hat Organization Has Done 


TO NATIONAL ASSOCIATION BELONGS CREDIT FOR DEFEATING PROPOSAL THAT WOULD HAVE TAXED 
LOCAL AGENTS UNJUSTLY AND ALSO FOR ADOPTION OF ACCOUNT CURRENT THAT IS NOT OBJECTIONABLE 


tional association that have bene- 

fited not only members, but all 
agents of the country was set forth in 
a virile speech by Clarence S. Pellet, 
chairman of the executive committee of 
the national organization. 

The most recent work has been done 
on the uniform account current blank. 
For many years the National associa- 
tion has had a committee on uniform 
blanks and much labor and high priced 
ability has been put in on this work 
without any cost whatever to local 
agents as a whole. The committee has 
also had many discourgements. 

The agitation given the subject by 
the National association was no doubt 
partly responsible for the National 


A\ ‘tonal association tha of the Na- 


Board taking up the subject of uni- 


—_ 





FRANK HOFFMAN, Manitowoc 
Newly Elected President 


formity in blanks. The National Board 
recently put out a uniform account cur- 
rent, it was not like that proposed by 
the agents committee and in fact would 
not have been satisfactory to local men. 
Charles F. Hildreth of Freeport, former 
president of the National association 
and chairman of the committee con- 
ferred with the committee of the Na- 
tional Board and the result was a blank 
that is not too long and will be satis- 
factory generally. Other changes, said 
Mr. Pellet, will come as the result of 
the work of this committee and partly 
as the result of the natural evolution 
of business. 

The credit for another great service 
recently rendered local agents in the 
country really belongs to the National 
association. The ways and means 
committee of the house of representa- 
tives, in devising methods of collecting 
revenue to conduct the present war, 
singled out local agents for a burden 
it did not plan to put on others en- 
gaged in rendering personal service, 
such as lawyers, doctors, etc. 

The plan to put an excess profits tax 
on the companies was probably just 
and reasonable, as was also the tax on 
personal incomes of men in the insur- 
ance business. But the committee fur- 
ther planned to tax insurance agencies. 
A representative of the National asso- 


ciation had been in Washington watch- } 


ing the trend of events and immediately 
sent out an S. O. S. 

George D. Markham of St. Louis and 
Lyman M. Drake of Critchell, Miller, 
Whitney & Barbour of Chicago re- 
sponded. For several days they were 
very busy interviewing different repre- 
sentatives and finally drew up a brief 





setting forth the arguments against this 
particular form of taxation. The re- 
sult was that insurance men will be on 
a level with other people on war taxes. 
They will pay income taxes and the in- 
surance companies will pay excess 
profit taxes, but they are not singled 
out for a special burden. 

The real estate men woke up to the 
fact that they also had been singled out 
for a special tax and hurried to Wash- 
ington. When they arrived they found 
that the local agents had done the work 
so well that they also had been saved 
from this discrimination. 

The work done by these two mem- 
bers of the association did not cost the 
organization a single cent, but it prob- 
ably would not have been done if Mr. 
Markham and Mr. Drake had not felt 
that, as members of the association, 
they should do their part to protect the 
agents of the country. 

The National association, in this case, 
showed that it is a fine example of 
“preparedness.” It is keeping track of 
things and guarding the interests of 
agents everywhere. 


Prevented Commission Reduction 


Mr. Pellet then told of what good 
the organization had done on defeating 
the contingent commission program 
outlined by the commissioners conven- 
tion over a year ago. Local agents for 
many years had been talking in favor 
of contingent commissions. They did 
not want their present rate of com- 
mission reduced, but did want an addi- 
tional contingent on the profits. What 
they were looking for was velvet, some- 
thing too good to be true. The com- 
missioners thought that the agents had 
been serious and their proposal was a 
reduction in flat commissions and a 
contingent on top of that. The result 
would have been a considerable reduc- 
tion on income to local agents through- 
out the country. 

Secretary Putnam arranged to have 
different members of the organization 


appear before the commissioners. 
Messrs. Markham, Putnam and the 
speaker presented the case of the 
agents. Since that hearing practically 


nothing has been heard of contingent 
commissions. The commissioners stated 
that they did not want to take away 
any of the agents’ income and a ma- 
jority of them went home and forgot 
all about contingent commissions. At 
this hearing company and agency men 
cooperated. 
Local Club Propaganda 


One of the big things that the Na- 
tional association is doing today, said 
Mr. Pellet, is in assisting in the establish- 
ment of local clubs of insurance men in 
various cities of the country. The idea 
was that of E. M. Allen of Helena, Ark., 
and he is giving a vast amount of time, 
without pay, in pushing the work. 
These clubs, said Mr. Pellet, are cor- 
recting many local evils and at the 
same time strengthening the National 
association. 

In speaking of the work of the Na- 
tional association, Mr. Pellet said it 
was necessary to mention two things 
of ancient history. One of these was 
overhead writing. It has never been 
stopped completely, but it has been 
greatly minimized. A veritable deluge 
of it was averted. Some overhead writ- 
ing is almost justified by commercial 
conditions, but that which is unjustified 
has been practically put to an end. 
few floaters are still written, but the 
big companies are not now taking <hese 
lines. The market for floaters is very 
narrow. The day has passed when a 
man can go to New York with almost 
any sort of a form and get it written. 





The Yonkers case that was fought 
by the National association established 
forever the principle that expirations 
belong to the agent. 


Meetings Become Interesting 


The National association meetings, 
said Mr. Pellet, are becoming more 
trade meetings. Matters are being pre- 
sented that will help those that attend 
to become better solicitors and better 
insurance men. The National associa- 
tion should have more of this sort of 
discussion in its meetings. The suc- 
cessful men of the business should be 
induced to come and explain ways and 
means of promoting business. When 
programs of that kind are arranged 
local agents throughout the country 
will go to the meetings because they 
want to, and not from a sense of duty. 

The Illinois association has held 
some meetings at which live topics were 
considered. A Joliet banker. sent his 
boy, who handles the agency, to one 
of these meetings. The banker said 
that it was one of the best investments 
he had ever made; that the boy came 
home full of ideas, and full of pep. He 
had gotten something of great value 
out of the meeting. 

If the insurance men want legisla- 





tion they will have to have better or- 
ganizations than they have now. In 
Illinois the local agents wanted to get 
an antirebate bill. Everything went 
lovely until one morning. Then every 
senator and representative at Spring- 
field was deluged with telegrams and 
letters from banks throughout the state 
asking him to vote against the antire- 
bate bill. The bankers’ association had 
thought that the measure would cut the 
organization out of commissions on 
fidelity bonds that are written through 
the secretary. It was just a case of the 
agents’ association being beaten by a 
better one. 

All of the state associations and the 
National association need strengthen- 
ing. One thing that all of them must 
have is money, and the general move- 
ment to advance dues has become nec- 
essary. If the organization isn’t worth 
$5 a year to any man seriously engaged 
in the insurance business it isn’t worth 
a ‘cent. When the Illinois association 
increased its dues from $2 to $5 it was 
believed that there would be a consid- 
erable loss of membership, but there 
wasn’t. Illinois has an association of 
150 members. It isn’t big, but it is a 
nucleus on which a good organization 
can be built in time of emergency. 
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What Organization Can Do 


EDGAR M. ALLEN TELLS WHAT LOCAL CLUB THATiCOSTS;/REAL MONEY CAN DO IN ANY TOWN FOR 
LOCAL AGENTS—SHOWS WISCONSIN MEN JUST HOW WEAK THEIR STATE ASSOCIATION REALLY IS 


ISCONSIN has 3,000 insurance 

agents and less than 200 of these 
are members of the state association. 
Of the total membership 78 come from 
Milwaukee, where the local board pays 
the dues of all those that desire o be- 
long. 

In the majority of states 1 percent 
or more of the agents belong to their 
state associations, while in Wisconsin 
the percentage is considerably less than 
10 percent. 

These facts were pointed out by E. 
M. Allen, chairman of the national 
organization committee of the National 
association, who came all the way from 
Helena, Ark., to tell Wisconsin agents 
about the benefit of local clubs of in- 
surance men. 

Agents, he said, do not have local 
clubs and do not belong to their state 
and National associations because they 
do not realize the benefits that are to 
be derived. The majority of men are 
in the business several years before 
they affiliate with anything and usually 
they are members for several years be- 
fore they go to a National association 
meeting. After they have gone to one 
of these they become permanent asso- 
ciation workers. 


“Priends of the Kaiser” 


By not belonging to any of the or- 
ganizations agents do themselves and 


| their fellow agents an injustice. 


They 


|are in about the same position as the 


citizens of the United States who are 
today opposing the war either actively 
or passively. They are friends of the 
Kaiser. 

The companies are very strongly 
organized and as a result they rule in 
the insurance business. Of the 85,000 
agents in the United States only 5,500 
are in the National association. The 
result is that they are at a decided dis- 
advantage when an issue arises between 
companies and agents. If the National 


| association had 50,000 members there 





is no request that they would make 
that could be denied by the companies. 

The insurance federations have been 
an excellent thing and are doing fine 
work, said Mr. Allen. He himself is a 
member. Agents should not, however, 
join the federation and quit the associa- 
tion because the purposes of the two 
organizations are different. There are 
many things that the companies and 
agents should do together and they can 
do these through the federation. There 
are other things that the agents can 
accomplish only through their own as- 
sociations, composed solely of agents. 


Why Bankers Get Results 


“When I came into the city this 
morning and walked into the hotel,” 
said Mr. Allen, “I saw quite a few men 
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The local agents of Racine, Wis., desire to express their best wishes to their associ- 
ates throughout the state and to extend fraternal greetings. 
see any local agent who visits our city. We are at your command for any local favors we can bestow. 
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around with badges on. 
self, ‘this is going to be a fine conven- 
tion. I see a lot of people around. It 
is going to be one of the big state 
meetings of the country.’ Then I 
found that the bankers also were meet- 
ing here and that the badges were those 
of the bankers’ association. I also 
learned that all banks in the state, ex- 
cept five, belong to the association. 
You have 2,800 agents that. are not 
members of yours. 

“Your business is just as important 

and just as legitimate and just as re- 
spectable as that of the bankers, and 
there is no reason why you should not 
have just as good an association as 
theirs. 
“Your association can do just as 
much for you as that bankers’ associa- 
tios does tor them. But, you must do 
something for it, just as they do. 
Everybody in the business owes a little 
bit of his time and a little bit of his 
money and a little bit of his thought 
to the business as a whole. 

“Tf you really believe your business 


I said to my- 


lis worth while you certainly ought to 


be willing to pay more than the 25 
cents a month you now pay for mem- 
bership in the National association and 
those men who are not members cer- 
tainly ought to be willing to pay that 
much. 

“Think of what the 5,000 of that 
National association have accomplished 
and then think what a big association 
could do. 

“The National association needs 
absolutely $3 a year from every mem- 
ber. If it had more it could do more. 
For ten years now it has been necessary 
at every National association meeting 
to take up a collection and it has been 
sometimes hard work to raise the funds 
necessary to cover the deficit. 


Advantages of Local Clubs 


“You could strengthen your organ- 
ization in your state and the National 
association at the same time by organ- 
izing local clubs in every city. A local 
club will help you in your troubles that 
are purely of a local nature; a state 
association in your troubles that are of 
a state nature and the National associa- 
tion in your troubles that are of 
national character. Organization is the 
thing that will get you by. It is the 
thing that has made the Schlitz and 
Pabst brewing companies, the Armour 
packing company, the German army 
and everything else that is worth 
while.” 

Mr. Allen told a little story to em- 
phasize his point. A stage driver on 
the western plains, seeing a horsefly 
alight on the ear of one of his forward 
animals, swung his whip and cut the 
horse fly in two without ever touching 
the horse’s ear. A tenderfoot sitting 
with the driver admired the feat greatly 
and, when he saw a grasshopper on the 
ground, asked the driver to repeat the 
performance on that insect. The driver 
did. Going a little further along the 
stranger spied a hornet’s nest. He 
asked the driver to cut that in two also. 
The driver refused. “A hossfly is a 
hossfly, and a grasshopper is a grass- 
hopper, but a ho’net’s net is organiza- 
tion.” 

“Local clubs can be organized only 
with tact,” continued Mr. Allen. “Ask 
all of your competitors to meet you 
somewhere on neutral ground. Call 
them together at the chamber of com- 
merce or the business men’s club, not 
in your own office or any other agent’s 
office. Get the members to cooperat- 
ing on some particular thing, closing 
your offices on Saturday afternoon, or 
collecting all of your balances promptly. 











The gas-fitters, the plumbers and the 


bricklayers have their rules that they 
can agree upon and you certainly can 
establish a code of ethics that will 
benefit you and cause no objection on 
the part of the public. 
How Heiena Has Succeeded 

“We have accomplished so much 
with our local club at Helena, Ark., 
that I cannot understand why agents 
in more cities don’t establish similar 


organizations. We have greatly in- 
creased our business, improved -it and 
made conditions ideal. We find it a 


pleasure to do business under such cir- 
cumstances. 

“Before we got together we had con- 
siderable trouble over coilections. A 
few local agents had plenty of funds 
and made no pretense of collecting 
their premiums on time. That was a 














E. M. ALLEN, Helena, Ark. 
Chairman National Organization 
Committee 


big advantage in the cotton district and 
an unfair one. Finally we got all but 
one of them into our organization and 
when we told people generally what 
we intended to do they saw the point 
and agreed that we were right. A good 
many of them told the one outsider 
that he should belong. In fact we had 
established ourselves as the legitimate 
insurance men of the city. Conse- 
quently he was around applying at our 
gates for admission. We made him 
wait thirty days before we took him in. 
Now he is the best member we have. 

“Our club was organized because we 
couldn’t conduct our business without 
money and the same thing is true of 
any organization. You can’t conduct 
a club, or a state association or the 
National association without money. In 
Helena each one of us pays $42 a year 
for our local club and $6 additional for 
the state and National association and 
all of us are mighty glad to pay that. 
We get more than our money’s worth. 

“The Arkansas association has a 
very effective way of collecting its dues 
promptly: When they become due the 
secretary sends notice to every mem- 
ber that if a check is not received with- 
in 10 days draft with a receipt attached 
will be made. Those that do not care 
to have drafts made upon them remit 
promptly. Those that would just as 
soon pay a draft allow their receipt to 
come. through in that way. The Ar- 
kansas association is losing no mem- 
bers by its tactics. This plan relieves 





the secretary of the hardest work he 
has to do.” 
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What 


DURING his discussion of the sub- 
ject of compensation insurance, 
Donald M. Wood of Chicago, a member 
of the firm of Childs, Young & Wood, 
general agents of the Royal Indemnity, 
warned agents against leaning too 
heavily upon this line. The chances of 
it remaining as a line to be written by 
.local agents, he said, are about “50-50.” 
The local agents, if they want to con- 
tinue to write compensation insurance, 
must help the companies through their 
present difficulties. They must not 
force poor business upon them and they 
must exert some effort to reduce the 
number of accidents. It doesn’t seem 
possible that they can reduce the cost 
because the public is becoming “claim 
wise,” but accident prevention may help 
to hold the cost at its present figures. 

Any agent can write to the National 
Safety Council in the Continental & 
Commercial National Bank building, 
Chicago, and get literature that will 
explain how safety-first campaigns can 
be inaugurated and conducted in fac- 
tories. 

Mr. Wood explained how his office 
had done something of this sert with 
a large client and not only retained 
the business in this way, but made a 
friend that will always be a patron: 
Conditions in that particular risk had 
become so bad that no company could 
have carried it much longer unless 
there was a decided improvement. 

The improvements that were made 
in this risk must be made generally if 
companies are to continue to write the 
line generaily. 


Justification of Agents 


The public doesn’t understand why 
agents should receive a commission on 
insurance that the law compels them 
to buy. The Indiana commissioner 
gave the best justification for this. He 
said that it would cost the state, and 
consequently the buyers of compensa- 
tion insurance, a much larger amount 
to check up on all industries in the 
state than is now paid in commissions. 
The agents now do this work of check- 
ing for the state. They solicit every 
risk and the state learns indirectly from 
them whenever anybody is violating 
the law. 


an Agent Should Know 


VAST KNOWLEDGE OF MANY THINGS REQUIRED TO MAKE ONE A GOOD SALESMAN OF 
COMPENSATION INSURANCE, SAYS DONALD M. WOOD—AGENTS MAY LOSE OUT ON LINE 


Wood, is such a broad subject that it 
can only be skimmed over in an ad- 
dress. It has many aspects—the his- 
torical, sociological, underwriting, 
systems of rating, sales, legal and legis- 
lative, mathematical, actuarial, finan- 
cial as to accounting, investments and 
reserves, statistical as to causes and 
effect, systems for prevention of acci- 
dent, and medical. 

The agent of course is interested 
more in the selling end than in any 
other. Good salesmen in insurance, he 
said, like the good salesmen in any 
line, must have health, steam, energy, 
vigor appearance, buoyancy and happi- 
ness. He must have will-power and 
determination. man can plan and 
theorize until he is black in the face 
and get no results, unless he has the 
will-power and determination to go 
through with his sale. He must also 
have enthusiasm. 

To be a good salesman of compensa- 
tion insurance a man must concentrate. 
‘He can’t monkey with local politics, a 
foreign language, finance, or anything 
else. He has to give all of his atten- 
tion to the business. He must have 
cooperation from his associates, co- 
operation from his home office and he 
should have cooperation with his com- 
petitors and with his policyholders. 


Value of Trade Papers 


One of the most important things is 
education and knowledge of the line. 
This can be secured chiefly from trade 
papers, carefully selected reading and 
courses of education such as are given 
by the Insurance Institute of America. 
The insurance papers, said Mr. Wood, 
will keep the agents in touch with gen- 
eral news, the technical news and the 
competitive news. An agent can get a 
lot of good out of them. 

The agent must know his policy and 
be able to answer any question that the 
assured may ask. He must know the 
unusual things as well as the obvious. 
He ought to know about the additional 
coverage indorsement which covers any 
kind of work the assured might under- 
take other than that in which he is 
regularly engaged. 

Mr. Wood pointed out that policies 
improperly written often do not give 
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Under the majority of compensation 
acts the contractors must see that sub- 
contractors carry compensation  in- 
demnity. Contractors can be. pro- 
tected against losses through the failure 
of the subcontractor to be so insured. 
coverage plan 
there is no charge for the insurance if 


|the subcontractor complies with the 


law. If he does not and the insurance 
has been in force, the premium is based 
on a pay-roll equal to one-third of the 
contract price. 

Study of Manuals 


These points and many others can 
be secured from reading of the rules 
and the manuals. 

If the agent knows what he is about 
and is familiar with the rules of the 
business of his particular company he 
can avoid many embarrassing situa- 
tions. ‘To secure corrections or can- 
cel policies always causes more or 
less friction and more or less loss of 
business. 

Rates for compensation insurance 
have been advancing and more in- 
creases may be expected. No local 
agent should reply to the objections of 
customers to these advances, by merely 
saying, ‘‘well, that’s the rate,” and agree 
with the customer that companies are 
in a conference and that the old rate 
was adequate. He ought to know from 
the history of the business that these 
increases are necessary. Compensation 
insurance was first written in Germany 
twenty-three years ago. There the 
rates have increased and are not now 
high enough. The same thing is going 
to be true in this country. If agents 
can’t or won’t explain these things to 
the policyholders there is going to be 
trouble. The buyers are going to be- 
come thoroughly dissatisfied and the 
agents will wake up and find that they 
will not be writing the business. 

An agent should be able to give his 
customers sound advice as to com- 
panies. He ought to be able to analyze 
annual statements. There is one thing 
he can remember and that is that net 
surplus and capital are the only test of 
strength. They are the only margins 
of safety. A huge amount of reserves 
means only that the company has that 
amount of money set aside to pay 
losses that have already accrued but 
are not yet adjusted or due. The 
statutory reserves are grossly inade- 
quate. Companies should have consider- 
ably more set aside to pay old losses 
than the amount required by law. The 
inadequacy of these requirements and 
the growing premium incomes are the 
only things that are keeping some com- 
panies alive today. 

No company, said Mr. Wood, can cut 
rates and live long, unless, like one 
company with a vast sum of money to 
spend in that way, did cut rates to get 
a volume of business on the books. 
That company seems to have succeeded 
in its purpose. Some others have gone 
out of business as the result of such 
practice. 


Competing With Interinsurers 


No interinsurance exchange, mutual 
or state fund can undersell the regular 
stock companies 30 percent. If they 
could actually eliminate the acquisition 
cost they could undersell 10 or 15 per- 
cent, but there is no possible way in 
which they could cut off 25 or 30. Their 
losses are going to be just as much as 
the losses of the regular companies 
and they cannot handle the claims and 
the overhead at any less expense or 
even at as. low an expense as the big 
organizations can. 

In many cases these exchanges do 
eliminate a commission expense, but 


‘ 


pay out’ as much 
salaries to solicitors. 

These exchanges cannot make rates 
on their own experience, as some of 
them claim to do. There isn’t a single 
company in the country that has 
enough compensation or liability busi- 
ness on which it can base rates. 

Mr. Wood said that it did not pay 
the solicitor to lambaste the exchanges 
and mutuals. The only thing to do is 
to point out actual facts and show the 
preposterousness of the proposition of 
saving the 30 percent which the major- 
ity of them promise. 

A knowledge of classification is abso- 
lutely essential. Sometimes a distinct 
service can be rendered to a customer 
by classifying his risk under two or 
three heads instead of under one. The 
policy also should be fitted exactly to 
the risk so that there can be no trouble 
when claims come in. 


How to Get a “Rep” 


By knowing what he is talking about, 
by selling properly written policies in 
good companies an agent can establish 
a good reputation, something very es- 
sential in the insurance business. The 
present time is a good one in which to 
establish such a reputation. 

Mr. Wood said that in his office a 
file was kept on risks that were either 
lost or won in competition with cut rate 
companies. In this way he said he had 
been able to go back to people and 
point out to them that he had told 
them sometime before that such a com- 
pany could not last. He has secured 
considerable business as a result. 

To render policyholders the proper 
assistance on claims the agent should 
have some knowledge of the law of 
contract, some knowledge of the com- 
pensation act under which the policy- 
holder is working, some knowledge of 
the law of agency, the law of evidence 
and also the decisions of the courts 
and the decisions of the industrial com- 
mission in his home state: It should 
be folly for him to try to follow the 
‘decisions of industrial commissions in 
other states, for they are conflicting 
and so numerous that an attempt to 


keep tract of them would drive him 
crazy. 
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Successor to Putnam? 


SUCCESSOR to Henry H. Put- | alwayséhad a fly in his ointment on all 
nam, as secretary of the National | previous visits. Different agents, whom 
association. may be named at the St. | he mentioned by name, always kicked 
Louis convention this fall, said E. M. | to him about the salary that was being 
Allen of Helena, Ark., chairman of the | paid to Secretary Putnam. He stated 
national organization committee, in an | that Mr. Putnam took the position, that 
address Wednesday evening. Mr. Put- | the job was worth every cent that was 
nam, he said, had not been satisfactory | being paid him and that if he wasn’t the 
to the entire membership of the asso- | man for the job it was up to the asso- 
ciation and many felt that the salary | ciation to pick someone else. 
was too big. Mr. Allen said that the Because of this constant agitation, 
salary was not a bit too large. The | Mr. Pellet said the National association 
association, he said, belongs to the | last year created a committee on finance 
members and if Mr. Putnam is not the ;and named James B, Leedom of Mil- 
man they want, they can and probably waukee as chairman. He expressed a 
will select another. | hope that this committee would satisfy 
In the afternoon Clarence S. Pellet | itself as well as all other doubters that 
had said that he liked Milwaukee and | the funds of the organization were 
he liked Milwaukee agents, but he had | spent properly and wisely. 


Discuss New Rating Law 


"TRE Thursday morning session was | fact that local board rates which differ 
largely executive. After the trans- | from schedule rates will apply until re- 
action of some routine business the |surveys are made by the Wisconsin 
agents took up the subject of the anti- | Inspection Bureau or other rating 
discrimination law with Commissioner reer pr gh be the legal athe 

: _ | sentative o e company issuing the 
M. J. Cleary. They asked him ques policy. Mr. Cleary has prepared a rul- 
ing on how business shall be written 
and at what rate where new legalized 
rates have not yet been established. 
This will be given out in the near 
future. 

Mr. Cleary stated that he did not ex- 
pect that the business could get on a 
level basis in one year and it might 
even take five. The antidiscrimination 
law, he said, cannot accomplish its en- 
tire purpose immediately. It will take 
time to work it out. 

Mr. Cleary also stated that the New 
England mutuals would not have to 
establish a separate rating bureau in 
the state; that they may establish a 
branch of this bureau in which will be 
on file all schedules and surveys per- 
taining to Wisconsin business. 

Edgar M. Allen, who spoke after the 
Wednesday evening dinner, made men- 
tion of the new Wisconsin law. He 
said that the Arkansas agents had been 
working under an actuarial bureau, 
similar to the manner in which Wis- 
consin agents would work under the 
Wisconsin Inspection Bureau when the 
new antidiscrimination act became ef- 
fective. He said that the bureau was 
on the right track and that the agents 
would find Manager Clem E. Wheeler 
right at least 51 percent of the time. 

The new law, he said, meant a lot of 
trouble in Wisconsin and much work 
. for the local agents, but the ultimate 
Among points brought out was the | result would be beneficial to everybody. 


Asks for Agitation 


One resolution, drawn by G. A. (3) That a copy of this resolution be 
Straussen of Mayville, Wis., was pre-| mailed to the American Agency Bulletin 
sented to the meeting, but not recom- | for publication, and that we urge other 
mended for adoption by the committee | state organizations to cooperate with us 
on resolutions. It was aimed at part- | on this movement. 
timers and side-line agents. Its text Chairman Manson said the resolution 
follows: roe committee had been unable to agree on 

Whereas, the National Udsvciatiek of | the proposal. The chief objection, he 
pmo —_— aims to better insurance thought wes that % brought up " the 
conditions; an . ~ ay - 

, Z ‘ ; s * n 

Whereas, the appointment of merchants | subect of commissions, Ths has Deen 
and side line agents by the companies is a | ‘42° a 
menace to the regular agents, who are an +3 S dh th 
spending considerable time and money to f r. pee ppm See ok a e poh A e 
better and improve insurance conditions | **amer and sponsor o the resolution 
and minimize fire waste; and and pointed out specific cases of injus- 

Whereas, it does not seem just that the tices done local men by inadvisable 
part-time agents should receive the same | #8ency appointments that were also un- 
Png oy as the regular agents; there- hat gl cp Bien pt Ry f — 

ore, be i : 

Resolved, that we, the Wisconsin Asso-| proposal, but he considered the pre- 
ciation of Insurance Agents, sentation of the resolution the best way 

(1) Recommend to the Western Union | of getting the subject before the meet- 
and the Western Insurance Bureau a re- ing. He expressed the hope that it 
duction of commissions of part- -time | would be discussed and agitated. : 
agents. One speaker suggested that specific 

(2) That this association only admit| instances be reported to the grievance 
full-time agents to membership. - committee, who could take the matter 








D. D. HARMON, Oshkosh 
Retiring President 


tions about different phases of the law 
and the proper way of complying with 
it. 
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AGENTS WANTED THROUGHOUT WISCONSIN 
ACCIDENT 


WISCONSIN cheatrs INS. CO. 


AN “OLD LINE” LEGAL RESERVE 
INSTITUTION. 


Showed a gain of nearly 100 per cent in 1916 
over previous year. 


GEO. E. TYRRELL, President 
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Assurance Co., Ltd. 
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Explosion and War Risk Insurance 
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Chicago, Ill. 
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up with either offending field men or The local men could “out-Herod 
even field organizations. Herod.” 


Another participant in the discussion 
asked for a definition of a part-time 
agent. Mr. Straussen said the inquiry 
could only be answered after the sub- 
ject had been threshed out in discus- 
sions before state and National asso- 
ciation meetings. 

President Harmon appointed Mr. 
Straussen chairman of a special com- 
mittee, with power to seiect his two 
associates, to report further on the sub- 
ject at the next annual meeting. 

Later in the session James B. Leedom 
of Milwaukee, a former president of the 
association, suggested that the matter 
had been passed over too lightly. It 
seemed to him that this was a live topic 
in which agents in all smaller places 





FRANK FASSOLD, Milwaukee 
Newly Elected Secretary-Treasurer 


were vitally interested. He believed 
discussions on subjects such as these 
would help the association. They would 
put pep into the meetings. Good meet- 
ings that considered matters close to 
the hearts of agents would get the de- 
sired attendance and strengthen the as- 
sociation. 

President Harmon denied any inten- 
tion of shelving the subject and Mr. 
Straussen announced that he would 
come back next year to again bring the 
matter up. He said they had a good 
local board at Mayville and were plan- 
ning a county club, but that they would 
probably need the assistance of both 
the state and National association in se- 
“ses 5 a solution of-the part-time prob- 
em. 


Carl E. Hilbert 





Chas. H. Baerwald 


HILBERT & 
BAERWALD 
COMPANY 


86 Michigan Street, MILWAUKEE 


The Most Complete and Largest 


General Agency in Wisconsin 


Representing the 


London & Lancashire Indemnity. 
Metropolitan Casualty I Co. 
Federal Insurance Company 
Assurance Company of America 
Globe Indemnity Co. (Boiler Dept.) 





Submit any Line or Kind 
of Insurance to Us 


RESIDENT BISSELL of the Na- 

tional Board of Fire Underwriters, 
in volunteering the services of that or- 
ganization to the National Council of 
Defense, put at the 
United States government, a unit of 
sand men. 


insurance companies on an average of 
$150 per man, 


the government will be nothing. Were 
the government to make an inspection 
of the food supplies it would cost at 
least that much to train that number of 
men for efficient service. 
spection will be made every three 
months of all buildings manufacturing 


ily see that the fire insurance companies 
are doing their bit to aid the govern- 
ment, in additien to purchasing a large 
amount of Liberty Bonds, and contrib- 
uting to the Red Cross. 

The work of the central west is in 
charge of the Chicago advisory com- 
mittee, of which W. H. Sage is chair- 
man, and a more happy selection could 
not have been made, as Mr. Sage is one 
of the veteran underwriters of the cen- 
tral west. Having spent much time in 
organization work, he makes a fine gen- 
eral to command the corps of inspectors 
in this bee hive of activity from Ohio 
to Colorado, Minnesota to Missouri. 
While he had retired from active life, 
and has spent many years in hard and 
diligent work, he is showing the boys 
what a man can do for his country by 
spending many nights on sleepers in 
jumping about the country organizing 
the various states and putting the ma- 
chinery in working order and activity 
into the movement. 

The first state to be organized was 
Wisconsin. After discussing the matter 
with Fire Marshal Cleary, J. G. D. 
Mack of the state council of defense, 
Sidney Williams of the industrial com- 
mission, and other state officials, the 
Wisconsin field men were in a position 
to grasp the idea of the National Board 
and at a meeting in Milwaukee on May 
21, attended by field men of both stock 
and mutual companies, representatives 
of the various departments of the state 


service of the | 
trained inspectors of three to four thou- | 
While the time and expense |! 


of this corps. of inspectors will cost the | 


or a total of $600,000 for | 
the first general inspection, the cost to | 


As a rein- | 


or housing food supplies one can read- | 


Helping Win the War 


By E. G. Frazier, President Conservation Association of Wisconsin 


government, the Chicago committee 
| Started the ball a rolling by organizing 

| the Conservation Association of Wis- 
| consin. 
An executive committee of seven was 
| appointed, and to divide the work sub- 
committees were appointed to district 
| the state, to district the city, to instruct 
the inspectors, to interest local agents, 
| and to find ways and means to interest 
the public. 

After the inspectors had been pro- 
vided with credentials signed by the 
| governor, state fire marshal, and state 
| council of defense, and the inspectors’ 
pictures had been placed upon same as 
a means to identify them, the work of 
inspecting followed and over 1,000 re- 
ports have been passed upon by the 
committee on inspections, and copies 
will be sent to the state fire marshal, 
who will follow up the recommenda- 
tions for improvements to remedy 
physical defects, improve the fire pro- 
tection and instruct the owners of the 
various establishments to guard against 
intrusion of visitors having an un- 
friendly purpose, and otherwise con- 
serve the food supply for the soldiers 
and citizens of the United States and its 
allies. Mr. Hoover, the national food 
commissioner, appointed by President 
Wilson, has said, “Conserve the food, 
or lose the war.” Too much impor- 
tance cannot be placed upon this move- 
ment. 

The conservation associations of the 
various states are exchanging informa- 
tion with the end in view of perfecting 
the system of inspecting and working 
along uniform lines. 

Local agents are urged to become 
associate members of the various state 
organizations and they can render 
great service by being on the lookout 
for bad conditions and reporting to the 
conservation association, who will treat 
their reports as confidential and will 
take immediate action. Local agents 
can also assist the movement by en- 
couraging their friends and clients to 
act promptly on suggestions made by 
the inspectors and explain the patriotic 
object of the association. As every citi- 
zen, regardless of place of birth, desires 
that his family have proper food, all 
should be interested and assist in the 
conservation movement. 








Comment on 


There is a live issue in Wisconsin and 
the local agents consequently had a 
good attendance at their annual meet- 
ing. Quite a few said that they came 
only to hear what Commissioner Cleary 
had to say on the new rating law. They 
had all read the statute, but not so they 
understood it in every detail. They 





particularly desired to know what in- 
|terpretation the department would put 
|on certain portions that did not seem 
|especially clear. One of the big ques- 
|tions was, what did the so-called Skog- 
| mo amendment mean? It is assumed 
by many agents that this portion was 
drawn by former Commissioner Ekern 
and they wanted to know what present 
Commissioner Cleary will hold to be its 
meaning. 

If the Wisconsin association or any 
other association always had some live 
topics to discuss they wouldn’t have to 
beg people to come. Clarence S. Pellet 
emphasized that same point as regards 
the National association. 

There is always something of par- 
ticular interest that an agents’ organiza- 
tion can consider. Week before last 
the Michigan agents had no new legal 
puzzle to bring them out, but they had 
a good meeting. Their two best ses- 
sions contained papers on live subjects 
by their own members. There was a 
lot of interest in the paper on use and 





the Meeting 


occupancy insurance and the discussion 
that followed and there was a lot of 
benefit to be derived by the paper on 
automobile insurance. 

Next year the Wisconsin agents prob- 
ably wont have any new legislation of 
such important nature to discuss. But 
the officers can arrange an attractive 
program just the same. 

The plan of having the members par- 
ticipate instead of outsiders contribute 
should be well considered. Mr. Pellet 
told of some sad experiences that the 
National association had suffered as the 
result of getting speakers from beyond 
the agency ranks. It is important that 
the speakers take the meeting seriously 
so they can seriously prepare. The 
members have such a view of the or- 
ganization. 

The life men have a plan that is worth 
copying. In their natioral conventions 
they have five minute discussions. They 
pick out some member to preside over 
a discussion of some particular subject. 
He prepares a five minute talk and asks 
a few others to do the same on some 
special phase that he himself does not 
cover. Between them they nearly al- 
ways start something and an interesting 
and valuable forum results. 

Now the life men do not have any- 
where near the wide range of interest- 
ing topics that the local agents have. 





Life men have found the general sub- 
ject of salesmanship of great interest. 
Discussions along this line have been 
the most attractive. Similar discussions 
would probably bring out a larger at- 
tendance at meetings of fire insurance 
men. Local agents “could do a lot more 
creative soliciting and less competitive 
soliciting to their own advantage, the 
advantage of others in the business and 
the advantage of the public. Donald M. 
Wood said that only one sale in twénty 
in the local 


business) was made on 
creative soliciting. More and more 
creative soliciting is being done. It has 


to be if agents push use and occupancy, 


J. F. VAN DOOSER CO. 


ASHLAND, WIS. 
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and Loans 


V. E. REYNOLDS, Manager 
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Zimmerman & Rowley 
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Wausau, Wis. 





J. N. Manson 
INSURANCE OF ALL KINDS 


Wausau, Wis. 
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L. A. SCHMITZ W. C. KADOW 
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Loans and Insurance 





MANITOWOC, WIS. 


- ek ah ht 1 a oe oh te okt O26 ae 





ee ee ee ee, eee ae ee a nA A A whe ee eo Re ~~ — 


as = et TA eo 


- @ ome A ahi me A ee eet oe et et lm 


AS 


Pe I aS ee ee ee 








ss and 
ld M. 
wenty 
le on 
more 
It has 


INDS 








July 5, 1917. 


THE NATIONAL UNDERWRITER 





WISCONSIN UMBER 7 





tornado, automobile, accident and other 
lines of insurance that are not as hab- 
itual with the public as is fire insurance. 

A lot of agents have been doing some 
tornado advertising this year. They 
have been using more than just the cir- 
culars provided by companies. They 
have been sending out their individual 
circulars and buying space in their local 
papers. Advertising would be a good 
subject to discuss at any state conven- 
tion. The topic is too big to be dealt 
with generally. It should be made spe- 
cific—advertising tornado insurance, or 
daily paper advertising, or bill board 
advertising. 

Wisconsin agents were assured of one 
lively discussion next year by G. A. 
Straussen of Mayville. He brought up 
the part time agent problem. He didn’t 
get very far with it, but intends to keep 
hammering on it. That’s a big subject. 


It has been shaking the foundations of 


some of the local organizations of life 
insurance men. It has similar dangers | 
for the local agents’ organizations. But 
these dangers should not keep the asso- 
ciations from considering the question. 
No one need fear a discussion of the 


the company organizations would ever 
attempt such a plan. In these days of 
taxes, heavy losses and increasing ex- 
penses they might like to cut off some 
outlay in the way of commissions, but 
it would take a pretty brave manager 
to draw a rule that would be just and 
also enforcible. 

One reason for Mr, Straussen’s failure 
to have his resolution adopted was that 
it brought up the subject of commis- 
sions. So far the National association 
has tried to “lay off’ as far as this 
“relation” with the companies is con- 
cerned. A good many leaders in the 
organization have felt that a discussion 
| of commissions would put the organiza- 
|tion in a class with labor unions. Of 
course the association had to come to 
|the rescue of its members when con- 
tingent commissions threatened, but 
| otherwise it has stuck to its policy. 

__ There is an element in the association 
‘that wants the subject taken up. It has 
felt that the sole agency idea was re- 
lated to the principle of limiting ap- 
| prentices, enforced by labor unions, and 

|that the organization might go the rest 
| of the way and take up “wages.” 














It Helped Him Build His Business 


I will say that I have found the course a great 


help to me, not 


iness, but in getting improvements made. 
given me an opportunity to talk to the owners in an 


intelligent way, 
had it not been 


Inspection Bureau service is very good, and I find 
that they are willing to co-operate in anything that 
is for the improvement of fire prevention. 


Taught by Mail in Twenty Lessons 
ANALYTIC MEASUREMENT OF FIRE HAZARD ~ 


Write for Information 





topic. Action on it is the thing to be 
wary of. 

The objectionable part time men | 
might be eliminated by a qualifications 
law. The next question then is, what 
should the qualifications be? When 
they, have been agreed upon, the law 
must be passed and then enforced. It’s 
a long way to Jericho. 

Wisconsin probably couldn’t get a 
qualifications law at the next session of 
the legislature. The idea is said to be 
unpopular with the administration. 
Commissioner Cleary is supposed to 
hold the opinion that the insurance de- 
partment should not decide who may 
and who may not engage in the busi- 
ness. Without his support a law could 
probably not be enacted. And besides fag S 
the local agents do not want to run 
counter to him. The majority of them 
know him by the name of “Mickie.” 
That’s how popular he is among the 
agents. 

Mr. Straussen’s idea of meeting the 
situation was to reduce commissions to 
part timers. It isn’t at all likely that 





Some of Those 
That Attended 


Mabel C. Downey, Merrill. 

J. N. Manson, Wausau. 

G. A. Straussen, Mayville. 

J. F. Henderson, Whitewater. 
R. Southworth, 
August Rebhan, Milwaukee. 

D. K. Zimmerman, Waukesha. 
Walter Hartshorn, Waukesha. 
Frank Hoffman, Manitowoc. 

H. R. Schwake, Two Rivers. 

Frank Vraney, Manitowoc. 

Meyer, Wausau. 

J. M. Dietrich, Racine. 

G. Y. Wilkinson, Milwaukee. 
William Tisch, Milwaukee. 

William J. Krauthoefer, Milwaukee. 
William J. Karn, Madison. 

G. F. Zinn, Milwaukee. 

Ray E. Chartier, Wausau. 

G. Riemer, Milwaukee. 





Fire Protection Correspondence Courses 


403-4 Lincoln Inn Court, Cincinnati 
1362 Insurance Exchange, 


Hammond, Ind. 


only in building up my insurance bus- 
It has 


and in a way I could not have talked 
for taking the course. Our Indiana 


J. Froyp Irisx. 


By JAY S. GLIDDEN 


Chicago 























S. B. Mills, Waukesha. 


Mondovi. 


J. A. Rowley, Wausau. 





D. D. Harmon, Oshkosh. 


William F. Reinke, Milwaukee. 
Mrs. John West, Oshkosh. 
A. G. Dana, Fond du Lac. 

H. J. Boland, Green Bay. 


G. W. Fisk, Green Bay. 
Herman Pfeil, Milwaukee. 
E. M. Allen, Helena, Ark. 
Loyal Durand, Milwaukee. 
D. H. Moses, Waukesha. 
F. L. Clemons, Janesville. 
Henry Eckstein, Milwaukee. 7 
James B. Leedom, Milwaukee. 
F. P. Werner, Tomahawk. W. B. Calhoun, Milwaukee. 
Chester B. Roberts, Milwaukee. 
H. D. Plympton, Milwaukee. 
R. C. Mueller, Milwaukee. 
Victor D. Fischbeck, Milwaukee. 


S. R. Levy, Milwaukee. 

C. S. Pellet, Chicago. 

Walter Reitman, Milwaukee. 

J. D. Carr, Oshkosh. 

J. Caryl Hyman, Milwaukee. 

O. W. Donkle, Fort Atkinson. 

Thomas J. Callon, Milwaukee. 

M. J. Wanszyniakowski, Milwaukee. 

Louis E. Meixner, Milwaukee. 

J. E. Host, Milwaukee. 
Frederick Kasten, Milwaukee. 
a Heller, Jr., Sheboygan. 
i: o Harm, Milwaukee. 

bey Baumann, Milwaukee. 

A. R. Calhoun, Milwaukee. 


F. H. Schulz, Racine. 
W. E. French, Racine. 
Henry Keefe, Racine. 

B. A. Capwell, Racine. 





Boiler and Fly-wheel U. & O. 


TEAM boiler and fly-wheel use and occupancy 
insurance is of comparatively recent growth. 
The first policy of this kind issued in the west 


’ by the Hartford Steam Boiler was issued in Febru- 


ary, 1911, though this business had been written in 
the east for some time previous to that date. It is 
of interest that it took about nineteen days to get 
the policy on that first risk and that it was required 
because the property was in litigation and those in 
charge of it sought to protect it in every possible 
way. The policy called for $2,000 a day indemnity. 
At the end of the year the litigation was settled and 
the policy was not renewed. Within the past sixty 
days the same concern has applied for $6,000 a day 
use and occupancy insurance, but could not secure it. 

Small institutions seldom desire this class of in- 
surance and the larger part of it is written in the 
east. 

The recent unusual demand has arisen not only 
through war conditions, but through the very large 
profits that some institutions are making. A case is 
cited where a paper mill which used to turn out 
forty-five tons of paper a day now turns out eighty 
tons at a profit of 2% cents a pound. Most com- 
panies are writing the line conservatively and on this 
account it is impossible to get coverage calling for 
$5,000 or $6,000 a day, in fact $2,500 a day seems to 
be about the limit of indemnity that will be granted. 


Three Year Policies 


Steam boiler use and occupancy insurance is gen- 
erally written under three-year policies, providing 
that indemnity for not more than 150 days in that 
period shall be granted and that no indemnity shall 
be paid for the first seven days of idleness due to a 

boiler break-down. Under this class of coverage the 
premium for three years is equal to the indemnity 
for one day. Thus a policy granting $1,000 a day 
indemnity for not more than 150 days in three years 
with the first seven days of idleness excluded calls 
for a premium of $1,000. Should the period of ex- 





clusion be only six days, the rate is 105 percent of 
this; five days, 110 percent; four days, 115 percent; 
three days, 120 percent; two days, 125 percent; if 
only one day, 135 percent, and if there be no exclu- 
sion 150 percent of the rate where the exclusion is 
to be seven days. Usually insurance with no exclusion 
or with only one, two or three days of exclusion is 
granted only to the best moral risks and those having 
certain types of boilers. For an extra premium of 
50 percent companies will grant indemnity for 300 
days instead of 150 days out of the three years cov- 
ered by the policy. Fly-wheel use and occupancy 
insurance is written at the same rates as that for 
boilers. 

These so-called standard provisions are the result 
of evolution. Some of the first boiler use and 
occupancy policies granted only 60 days indemnity. 
Later the companies increased the indemnity period 


to 300 days, but afterwards reduced it to 150 days. 


Valued and Non-Valued Forms 


This insurance is sold both on valued and non- 
valued forms of policies. Under the valued form the 
company agrees to pay the stipulated daily indemnity 
whether the loss amounts to that or not. Under 
another form of policy the company agrees to pay for 
each day’s loss of use and occupancy 1/365th of the 
profits of the year previous, but not to exceed the 
amount of indemnity expressed in the policy. Under 
still another form the company agrees to pay that 
proportion of the indemnity stated in the policy, 
which the profits of the seven days previous to the 
accident bear to the profits of the year previous. 

Under the form providing for paying 1/365th of 
the last year’s profit, it is evident that if a concern 
had had a very profitable year and then business 
suddenly became slack, there would be the possibility 
of the assured receiving indemnity considerably in 
excess of its actual loss. While on the other hand, 
if business had been slack, but suddenly brightened 
up, it might reccive much less than its actual loss. 





Under the form based on the ratio of the profits for 
the past seven days compared to those for the past 
year, these possibilities would be largely avoided. 


Problems for Underwriters 


When considering applications for this class of 
insurance underwriters take into account very many 
contingencies. One is the type of boiler in the plant. 
For some types of boilers, repair parts can be secured 
more quickly and placed much more quickly than 
for others. One man who has handled considerable 
of this business states that he always considers the 
side-track facilities of the plant insured. On more 
than one occasion he has been able to get an old 
locomotive run in upon a side-track and furnish 
steam for the plant for some days while the boiler 
was being repaired or replaced. He also considers 
the possibility of getting a speedy installation of 
electric power. 

Of course, the distance from large centers where 
new boilers can be secured is an important factor. 
At a distant point, with poor railroad facilities, the 
insurance company would stand to lose several 
thousand dollars more than a similar loss would 
cause where repairs could be promptly made. 

Another class of questions to be considered in 
underwriting this business relates to the nature of 
the business itself. For example, one concern had 
in an order for punch presses for six months before 
the machines were delivered and the maker of them 
would not take further orders with a promise of 
delivery in less than two years. It is easy to see 
that a loss involving destruction of punch presses 
might cause a long shutdown. At the present time 
the hazard in use and occupancy insurance is in- 
creased by the possibility of the government com- 
mandeering plants of certain kinds, making it im- 
possible for others that might be disabled to secure 
from them necessary machinery to resume opera- 
tions. At the present time, also, it is next to im- 
possible to secure new boilers with any degree of 
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l 
speed and the market is almost swept clean of second | differences of opinion over adjustments. Adjust- 


hand boilers. 

Inspections for steam boiler use and occupancy 
insurance are quite different from those for steam 
boiler insurance. On account of this difference one 
of the companies requires two inspections by dif- 
ferent men. One goes over the boilers to see that 
they are fit for boiler insurance. Another one makes 
an inspection more like that for general liability 
insurance, looking the plant over in its entirety to 
determine as far as possible the probability of serious 
loss under the use and occupancy policy in the event 
of a bad boiler explosion. 

One of the casualty companies which writes steam 
boiler insurance does not write use and occupancy 
at all, believing that there are chances for moral 
hazard and also that there are many opportunities for 


Use & 


T MIGHT be thought that the manifest desirability 
I of use and occupancy insurance would have long 

since recommended it to favor in Europe, but such is 
not the case. Germany has been consistently indifferent 
to anything of this sort. When profits insurance began 
to make way in England, ten years ago, it was experi- 
mented with in Germany and almost universally turned 
down. Nor has it been developed there since. The 
Teuton writes rent insurance—which is figured among 
the standing charges in the American and English sys- 
tems—but goes no further. 

In other parts of Europe a form is employed that is 
known as chomage insurance; this somewhat approxi- 
mates our use and occupancy, but is better described 
as excess fire insurance, and pays a sum proportioned 
upon the fire loss without regard to the loss of profits. 
The precise wording of this policy runs: “To pay the 
percentage which the sum hereby insured bears to the 
total fire insurance over contents on the amount paid by 
the fire companies.” In addition to the inadequacy of 
this method, and its lack of science, it has been ob- 
jected that it lends itself to a serious moral hazard 
menace through methods of adjustment. 

English Profits Insurance 

Unquestionably the best system in use abroad is 
the English method—“profits insurance.” Indeed, 
some of the best authorities in this country have 
pronounced it superior to our use and occupancy insur- 
ance, on the ground that the latter can only apply with 
entire accuracy to businesses where the sales do not 
fluctuate, and they are few. The term “profits insur- 
ance” is frequently employed in England as interchange- 
able with consequential loss, though it is coming to 
mean something less than identical with that. It has 
not been in use for more than fifteen or twenty years, 
and in its present perfected form, for more than ten 
or twelve. Its province is the covering of the “earning 
loss,” that is, the loss of profits through interruption of 
trading in consequence of fire. Its principle is based 
upon the ascertainment of a standard whose fluctuation 
will accurately determine the loss of profits. The gen- 
eral standards are two: the “turnover” (sales), as repre- 
sented by money, and the “output,” as represented by 
goods produced. It covers total profits, that is, net 
profits plus standing charges. Net profits are defined as 
trading profits, and standing charges are held to be 
such items of the general profit and losses nature as in- 
terest, directors’ and auditor’s fees, rates and taxes, rent, 
salaries to permanent staff, insurance fees, etc. Policies 
are written for definite terms, ranging from two or 
three months to two or three years, though, as a rule, 
for one year. An express .period of liability, which is 
entirely apart from the term of the policy, is stipulated 
by the applicant in his “proposal” and is such a period 
as he estimates would require his placing his plant in 
full working order again. To find the amount of a loss 
there must be ascertained the percentage of profits made 
by the insured on his turnover, and the “ascertained 
percentage” is the percentage of the sum insured to the 
annual turnover, provided always that this ascertained 
percentage does not exceed the realized percentage in 
the preceding financial year, to which is added a charge 
for the “increase in cost of working,” due to the extra 
expense entailed in meeting inroads of competitors, and 
which includes the cost of taking temporary premises, 





ment of use and occupancy losses, especially where 
they are only partial, is a delicate matter. One man 
who has given the subject much consideration says 
that partial losses ought to be adjusted on the basis 
of the production of the plant rather than of the 
profit. 

The number of companies now engaged in steam 
boiler insurance is small and apparently the relations 
between them are not close enough so that the 


| facilities of all of them are available in furnishing 


reinsurance on large risks. While a use and occu- 
pancy loss might not ordinarily be very heavy, the 
possibilities are such that much caution is necessary. 
If one company were to carry steam boiler insurance 
up to $50,000, use and occupancy insurance for $2,500 
a day and fly-wheel use and occupancy insurance for 


Occupancy 








having the work done elsewhere, employing additional 
labor, etc. Having ascertained the percentage of profits 
the amount of the loss is figured by applying this pro- 
portionately to the reduced turnover caused by the fire. 
A clause is used to define the total liability as meaning 
that the sum of the amounts so payable for the shortage 
in the turnover and for increase in the cost of working 
shall not exceed the amount which would have been 
payable were the business entirely stopped—in other 
words, a total loss. 
Policy Stipulates Adjuster by Name 

Experience showed that traders and manufacturers 
had a reluctance to revealing in advance details as to their 
annual turnover, the amount of their standing charges, 
and their net profits, and so these questions have been 
dispensed with. All that is now set down in an appli- 
cation is the sum insured, the names of the items cov- 
ered by it (net profits, or fixed charges, or both), the 
period of liability, and as to whether it is to be for 
“turnover” or “output.” When a fire occurs an “as- 
sessor” adjusts the loss on the basis thus stated in the 
policy. This assessor is usually a professional ac- 
countant appointed by the insured and the company, and 
his name is generally written in the policy, thus obviat- 
ing any dispute in this important particular. He first 
certifies what the annual turnover is, and so immediately 
arrives at the percentage of the sum insured to the 
turnover. He then lists the turnover by months for the 
year preceding the fire, compares the monthly turnover 
for the corresponding months immediately after the fire, 
notes the decrease (shortage) per month, applies his 
percentage, and so reaches the monthly loss on shortage. 
To this he adds the increase in cost of working, and this 
gives him the total amount of the claim. The only 
discretionary power possessed by the assessor is in the 
ascertainment of “any extraordinary or other circum- 
stances of the business,” for which he may figure addi- 
tions or deductions; this would have to do with such 
unusual conditions as-a breakdown in machinery, a 
strike, a collapse of the building, etc. Such circum- 
stances would, of course, affect the falling off in turn- 
over for a part of the year preceding the fire, and would 
work an unfairness to the insured when it came to com- 
parisons of corresponding months’ turnovers. It has 
been found that total losses are improbable under profits 
policies. Percentages of loss are higher, as a rule, 
under “output” than under “turnover” contracts. An 
excellent feature of the English method of. settlement 
is the paying of monthly installments of the insurance; 
this supplies the insured with money at the time when it 
is most acceptable, and often enables him to proceed the 
more quickly with the restoration of his plant—and so 
works out to the advantage of the insurer as well, in 
shortening the cost of the period of liability. 

In cases where the period of liability exceeds twelve 
months the sum insured is directly affected; the latter 
must then represent the net profit plus the standing 
charges for the period of liability; this leads also to a 
graduation in the rate. ; 

Despite the apparent simplicity and flexibility of the 
English profits policy disputes are by no means impos- 
sible. One of the conditions least easy of interpreta- 
tion is set forth in the following clause: “All differ- 
ences arising out of this policy shall ve referred to the 
decision of an arbitrator, to be appointed by the parties 








$2,500 a day, it would be possible to incur a loss of 
$800,000 by one explosion, which is more than any 
prudent company would want to expose itself to. 
From the standpoint of manufacturers and others 
desiring heavy indemnity of this character, it appears 
rather regrettable that the boiler companies will not 
pool their interests to such an extent as to secure 
the full facilities of all of them for use on large risks; 
and it becomes a question if some casualty companies 
of large resources which do not write steam boiler 
insurance at all might not find it advisable to extend 
their scope to include this line, not with the intention 
of writing it directly, but only to enable them to take 
reinsurance. It is somewhat unusual to find property 
owners seeking a perfectly legitimate form of insur- 
ance and being unable to find all they want of it 
because of limited facilities. 


Abroad 


in difference; or, if they cannot agree upon a single 
arbitrator, to the decision of two arbitrators, one to be 
appointed, in writing, by each of the parties; or, in case 
of disagreement between the arbitrators, to the decision 
of an umpire, to be appointed, in writing, by the arbi- 
trators before entering on the reference; and unless and 
until the condition as to furnishing and verifying the 
claim has been complied with, and an award has been 
made, the company shall not be liable for any loss, and 
such award shall be a condition precedent to any lia- 
bility of the company, or any right of action against 
the company in respect of such claim.” It would seem 
as if the careful selection of the accountant “assessor” 
at the time of the issuance of the policy would neces- 
sitate the acceptance of his decision by both company 
and insured, and that the sole matter susceptible of 
arbitration would be as to whether the insured had 
faithfully fulfilled his conditions of the contract. 
Hazards in Unsettled Countries 

In a country of such settled business conditions as 
England there is doubtless little difficulty in conducting 
this class of insurance as here outlined, but in a more 
changing and newer field disturbing elements are likely 
to enter. In an admirable study of the subject as 
applying to New South Wales Ernest W. Bell has 
recently pointed out some of the difficulties that con- 
front profits underwriters in his field. He cites the 
constantly changing conditions of business there, the 
difficulties of securing credit, the almost weekly be- 
ginnings of new industries and trading firms with the 
accompanying difficulty of finding out preceding net 
profits or net losses, and the menace of moral hazard 
as increased by climatic conditions and labor strikes. 
He accordingly suggests that in the newer countries 
caution be observed on the following points: 

(1) That only firms of the highest moral standing 
should be accepted. 

(2) That no policy should be issued in the nature of 
loss of profits to a firm that has not been in existence 
five years. 

(3) That the insurance should be based on the aver- 


, age total earnings or profits for the three years previous 


to the application. 

(4) That as regards retailers it should be confined 
to capital cities, as the nature of country business is 
too precarious, owing to fluctuating seasons and long 
credit. 

(5) That the policy issued should be reviewed on 
renewal. 

He believes that in accepting a proposal the following 
information will assist in deciding acceptance and as 
to holdings: 

(a) Number of years the business has been in 
existence. , 

(b) Integrity and financial position of the firm. 

(c) Has the turnover or output increased or de- 
creased during the past financial year? 

(d) In the event of a fire, is the stock, power or 
ftaw material procurable locally? 

(e) If any member of the firm has an interest in 
another business of a similar description. 

(f) -Is there a cable code used? 

It is not impossible that these suggestions might be 
applicable to the United States, in the event of the 
English system gaining approval here. 
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ventories to sell keep talking 

about the results which can be 
produced by their use in building up 
preferred business. Insurance agents 
have heard so much of this that it goes 
in one ear and out the other without 
the plan ever being given a practical 
trial. But there is a systematic way, 
free from red tape, of increasing both 
the aggregate of the present amount 
of furniture insurance carried by each 
agency and for multiplying the num- 
ber of risks. If every agency in every 
town pursued the plan each would 
profit, for there is a great volume of 
this preferred business waiting to be 
written. But every agency will not 
use the plan for probably ten years— 
in the meantime it is all the easier for 
the early bird. You have wanted time 
to instruct the young man in your of- 
fice so that he could increase his effi- 
ciency by getting new business at spare 
times and he has ached to help get 
things in shape to warrant that “raise.” 
Here is the plan you both want. It 
means years of good business, but it 
also means a jump in the premium re- 
turns the first month and each month 
ee ee and lasting re- 
sults. 


Prventori who have household in- 


* * * 

The plan may be put into full opera- 
tion at a cost of $6.25, and this in- 
cludes besides one hundred copies of 
the medium size inventory with a half 
dozen lines about your agency on the 
front cover, full instructions for going 
to work, for following up the work and 
for turning the spare minutes into the 
most profitable ones of the day. 

. We have prepared a complete set of 
working instructions which have been 
put in the hands of many agents. When 
these instructions were first prepared 
and the complete campaign mapped 
out, we made it a particular point to 
get reports from the agents who were 
following the plan. Our first “stu- 
dent” said: 

“T’ll do my best to follow instruc- 
ticns—show me.” His net premiums 
shown on his first day’s report amount- 
ed to $27.00, with $6.75 clear profit as 
his commissions—and in his words—‘“a 
fine lot of prospects scheduled for fu- 
ture business, one of which, inside of 
ten days, is good for a $28.00 premium.” 

Six dollars and seventy-five cents a 
day is $170.00 a month. And this was 
the first day, without the benefit of the 
cumulative follow-up system and with- 
out the knowledge that comes from 
experience in working a plan. 

* s * 

Do you clear $170.00 a month on new 
business—do you make half that 
amount in premiums from business you 
had never handled before? How much 
did you realize on the spare time of 
the young man in your office? Have 
you ever made a $5.00 investment that 
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brought the returns this proposition 
holds out? Is there any reason why 
you should not add materially to your 
bank balance between now and Christ- 
mas? Who stands in the way? 

If you are handling all your own 
business and have an extra hour a day 
why not coin these hours into dollars? 
If you have an office man that has 
ability, why not let him try his hand 
at new business to your mutual benefit? 

But one day does not make a busi- 
ness and the natural thought was, “He 
was lucky.” 

* * * 

But if we were happily surprised at 
the first report which came as a brief 
message, you will now reflect the feel- 
ings we had when the written report 
came in and we read: “Time spent first 
day on the special work® 1% hours; 
premiums earned, $27.00. 

We were surprised—1!%4 hours; com- 
mission, $6.75. 

On sober second thought we would 
have felt that a real field test had not 
yet been made had it not been for the 
fact that with the first day report there 
were reports for five other days with 
this summary: 

Number of policies written, 8; totai 
amount of premiums, $101.80; commis- 
sions earned, $25.90; time ‘spent, 11% 
hours; system expense, $1.60. 

Not the luck of a day, but the busi- 
ness secured in the spare time of six 


days. Spare time put to work at the 
rate of $5,000 a year. (Poor old spare 
time!) 


* * * 


And as if the rate of $16.00 a day 
net were not stificient return for eight 
hours’ work, the report for the six 
days, analyzed, produced this as a sur- 
plus: Good “prospects” secured for 
future business, 8. 

The plan is one that can be put into 
successful operation by any person 
qualified to solicit fire insurance. It 
offers an opportunity to utilize the 
spare time to advantage. 3 

The complete details of the plan will 
be furnished without charge by the 
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Promotion Department to all fire 
agents who may ask for particulars. 

The size of the town or agency is 
not material; the smallest town and 
the largest agency may use the plan 
as a mould for coining spare time into 
dollars. 





President Wilson | 
on Fire Prevention 








President Wilson has furnished the 
National Board with the following 
signed statement giving his views on 
fire prevention: 

“Preventable fire is more than a pri- 





vate misfortune. It is public derelic- | 
tion. At a time like this of emergency | 


servation of national resources, it is | 
more than ever a matter of deep and | 


pressing consequence that every means | 
should be taken to prevent this evil.” | 


New Danger — | 
to Farm Buildings 











| 
| 
| 





The general and extensive use of au- | 
tomobiles, tractors and other gasoline | 
propelled vehicles on the farm, and the | 
frequency with which barns and other 
farm property have been destroyed on 
account of proximity to garages, call 
for a warning as to the danger of such 
practice on the part of farmers, accord- 
ing to the Michigan fire marshal. 

The farmer usually stores his auto- 
mobile or tractor either in a lean-to 
next to the barn or in a separate build- 
ing close to other farm buildings, where 
a fire starting in one will easily com- 
municate to the others. This practice 
should be avoided, as the dangers and 
the fire hazards existing about a garage 





and of manifest necessity for the con- 





WILLIAM F. DUNBAR 
Insurance Commissioner of Tennessee, 
Who Has Retired to Become Manager 
of the Southeastern Under- 
writers Association 





are such that the greatest precaution 


| should be taken to see that a distance 


of at least 150 feet separates the garage 


| from other buildings, straw piles, or 


other exposed property. 


National Board’s Offer 


The National Board has offeréd the War 
Department the services of one of its 
building and protection experts to aid in 
the construction of the sixteen canton- 
ments which are being provided for by 
the national army. As all the structures 
are built of lumber, fire prevention and 
water supply will be looked after and fire 
drills will be organized. 


Cc. F. Soderstrom, the new rate man 
who will be in the Oklahoma department 
in the futtre, arrived in Oklahoma City 


Monday and is at his new post. 
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AFire Insurance Company 
Is Valued for Its— 


Strength 
Service 
Integrity 


Permanence and Unquestioned Strength 


Assets of $6,760,670.45 
Surplus of $3,884,163.10 


A Broad Underwriting Service to Agents. 
| 
| 


Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, 
Use and Occupancy, Explosion, etc. 


WORKS IN HARMONY WITH AMERICAN 
AGENCY PRINCIPLES AND PRACTICES 


Scottish Gnion & National 
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JAMES H. BREWSTER 
Manager i 
HARTFORD, CONN. | 
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TAX ON INSURANCE 
FOR WAR PURPOSES 


(CONTINUED FROM PAGE 1) 


subdivision (A) of section 10 of such 
act of Sept. 8, 1916, as amended.” 

The revenue bill as it was introduced 
in the house and which has run through 
the debates there, provided, in substance: 

“That every * * * or insurance com- 
pany, that is liable to pay, or has paid 
the taxes under the act of Sept. 8, 1916, 
upon the net income received, * * * shall 


pay, in addition to such taxes, a tax 
equivalent to 33% percentum of such 
taxes.” 


The house provided further: 

“* * * And insurance companies liable 
for the payment of income, munitions, 
or excess profits taxes, under existing law 
or under this act, shall pay without levy, 
‘or assessment or notice simultaneously 
with the submission of their return tax, 
the amount of tax ,for the payment of 
which they are shown by such return to 
be liable.” 


Penalty for Failure to Pay 


Failure to pay this tax results imme- 
diately in a 5 percent penalty. 

The house bill provided also: 

“* * * There shall be levied, assessed, 
collected and paid a like excess profits 
tax of 8 percentum upon the income re- 
ceived in 1917 and every year thereafter 
by * * * insurance company. Such tax 
shall be computed, * * * upon the same 
basis and in the same manner as the tax 
imposed by title 2 of such act of March 3, 
1917, as amended by this act. Income 
from dividends upon stock of 
other corporations or partnerships which 
are subject to the tax imposed by this 
title and tax imposed by title 2 of the act 
of March 3, 1917.” 


Tax in Senate Bill 


The senate bill provides for the as- 
Sessment of taxes on excess profits, as 
follows: 

“That in addition to the taxes under 
existing law and under this act, there 
shall be levied, * * * for such taxable 
year upon the income of every corpora- 
tion, partnership, or individual a tax 
equal to the following percentages of the 
excess profits: 

“Twelve percentum of the amount of 
excess profits not in excess of 15 per- 
‘centum of the deduction allowed by sec- 
tion 203, 204 or 205, as the case may be. 


Reaches 16 Percent 


“Sixteen percentum of the amount by 
which such excess profits exceed 15 per- 
centum of such deduction and do not 
exceed 25 percentum thereof. 

“Twenty percentum of the amount by 
which such excess profits exceed 25 per- 
eentum of such deduction and do not 
exceed 50 percentum thereof. 

“Twenty-five percentum of the amount 


by which such excess profits exceed 50 
percentum and not exceed 75 percentum 
thereof. 


“Thirty percentum of the amount by 
which such excess profits exceed 75 per- 
centum and do not exceed 100 percentum 
thereof. 

Tax on 100 Percent 


“Thirty-five percentum of the amount 
by which such excess profits exceed 100 
percentum and do not exceed 150 per- 
centum thereof. 

. “Forty percentum of the amount by 
which such excess profits exceed 150 per- 
centum and do not exceed 200 percentum 
thereof. 

' “Forty-five percentum of the amount by 
which such excess profits exceed 200 per- 
centum and do not exceed 250 percentum 
thereof. 

“Fifty percentum of the amount by 
which such excess profits exceed 250 per- 
centum of such. 


Determining Excess Profits 


“Section 203. The amount of excess 
profits shall be determined (a) in the case 
of a domestic corporation or partnership 
or of a citizen or resident of the United 
States by deducting from the net income 
from the trade or business received during 
the taxable year the average amount of 
the annual net income of the trade or 
business during the prewar period; and 
(b) in the case of a foreign corporation 
or partnership or of a nonresident alien 
individual by deducting from the net in- 
come of the trade or business received, 
from sources within the United States 
during the taxable year the average 
amount of the annual net income of the 
trade or business from sources within 
the United States during the prewar 


period. 
Variation of Capital 


“If the average capital (or in the case 
of a foreign corporation or partnership 
or nonresident alien individual that pro- 
portion thereof which the net income of 
the trade or business sources within the 
United States bears to the entire net in- 
come), employed in the trade or busi- 
ness during the taxable year is greater or 
less than the average capital or propor- 
tion thereof so employed during the pre- 
war peried, the excess profits shall be 
determined by deducting from the total 
net income for the taxable year an amount 
which bears the same proportion to the 
average annual net income for the pre- 
war period which the average capital or 
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AGENTS WANTED IN UNREPRESENTED POINTS 








taxable year bears to the average capital 
or proportion thereof employed during the : 
prewar period.” 


PREMIUM INCOME IS 
BEING MAINTAINED 


(CONTINUED FROM PAGE 1) 


and the extension of plants has come 
the determination to take no chances 
in any way, and hence use and occu- 
pancy insurance has come much more 
generally into vogue. The recent west- 
ern windstorms, with the loss of mer- 
cantile property and factories, have em- 
phasized the dangers in this direction, 
and hence there has been a great in- 
crease in tornado insurance on indus- 
trial property. Furthermore, tornado 
use and occupancy has been’ popular- 
ized. Many plants have taken out ex- 
plosion insurance and explosion use and 
occupancy. 


Driving for Business 


Local agents have been driving hard 
for these new classes of insurance and 
urging plants to be fully covered. This 
has meant a large increase in premium 
income. Company headquarters find 
that they are taking care of much more 
work than usual and that June busi- 
ness was just as heavy as it was in De- 
cember and January. It is expected 
that the summer dullness will not be 
manifested around fire insurance head- 
quarters. The expectation is that busi- 
ness will continue just about as at the 
present and that the demands will be 
as heavy. 

This year is proving so far to be a 
stemwinder as to losses, as they are 
coming from many directions. Farm 
writing companies have been especially 
deluged with tornado losses and some 
of the months in the early part of the 
year were disastrous from a fire stand- 
point. 


Comes from the Side Lines 


The increase in premiums on part of 
fire insurance companies for the first six 
months of the year is contributed largely 
by the so-called side lines. Tornado in- 
surance has experienced a big boom on 
account of the many storms. Automobile 
insurance has kept up and companies writ- 
ing hail insurance show an increase in 
spite of the poor crops in Kansas and the 
southwest. Explosion insurance of course 
has helped out considerable, so altogether 
the side lines are the life savers at this 
time. 


Lightning caused material losses June 
27 in Tippecanoe, Delaware, Clinton and 
Huntington counties, Indiana, destroying 
several large barns and doing other dam- 
age. 
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Exceptional facilities for handling Surplus and difficult 
lines and unusual forms of insurance in best American 
and Foreign companies and at Lloyds, London. 


Chicago, Ill. 








Northwestern Ohio Automobile Insurance Company 
HOLEGATE, OHIO 


Ohio is good enough for us. 


Our way of doing business satisfies our agents and policy - 
holders. Agents wanted in Ohio. 


RAY AUSTERMILLER, 


Secretary and General Manager 











THE LARGEST .EXCLUSIVELY AUTOMOBILE 
MUTUAL IN OHIO 
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NATIONAL 
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Insurance Co. 
CELINA, OHIO 


E. J. BROOKHART, 
Secretary 





Writing Full Floater, Fire, Lightning, 
Windstorm, Explosion and Theft 








JUNE Ist, WE HAD 11,657 MEMBERS AND $6,162,658 
INSURANCE IN FORCE 


Live Agents Wanted in Ohio and Indiana 














Nebraska National Insurance Company 


Insures City and Farm Property against loss by Fire, Lightning, Tornado, Cyclone. 
Windstorms; Hail insurance on growing crops, Threshing Machinery and Automobiles. 
Incorporated January 4, 1899 Eighteenth Year 
$501,465.91 paid Policy-holders for losses since organization. 

Authorized cash capital or guarantee surplus fund $500,000.00 
HOME OFFICE, FOURTH FLOOR FIRST NATIONAL BANK BUILDING. LINCOLN, NEB. 
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Great Northern Insurance Company 


Albert Berg, Pres. & Treas. 
George W. La Brande, Vice-Pres. and Managing Underwriter 


ioneer Bldg., St. Paul, Minn. 
Jos. I. Silbar, Sec’y 


BOARD OF DIRECTORS: 


George T. Simpson Carl G. Schulz 
C. L. Maguire Louis F. Dow 
Julius A. Schmahl Louis B. Krook 


Dr. J. J. Ecklund 
Joseph I. Silbar 
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NEWS FROM THE EAST 


COMPANY IS BEING PROMOTED 











Greater New York Fire Is Strongly 
Backed by the Tax Payers’ 
Alliance 





The Greater New York Fire is in 
process of organization in New York, 
the promoters being identified with the 
Tax Payers Alliance in the Bronx 
district. John E. King, who has been 
identified with the New York insurance 
district for some time, will assist in the 
organization. It is planned to have 
$200,000 capital and $400,000 surplus. 
Alderman Harry Robitzek, president of 
the Tax Payers’ Alliance, is prominent 
in the organization. 





Eastern Notes 


Matthews S. Reeves has been appointe: 
special agent of Pennsylvania in the New 
York and New Jersey suburban field. 

The meeting place of the New York 
State Association, the field men’s organi- 
zation, to be held July 10, has’ been 
changed from Saranac Lake to Syracuse. 

The Atlas opened a New York suburban 
department July 2 in charge of City Man- 
ager C. C. Wayland as general agent, 
who continues as city manager for the 
Atlas and New York Underwriters as 
heretofore. 








The Bush League Agent 








Freeport Ill. June 27. 
My dear Friend Fred: 


Believe me, Fred, I dont never let no 
grass grow on my foot, as the Bible 
says. The thing to do is to seeze time 
by the 4 locks & get in your hooks 
early in the game. So as soon as old 
Pots term of offis was over as Ins. 
Supt. of Ill. I sent a clubbey letter to 
Fred Potter the new Supt. & I bet I 
was the ist local agt. to write to him 
& with him rattling around down in 
Sprngfield on his new job not noing 
how to handle 0 and with everything 
new & strange & working with a lot of 
bum clerks which Pots got jobs for I 
bet my letter was as welcome as the 
flour in May & like the sun busting 
out behind a cloud after a heavy rain. 
It took me 2 days to get this epissel up 
& here is what I wrote. 

* * * 
My dear Friend Fred: 


A friend you need is a friend indeed, 
as the Bible says, & when a man is 
flouncing around like a fish out of water 
the way you probly are now the least 
a man can do is write & tell you he 
is with you til the last dog is hung. 
The reason I call you Fred is on acct., 
altho I have never met you, still in all 
I have heard a lot about you just like 
you have heard a lot about me & with 
us both big men in the ins. biz. & go- 
ing to be warm friends what is the 
sense of us pulling this stuff about Mr. 
Potter & Mr. McFiggen? By rights 
it ought to be Fred & Wave just like 
Mr. Evans & Mr. Bissell probly calls 
each other Dick & Hank. 

* * * 

They is no cents in me telling you 
I am the biggest local agt. west of the 
Alagainey Mts. & Pres. of the Amer. 
Owl Fire (Org.) on acct. you no that 
but the main thing you will be glad to 
find out is that if you act right I will 
give you my hole heart & support. 
Old Pots was a bum & a nit wit. He 
tried to hang 1 on me & you see what 
happen. He lost the votes of the people 
& when I took away my support I bet 
he thot the roof was falling in. He 
was tighter than the bark on the tree & 
his pants pockets was 1 way pockets 
lined with fishhooks going out. You 
no what I mean. Now look where he 
is at. He has tried to get a couple of 
jobs in attys. offises but the fax is he 
couldnt get no job even as offis boy. 
He says he needs a rest. Well if I 
ever get near enough to swing on his 

















jaw the big round head will need a long 
rest. wigey 


But the main thing I want to do is 
give you some advice & I hear you are 
married & I dont like to see you make 
no bum cracks or mismoves because a 
married man always has enough rough 
house at home without having people 
raise hell at his offis. In the 1 place 
lay off of Und. Cos. That is the place 
Pots slipped his foot. Remember I 
have 0 but Und. Cos. in my agcy. & 
if they was foul ball Cos: I would not 
have 0 to do with them. In the 2nd 
place be friendly with org. Cos. This 
here U. S. A. is a free country & Al. 
Clover & me & some others is enti- 
tled to a living the same as anybody 
else. In the 3rd place you want to call 
on me at any hr. of the day or night 
to put you Jerry to any of this stuff 
that puzzles you. I will come to 
Springfield any time & only charge 
you $1 per day & R. R. fare. Dont pay 
no attention to what any of those clerks 
in the Ins. Dept. tell you on acct. they 
all got there jobs from Pots & he has 
probly got them trained to get your 
nanney. 

* * ® 


I am plugging for you every minnit. 
I am going to inspect all the grocery 
stores here in Freeport that sells ceeds 
like Herb Hoover & Walter Sage says 
for the consentration of national re- 
sourse. So keep up your spirts & re- 
member faint hearts never won no fare 
ladys only on acct. of you bean married 
you aint after no ladys but that is just 
a saying which means dont get mel & 
choly. Wishing you a great success as 
Ins. Supt. & with kind ‘regards to Mrs. 
Potter I am yours resply. your true 
friend Dave X. McFIccEN. 








SURPLUS LINES 

















MULTIPLE LINE AGENCY 


The following ad is from an Oral, S. 
D., paper. It oralizes for itself: 


FARMERS AND STOCKMEN 


“Look to Your Interests!” 


Parties wanting Farm Machine 
will please call and see J. E. Emick, 
who will have a complete line of In- 
ternational and John Deere Farm 
Machinery on hand. Pumps, Wind- 
mills ad De Laval Cream Separators. 

Will also have two stallions at 
livery barn. One registered black 
Percheron, weight about 2,050. One 
grade Shire 6 years old. 

Agent for J. I. Case steel separators 
and Moore monuments. 

INSURANCE OF ALL KINDS. 

Postmaster and Notary Public 
J. E. aenrCE., ORAL, S. D. 
A WAR EFFORT 


(From a circular letter of H. E. Rex, 
secretary Iowa State Traveling Men’s As- 
sociation.) 

Let this be our slogan: 


If you can’t shoot a gun, send a son, 
Or help Pai buying bonds. It must be 


do. 
It’s our “auty to be true to the Red, 
White and Blue. 
Our country wants our help till we have 
won. 
> * ® 


William F. Damlos is licensed as an 

agent by the Ohio department. 
= s s 

The H. C. of L. should worry the 
Northwestern Field Men: 

One Good Farmer. 

Two Millers. 

Two Bakers and 

A Cooke. 


ee 
SWEEPING UNDERWRITER 
PE following appears in a Michigan 


POM. John Piipponen of 404 Lake Linden 
avenue, Laurium, has been appointed 
chimney sweeper or cleaner in behalf of 
the Finnish Mutual Fire Insurance Com- 
pany, and every member is requested to 
have their chimneys cleaned by him at 
their own expense. 

“Finnish Mutual Fire Insurance Co., 

“Calumet, Mich.” 
s s s 


sn. 
—Zumwalt, Kansas. 





EDGAR J. HAYNES, Pres. 


THOMAS L. FARQUHAR, Sec’y. JAMES G. MACONACHY, Agency Supt . 


NEWARK FIRE 


INSURANCE COMPANY 


NEWARK, N. J. 


Assets oa > eee eee ete eek a heer $2,270,250.98 
Capital ohms Se Rw Set eS 500,000.00 
Surplus to Policyholders - - - - - = 906,788.03 





WESTERN STATE AGENTS 


W.E. COLLINS, Michigan and Ohio + Union Trust Building, Detroit 


7. J. WENDT, Illinois. Indiana and Wisconsin, 2021 Insurance Exchange, 
icago 


Responsible Agencies 
Solicited 














PITTSBURG UNDERWRITERS 


GEO. R. DAVIES, Manager Commonwealth Bldg., Pittsburg, Pa. 


Humboldt Fire Insurance Co. 
Teutonia Fire Insurance Co. 


UNDERWRITTEN BY 
Allemannia Fire Insurance 
National-Ben Franklin Insurance Co. 


o! sburg, Pa. 
Combined Capit, $1,700,000 “Assets S8173,146 Surplus to Policyholders, $3,572,680 


F. H. Westmeyer, Toledo, Ohio, Special Agent for Indiana and Ohio 
Eliel & Loeb Chicago, Ill, General Agents for Illinois 
Fish & Schulkamp, Madison, Wis., General Agents for Wisconsin 


The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 
ASSETS - - = u 
i SURPLUS TO POLICYHOLDERS - = = 


New Agents Solicited. 








$1,643,174.45 
1,235,960.65 


LICENSED IN 
Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, lowa, Minnesota, New York, Massachusetts, 
Rhode Island, Louisiana, California 





A Reliable, Progressive Agency Company Representatives solicited 














General Insurance 
Herbert Buxton 92 William St., New York 


Fxcess Insurance placed in all parts o. the United 
States and Canada 








Detroit National Fire Insurance Co. 


PAUL TURNER, President DETROIT M.O. ROWLAND, Secretary 
Join the forces of a live, active, growing, strongly backed western company, progres- 
sive, yet operating along sound lines. Licensed in New York, New Jersey, Connec- 
ticut, Massachusetts, Maryland, Indiana; Pennsylvania, Virginia, Minnesota, 


Michigan, Rhode Island, Iowa, Illinois, Colorado and California. 
MANAGED BY MEN WHO ARE IN CLOSE TOUCH WITH THE FIELD 























Merchants National 
Pive Jusurance Co. 


} CHICAGO 


‘py Wants Good Agents in 
Michigan, Indiana 
Illinois and Wisconsin 


eo oe 


oi 
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is + ml r y 
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IOWA STATE LIVE STOCK 
INSURANCE COMPANY 


DES MOINES, IOWA 





Insure Against Death From Accident or Disease 





WANT REPRESENTATIVES 
FOR DEVELOPMENT OF NEW TERRITORY 


S. A. COURT, Secretary DANA C. DAY, Agency Manager 
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A CONCRETE ILLUSTRATION 


THE various state conservation associa- 
tions that are inspecting food supply re- 
positories find themselves in a more vital 
relationship to mankind than ever before. 
The saving of food from burning these 
days means much. Let us come down to 
a few concrete facts. One barrel of flour 
makes 215 rations for a soldier. It takes 
four and one-half barrels of wheat to 
make a barrel of flour. If 4,500 bushels 
of grain are destroyed it means the de- 
struction of 1,000 barrels of 
215,000 rations. 

Put it on the basis of 1,000 bushels of 
wheat. This amount at 4% bushels to 
the barrel makes 22 barrels of flour. Or 
203 loaves, United States army size, to 
the barrel makes 45,066 loaves of bread, 
being 30 days’ army bread ration for a 
regiment of 1,500 men. 


flour, or 








VALUE OF EMPHASIS 


THE western manager of one big 
company wanted to find out just what 
profit his company had made in each 
state. He spent hours on the figures 
and found out what his gross and per- 
centage profits were by properly allo- 
cating expenses to the various com- 
monwealths. 

Next, he wanted to find out how his 
states compared with those. under the 
supervision of the home office and other 
departments. He spent more hours on 
his figures and then drew a map. On 
this map he ranked his states by total 
profits and also showed loss ratios and 
ratios of outgo to income. 

It was interesting to note that the 
states nearest to the home and depart- 
ment offices showed up the best. But 
six states showed a loss. One was 
Maryland, because of the Baltimore 
conflagration, another California, be- 
cause of the San Francisco disaster, and 
the other four were located in the 
south. 

The company had known it was op- 
erating at a loss in these four common- 
wealths, but it had a considerable in- 
vestment in agency plant there and con- 
tinued to do business in the hope that 
seasoning and improved conditions 
would ultimately bring a profit. 

But the map, showing those four 
states in red, emphasized the facts and 
made such an impression on the home 
office executives that they immediately 
took action. They put an inspector in 
the field to look over every risk on the 
books, including dwellings and house- 
hold furniture, and have kept him on 





the job continuously since then. The 
results have been very satisfactory. 
This manager, with his map, did just 
exactly what a good advertising man 
does. He pointed out a well known 


fact so emphatically that he got action. 








HASTY. LOSS PAYMENTS 


A RESOLUTION was passed at the recent 
meeting .of the NATIONAL Boarp request- 
ing companies to be more careful in re- 
gard to loss payments and not resort to 
hasty adjustment and settlement, thus 
embarrassing investigation of questionable 
fires. State fire marshals have frequently 
made complaints that prosecution of sup- 
posed arsonites had been thwarted by in- 
surance companies being so hasty in pay- 
ment of losses. The NATIONAL Boarp’s 
resolution asks the companies to observe 
the sixty day rule where there is ques- 
tion as to the origin of the fire. 

Here is a subject that should be care- 
fully considered by all insurance com- 
panies. While the agents and assured 
naturally desire losses paid as quickly as 
possible and companies. are desirous of 
getting rid of their obligations with 
despatch, yet frequently the cause of jus- 
tice is thwarted and the fire marshals are 
greatly embarrassed when they start to 
investigate a loss and find that the claim 
has already been paid. Along with the 
program of economy and greater efficiency 
that has been adopted by the various or- 
ganizations we suggest that this is one 
that should be included in the list. There 
has been great waste in paying losses be- 
fore the ashes are cold for advertising 
purposes and to curry favor with the 
assured and agent. 








SEASONABLE COMMENTS 

PREPAREDNESS and success are close 
akin. 

Strategical generalship 
generalsip are not akin. 

Stage fright seldom attacks a fellow 
who knows what is to be done and 
the way to do it. 

Keep your powder dry and take aim 
when you shoot is good general advice. 

“Break ranks and form on the cther 
side” is not the best way for a com- 
pany to get over a fence. 

These days a knowledge of army reg- 
ulations is a handy acquirement. 

“Nothing is done while aught re- 
mains to do” seems to be the slogan of 
democracy. 

The history of this war will also con- 
tain the names of many heroines. 

The right of woman to vote is now 
conceded. 

The line between luxury and necessity 
is rapidly broadening. 

Self-denial is a good bridge to 
stand on. 

Give the government a chance to 
“call the roll."—H. H. W. 


and scrub 








In taking into consideration the op- 
erations of insurance companies the en- 
tire field should be surveyed. Because 
this company or that has succeeded, or 
ten or twenty companies have done so 
is not extensive enough to prove that 
fire insurance stockholders live in ori- 
ental luxury. The survey should in- 
clude the whole field. 
done, the exaggerated and misleading 
statements of many prospectuses would 
have to be greatly modified. 


If this were: 


Personal Side of the 
Insurance Business 





Ohio is the greatest state for tellers 
of fish stories. C. T. Deatrick, state 
agent of the Home, is prince of all, 
closely followed by R. T. Huggard of 
Springfield. George Diebold, state agent 
of the National Union, has broken into 
the fishing camp and sends the follow- 
ing letter to L. H. Schweer of Cincin- 
nati, state agent for the Nord- 
Deutsche: 

You may have some recollection of Dr. 
Osler and his theory about the age limit, 
and I wonder whether this also applies 
to insurance field men. I am told that not 
all the big fish are in the packing houses 
of Columbus, Ohio—but what I started out 
to say, was this: Several of the very 
young field men from Cincinnati, like 
Charlie Monroe, Joe Cloud‘and yourself, 
have had a few minutes each year to de- 
vote to fishing, and while I hate to speak 
of myself, it must be done after my ex- 
perience of yesterday. 

I took a try with my favorite rod, and 
light silk line, and went after the foxy 
muskie. My guide laughed after he saw 
my equipment, and it took some time for 
me to convince him that I knew some- 
thing about the game, having been brought 
up in Pike, Brown and Adams counties, 
Ohio. You won’t believe it but we had 
not been out more than half an hour, when 
I was favored with a strike, and just be- 
lieve me, it was some fish. 

It was necessary for us to run the boat 
on the beach, and with assistance of six 
other fishermen, who waded out into the 
water, we landed him, and he weighed just 
236 pounds. It was no surprise to me, since 
I have had even heavier ones to deal with, 
but the remarkable feature in this case 
was, that when we cut him open, there 
were thirteen five-pound sturgeon in his 
stomach, and they were as lively as 
crickets. I took these home, and after 
having myself photographed with the 
muskie, I turned him over to the men who 
had helped me. 


Donald M. Wood, of Childs, Young 
& Wood of Chicago, served his nation 
as well as his business and the Wis- 
consin agents while in Milwaukee to 
speak before the state association of 
agents last week. Before and after his 
address he was in conference with 
prominent men of Milwaukee regarding 
the so-called “four minute men” move- 
ment. 

This was an idea that saw the light 
of day in the University Club of Chi- 
cago. When the government was call- 
ing upon newspapers and —— 
citizens to push Liberty loan bond sub- 
scriptions someone conceived the idea 
that good speakers could be used to 
advantage in moving picture theaters. 


was immediately organized about the 
lunch table and these men went from 
theater to theater throughout Chicago 
making short, snappy talks. The re- 
sults were more than satisfactory and 
the Department of Information at 
Washington, D. C., desired to keep the 
organization intact for future use and 
also to spread it throughout the coun- 
try. While in Milwaukee Mr. Wood 
explained the methods used. The work 
will be taken up under the direction 
of Wheeler Bloodgood, a prominent 
attorney, and will be in direct charge 
of Roger Flynn. 


Rough Notes, the well known Indian- 
apolis weekly insurance paper, one of 
the. most substantial in the country, 
arounces a new departure of its reg- 
ular weekly news service. Hereafter 
Rough Notes service. will consist of 
four different papers. On the first 
Thursday of each month Rough Notes 
itself will issue, devoted to efficiency, 
system and salesmanship in general 
insurance. The second Thursday of 
each month, Fire Protection, the Cin- 
cinnati publication devoted to fire pro- 
tection, prevention and insurance engi- 
gineering, will be the second part of 
Rough Notes service. The third part 


voted to life insurance field work. The 
fourth in the series will be the Cas- 
ualty Review, devoted to personal ac- 
cident and health insurance. The price 
of $3 a year will be made for the -com- 
plete service, $2.50 a year for any three 
editions, $2 a year for any two editions 
and $1.50 a year for any one edition. 





This makes a very complete service, 


An organization of four-minute men, 


will be the Insurance Salesman, de- 


covering the world of insurance in an 
educational and sales way that is des- 
tined to have a big effect. All these 
publications will be printed at the 
Rough Noes plant in Indianapolis. 


C. W. Davis, of Chicago, state agent 
of the Ohio Farmers, is an adept in 
offering condolences. The Charleston, 
Ill., “Courier” thus speaks of Mr. Davis: 


Desoiate and homeless, Clyde Manuel 
and his sister, Miss Rose, both colored, 
were staring gloomily at the wreckage of 
their home Tuesday afternoon, when 
Charles W. Davis of Chicago, special agent 
of the Ohio Farmers’ Insurance Company, 
stopped to offer condolence. 

Miss Rose, while talking to the stranger 
and giving graphic details of the storm 
in her dialect, picked up an official look- 
ing paper and fingered it uninterested. 
Mr. Davis, seeing the paper was an insur- 
ance policy, asked to examine it. 

He was surprised and not a little taken 
aback to find the policy was a paid-up one 
for $1,000 in the Ohio Farmers’ Insurance 
Company, which he was_ representing. 
Without the least a part of their loss, 
$1,000, was covered by insurance in his 
company and that the claim would be set- 
tled at once. 

Manuel and his sister could hardly be- 
Heve their good luck; being turned from 
penniless to the possessors of $1,000 b. 
sheer luck and good fortune. 


Rufus G. Poland, of Lewistown, has 7 


been appointed state auditor and insur- 
ance commissioner of Montana, to suc- 
ceed the late William Keating. He will 
hold office until January, 1919, when a 
candidate, elected by the voters at the 
election in the fall of 1918, will take 
office. Mr. Poland is a native of Mon- 
tana and is 40 years old. He was edu- 
cated in the East and upon returning 
to Montana in 1904 became deputy 
county treasurer of Fergus county. 
Subsequently he was elected county 
treasurer and held that office for two 
terms. He is well and favorably known 
in the state and was selected for his 
new position by Governor Stewart from 
a large field of candidates. 


Rufus M. Potts, who recently re- 
tired as Illinois insurance superintend- 
ent, will resume the practice of law 
after taking a vacation. It is thought 
that he may enter a law firm in Chi- 
cago. 

John B. Faatz, manager of the North- 
western Underwriters Agency of the 
Northwestern National, celebrated the 
completion of twenty years of service 
with the company last week. . He was 
tendered a luncheon by President A\l- 
fred James and the field men of the 
agency attended. 


R. L. Tanner, ie; charge of the im- 
proved risk department of the New 
York Underwriters in the west, be- 
came the father of a baby girl last week. 
Mrs. Tanner and the child are getting 
along nicely at the German Hospital, 
Chicago. 


State Agent George G. Williams of 
the Liverpool & London & Globe in 
Wisconsin has recovered from his re- 
cent operations and has gone into the 
country for two weeks’ recuperation. 


Charles R. Chapman, state agent in 
Illinois and Wisconsin for the Millers’ 
National Fire, was married last week 
to Miss Helen Marie Decker of Wau- 
kesha, Wis. 


A son was born Sunday to Walter E. 
Miller, assistant western manager of the 
German American. Mrs. Miller and 
the baby are getting along nicely at the 


| Chicago Lying-In Hospital. 


Frank G. Snyder, special agent for the 
Liverpool & London & Globe, at Louis- 
ville, leaves shortly for Cincinnati, where 
he will:relieve Frank Ritchie as acting 
general agent of the Cincinnati office dur- 
ing — Ritchie’s vacation of about a 
month. 


“Tom” Macklin, son of Frank J. Macklin 
of Columbus, O., has been promoted to 
a sergeancy in the First Ambulance Com- 


| pany, Ohio National Guard. 
R. T. 


Huggard, of the Springfield, is 

back from a trip to Michigan, much im- 
ad * ha in health. 

L. Barr, of the North America, will 

‘make his headquarters inthe office of the 

Frank J. Macklin Agency, Columbus, after 





August 1 
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Casualty and Surety Comment 








SUPERVISING MUTUALS 


Some of the insurance commissioners, 
either through weakness in their state 
laws or through disinclination to em- 
barrass local concerns, are pursuing a 
course which in time is likely to cause 
distress. In several of the states are 
small mutual companies writing work- 
men’s compensation insurance. Their 
surplus is so small that one catastrophe 
would more than wipe it out. There 
is reason to believe that their reserves 
for unpaid losses are not in all cases 
adequate. In some instances their right 
to assess their policyholders is too lim- 
ited. 

New York, which has perhaps as 
good laws as any state and has an in- 
surance- department as well equipped 
as any to examine and pass upon the 
solvency of companies has had to deal 
with the problem of small mutuals, and 
the result has been that a number of 
them have combined into larger ones 
and a number have retired from the 
field entirely. The insurance depart- 
ment has required the setting aside of 
special reserves to meet catastrophe 
losses, and it must be remembered that 
the New York state mutuals are obliged 
to collect the same premium rates as 
the stock companies and have not been 
permitted to declare dividends until 
they had earned them. 

Compared with this method of super- 
vising mutual companies, those in 
vogue in some of the other states, look 
decidedly slack. If the insurance com- 
missioners have any discretionary pow- 
ers, they ought to exercise them in the 
interests of the workmen who are sup- 
posed to be protected by this class of 
insurance. If their hands are absolutely 
tied they ought to make the facts so 
plain in their annual reports that the 
legislatures would be shamed into 
amending the laws so as to give them 
sufficient power to protect the public 
that they are elected or appointed to 
protect. 

The failure of a life insurance com- 
pany, with insufficient funds to reinsur- 
ance its business, is a tragedy. The 
failure of a workmen’s compensation 
to a number of widows and orphans and 
crippled men, is no less a tragedy. 
Legislatures do not take this matter 
seriously enough, and apparently some 
of the insurance commissioners, who 
should know the facts better than the 
average member of the legislature can 
know them, have not pointed out the 
seriousness of the situation with suffi- 
cient force. 





THEIR INTERESTS SAFEGUARDED 


In view of the provision of the IlIli- 
nois compensaton law requiring a con- 
tractor to see to it that his subcontrac- 
tor carries workmen’s compensation in- 
surance, one of the prominent surety 
offices in Chicago has adopted a rule 
that it will not sign a bond for a sub- 
contractor unless he has workmen’s 
compensation insurance in a company 
satisfactory to the surety underwriters. 
In addition the surety underwriters 
usually insist that the subcontractor 








place his compensation insurance 
through their office so that they may 
be kept in force, as agents or as brok- 
ers, in the event that the casualty com- 
pany should cancel the compensation 
policy. They take the position that 
they have no way of requiring the cas- 
ualty company to notify them in the 
event of cancellation unless they are 
handling the line. 

While they have a casualty company 
in their office and, if the assured has no 
choice, they place the business in that 
company, they will broker it to some 
other satisfactory company if he has 
one which he especially desires to have 
carry it. The purpose is not so much 
to get the brokerage on the compensa- 
tion insurance as to see that a cancella- 
tion notice, if issued, will pass through 
their hands. 





FOOLED AGAIN 


AGaIn the doctors have retained their 
reputation for being easy marks. The 
Illinois insurance department finds that 
most of the policyholders of the Mon- 
ARCH HEALTH & Accipent of Peoria are 
chiropractors and other similar practi- 
tioners who have apparently been ap- 
pointed medical examiners for the as- 
sociation in their vicinity: This is an 
old game and it is surprising that doc- 
tors do not in the course of time learn 
that they are being made fools of. 

Doctors have had the reputation of 
being poor business men, and insurance 
agents and stock salesmen have taken 
full advantage of this reputation by in- 
ducing them to buy policies or subscribe 
for stock by representations of valuable 
medical practice which would be turned 
their way, such representations being 
often impossible of fulfillment. 
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The X-Ray in Finger Injuries 

According to the rulings of various 
workmen’s compensation boards, the 
loss of more than one phalanx of finger 
or toe is equivalent to the total loss 
of the member. The larger number of 
injuries to the fingers involve the distal 
or last phalanx. Next in numerical or- 
der are those injuries which involve a 
more or less infinitestimal portion of 
the middle phalanx. When the normal 
outlines of a finger have been distorted 
by injury and the consequent inflamma- 
tion and scar tissue—and when the line 


| of amputation is near the joint between 


the end phalanx and the next phalanx— 
it is impossible to determine by mere 
physical examination the exact degree 
of loss of bone. ; 

A generous cushion of flesh over the 
amputated end of a middle phalanx (the 
thumb, of course, has only two pha- 
langes) may make the finger appear 
so long as to deceive the observer into 
believing that none of the middle pha- 
lanx has been lost. Upon the other 
hand, a closely “pared” flap over the 
end of an uninjured middle phalanx 
may deceive the observer into believ- 
ing that the end of the middle phalanx 
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has been removed. So, in order to es- 
tablish positively the extent of loss of 
bone, the X-ray must be employed. 

* * * 


The best time to make a sciagram is 
just before the surgeon begins to ex- 
amine the injured finger. While the 
outline of the finger may not be de- 
stroyed, one or more phalanges may be 
crushed beyond repair. For the em- 
ploye’s own benefit, as well as for the 
benefit of the employer, all irreparably 
injured bone should be removed. Hence, 
the next best time to make a sciagram 
is just after the surgeon believes he 
has accomplished a good job. The 
good surgeon always attempts to save 
as much of the bone as is possible. 
The word possible in this connection 
means practicable. The loss of one pha- 
lanx only, with a poor flap over the end 
of the middle phalanx, is as much of 
a loss to the employe and costs the em- 
ployer as much as if there was a loss 
of two phalanges and a good flap. The 
point of election for amputation of a 
finger is through a joint. If the greater 
proportion of a distal phalanx has been 
destroyed, it is frequently best to re- 
move the remainder of the phalanx, us- 
ing the smooth surface of the articular 
end of the middle phalanx for stump. 


A most convincing ‘argument in favor 
of routine employment of the X-ray is 
illustrated in a recent case in which the 
| attending surgeon reported that there 
was a loss of two phalanges in each of 
three fingers. The medical examiner of 
the insurance carrier confirmed the re- 
port of the attending surgeon. The in- 
surance carrier was about to pay com- 
pensation in a lump sum for the loss 
of three fingers when a _ sciagram 
showed that portions of the distal pha- 
langes on two of the fingers remained. 
The sciagram cost $3. The saving in 
compensation amounted to more than 











$200. Also, because the attending sur- 
geon did not make X-ray examination 
before and after he treated the injuries, 
he failed to note that he ha@ left a 
fragment of bone—part of the distal 
phalanx—which, acting as a foreign 
body, delayed healing of the stump. 








Why Banks Need 


Fidelity Bonds 


Banks solicit deposits from the pub- 








| lic and emphasize the safety of their 


fire.and burglar proof vaults, but they 
say nothing about their unbonded em- 
ployes to whom the vault doors are 
always open and whose dishonesty 
would wreck the banks. Urge banks to 
avail themselves of the added protec- 


: tion of fidelity bonds as well as of their 


great aid and value for advertising pur- 
poses. Jt is apparent that there is a mar- 
ket for fidelity bonds in every commercial, 
financial, private and public institution 


which employs men in positions of trust. 


If their employes are not bonded, the 
development of dishonesty 3" mean 
financial wreck and ruin.—U. S. F. & G. 
“Bulletin.” 


State Cannot Insure 


Salem, Ore., July 2—Two opinions by 
Attorney-General Brown, just issued, hold 
that the state of Oregon, under existing 
laws, cannot take out insurance, but those 
who suffer from accident, or otherwise, 
must go to the legislature for relief. One 
of the opinions is to the effect that the 
board of fish and game commissioners 
cannot pay a premium for automobile in- 
surance from the hatchery fund of the 
state, and the other that employes of the 
University of Oregon cannot sue the uni- 
versity for damages for personal injuries 
sustained during the course of their em- 
ployment. 
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MEDICAL COST 


PLAN OF COMPANY FOLLOWS 


REDUCES 





Establishes Infirmaries in Large Cities 
for Treatment of Insured’s 
Injured Employes 





New York, July 2—A highly inter- 
esting plan for reducing the serious 
cost of the medical factor in work- 
men’s compensation by the mainte- 
nance of infirmaries with skillful sur- 
geons in charge is being carried out by 
a prominent company that has the 
rather unique distinction of making 
money out of this branch of insurance. 
With strong companies withdrawing 
from the business in a number of states, 
and an almost universal wail coming 
from the majority of the others on ac- 
count of the unprofitableness of writing 
compensation, it is encouraging and re- 
freshing to hear of a brighter side of 
the story. 

“Even with our care,” writes the 
president of this A eet il company to 
Tue NATIONAL UNDERWRITER, “we have 
paid more money for medical than we 
ought to have paid, and we are remedy- 
ing that situation as rapidly as we can. 
At our home office we have our own in- 
firmary in our building, and we have 
two surgeons who look after all in- 
dustrial accidents for us. We _ have 
similar arrangements at other impor- 
tant points, and we are now working 
on an arrangement of this kind in New 
York City. 

Cooperate With Others 


We expect, in New, York, with the 
cooperation of several other companies, 
to establish from twelve to fifteen in- 
firmaries, all of which will be under the 
supervision of one or two first-class 
surgeons. The infirmaries will be in 
charge of young doctors who have not 
yet built up a practice and who can 
therefore@afford to’ take salaried posi- 
tions: By this means we will not only 
have well equipped infirmaries to which 
the injured may go immediately, but 
we will overcome a difficulty which 
now frequently arises—an injured per- 
son going to the office of a private 
physician only to find him absent, thus 
necessitating the injured person going 
further until he finds a physician. We 
have in mind now a case where we be- 
lieve a life would have been saved if the 
employer of the injured person had in- 
sisted upon sending him td a close-by 
infirmary. Instead of that, the em- 
ployer sent the injured person to a 
hospital a long distance off and the in- 
jured man died from loss of blood 
shortly after he arrived at the hospital. 


Believes Profit Possible 


“If the casualty companies will get 
together and establish efficient in- 
firmaries, we believe that a large part 
of the cost of medical will be elim- 
inated and that alone ought to be 
sufficient to make a difference between 
profit and loss. 

“We are aware that many physicians 
frown upon the plan set out herein, but 
our business is not to serve the phy- 
sicians and make money for them, but 
to serve the injured workman and to 
serve their employers by keeping down 
the cost of compensation to a low 
figure and, incidentally, to serve the 
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public who must, in the final analysis, 
pay the bill for the cost, of workmen’s 
compensation insurance.’ 

It is reasonable to look for some 
measure of success from a company 
that is conducted with so much fore- 
sight and care, and the following mod- 
est admission from the writer of the 
above is accordingly of interest: 

“We have made a little profit on 
workmen’s compensation insurance. 
The profit has been small, not over 2 
percent, but that is large if we are to 
believe some of the statements we hear 
from other companies, and if our ex- 
perience has been different from that 
of some other companies it has prob- 
ably been because we have been for- 
tunate enough to have avoided those 
states in which compensation experi- 
ence has been bad for all companies. 
Not 10 percent of our business is in 
those states where the experience has 
been notoriously bad, and our business 
has been ‘bunched’ to make the hand- 
ling of the medical economical.” 


WILL MEET AT CEDAR POINT 





International Claim Association Selects 
August 27-29 as Dates for Its 
Annual Gathering 





The International Claim Association 
will hold its eighth annual convention 
at Cedar Point, Ohio, on Lake Erie, 
near Sandusky, Aug. 27-29. Headquar- 
ters will be at “The Breakers.” 

David N. Case, chief adjuster of the 
Travelers, is president of the associa- 
tion this year, and Harvey H. Shomo, 
secretary of the American Casualty, is 
secretary. 


Organize Safety Council 


Plans for the organization of a local 
chapter of the National Safety Council 
at San Francisco were developed at a 
well attended meeting of casualty com- 
pany representatives, employers and mem- 
bers of the industrial accident board last 
Tuesday. Committees were appointed to 
nominate officers, draft by-laws and con- 
duct a membership campaign in prepara- 
tion for the organization meeting to be 
held two weeks hence. The proposed 
chapter already has twenty-six members 
and plans to have 100 or more on the roll 
when the organization meeting is held. 


Has Entered Minnesota 


The American Bonding & Casualty of 
Sioux City has been licensed in Minne- 
sota. The Charles J. Hedwall Company 
of Minneapolis has taken the general 
agency for the state and will not only 
handle the business but pay claims from 
the Minneapolis office. The company has 
$500,000 capital and $159,000 surplus. 


Agency Changes Hands 


John Gilliespie, William J. Fisher and 
Julius Krimmell are equal stockholders in 
the Commercial Insurance Agency, De- 
troit, which recently succeeded the 
Fisher-Badgett Agency, Dime Bank build- 
ing, Detroit. The new corporation con- 
tinues as state agent for the Southern 
Surety. The total capitalization is $25,000, 
with $10,000 paid in in cash. Shares are 
$100 each. 


Give “Safety First” Lectures 


The Utah industrial commission is co- 
operating with the federal bureau of 
mines in arranging safety-first lectures 
for the government’s “first aid” car No. 1, 
which will be located at Salt Lake July 
1-10 and in Utah for the next three 
months. The lectures at Salt Lake will 
cover accident prevention and first aid 
work in mines, and are being conducted 
in conjunction with the work of the Uni- 
versity of Utah. 


Gets Southern Idaho Also 


Salt Lake City, Utah, July 3—The Tracy 
Loan & Trust ompany of this city, gen- 
eral agent of the Ocean Accident & Guar- 
antee in Utah, has had its field extended 
to include the southern part of Idaho, 
which the company recently entered. 


The largest premium ever paid the State 
of Ohio under the workmen’s compensa- 
tion act has been received from the Good- 
year Fire & Rubber Company, of Akron— 
$76,364.86. This is for six months. 
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ESTABLISHED 1869 


London Guarantee & Accident Company, Ltd. 


OF LONDON, ENGLAND 


Head Office, Chicago 
F. W. LAWSON, General Manager 


CONKLING, PRICE & WEBB -_ Gen. Agts. Illinois, Mo., Ind., 1423 Insurance Exchan; e, Chi 
FRED L. GRAY © Northwestern Managers, 328-336 Security Bank Bldg., Minnea 
RAYMOND & RAYMOND «+ -« = General Agents, Southern Michigan, Journal Bidg., Detroit 
ALFRED. PAULL & SON - Goneral Agents, West Virginia, Board of Trade Bldg., ‘Wheeli 
R. H. CLARK Genc ral — Northeastern Ohio, 337 E. Superior Avenue, N. W., Clevelan 
DIGGS-TERRIS INS. . AGENCY, en. Agts., Southern Ohio, 1310 ist National Bank ank Bidg mpeg 
KING, McCUNE & McKENZIE Res. Agents, N. W. Ohio, 309 Cincinnat Bld 

THE MERRILL, DODGE & JACKSON CO., Gen. Agents, Lucas Co., Produce Exch. Bldg., To aoe. Q 
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NEW LAW IS IN EFFECT 





UTAH MEASURE’S PROVISIONS 





Compensation Act Is Now in Force— 
Plans for the State Insurance 
Fund 





Salt Lake City, Utah, July 2—Ar- 

rangements have been practically com- 
pleted by a majority of the leading cor- 
porations of Utah to comply with the 
several provisions of the workmen’s 
compensation law which became ef- 
fective July 1. 
_ Announcement is made by the state 
industrial commission that the rate of 
insurance for coal mines will be 9 per- 
cent. It is understood, however, that 
most of the coal mines will carry their 
own risks and will not insure in the 
state fund. Eastern companies are said 
to have refused this class of bu “1ess. 


Continue Present Plan 
Smelting and metal mining compa- 
nies will continue their present plans 
of workmen’s compensation. The old 
additional burden placed upon them by 


the law will be the filing of the policies | 


with the state industrial commission 
and formal reports to that body with 
reference to the number of men em- 
ployed, the different kinds of work 
done and the wages paid. 

The rate of $5.59 on metalliferous 
mine workers will stand, notwithstand- 
ing opposition that has been made to it, 
according to H. E. Jenkins, who has 
charge of the employees’ insurance de- 
partment of the state industrial com- 
mission. The decision means that 
metalliferous mines must pay a pre- 
mium of $5.95 on every $100 compen- 
sation paid to employees. Employees 
on steel erection work are to be pro- 
tected by the payment of $12.21 as pre- 
mium, and blasting companies, aside 
from mining and quarrying concerns, 
are required to pay $16.10 on each $100 
paid to employees. These are the high- 
est rates charged for state insurance 
ag the workmen’s compensation 
aw. 

It is provided in the law that where 
an uninsured employee is injured or 
killed, he or his heirs may apply to the 
state industrial commission for com- 








pensation, which must be paid within 
ten days after the order to do so is is- 
sued by the commission. In the event 
of failure to meet the requirements 
penalties shall be laid on the negligent 
employer. 


NEWS of the 
LIVE STOCK 


Insurance Business 
































LICENSED IN ITS HOME STATE 





Nebraska Live Stock Makes Deposit 
and Makes Good Showing on 
Examination 





The Nebraska Live Stock of Omaha 
received its license to do business in 
Nebraska last Saturday. Previous to 
granting the license, R. R. Lonsbury, 
the new actuary of the Nebraska de- 
partment, made a thorough examina- 
tion of the company. He complimented 
the management upon its financial con- 
dition. The company has deposited 
with the insurance commissioner of Ne- 
braska $101,500 of gilt-edge Nebraska 
mortgages, paying from 5 to 6 percent 
interest. The authorized capital stock 
of the company is $500,000 and the au- 
thorized surplus a similar amount. 
This stock is being placed principally 
among live stock breeders and is be- 
ing taken very rapidly. 

W. Howard, formerly state au- 
ditor and ex officio insurance commis- 
sioner of Nebraska, is the president of 
the company. E. L. Whitehead, for- 
merly secretary of the Kentucky Live 
Stock of Louisville, and well known as 
a live stock underwriter, has charge of 
the field work. The company has al- 
ready written some business and is pre- 
pared now to make a vigorous drive 
for a good volume. The home office is 
in the Keeline building at Omaha. 


Capital Live Stock Examined 


J. E. Jones, special examiner for the 
Kansas insurance department, has com- 
pleted the examination of the Capital Live 
Stock of Topeka. This company was or- 
ganized three years ago as a mutual, and, 
after it had transacted business for more 
than a year, it was ediscovered that there 
was no legal authority for its existence. 





The officers of the company then changed 
it to a stock company with $200,000 
authorized capital and an equal amount 
of surplus. 

The examination shows the company 
had a net premium income of $14,683 and 
other income of $2,096. The company has 
paid losses of $5,263; commissions, $4,796; 
salaries, $1,873, and miscellaneous ex- 
penses, $1,062. The examiner says the 
company is transacting a fine and clean 
business and is in excellent financial con- 
dition. Clyde Miller of Miller, Kan., is 
the president and I. W. Jones of Topeka 
is secretary. 


NEW COMPANY GETS LICENSE 
Farmers & Breeders Live Stock of 


Danville, Ill, Has Completed 
Its Organization Work 





The Farmers & Breeders Live Stock | the surety companies say that it imposes 


of Danville, Ill., has completed its final 
organization and held its first meeting 
of stockholders last week. T. A. Hos- 


kins of Danville, Ill., was elected presi- | 


dent; H. L. Baum of Sidell, Ill., vice- 
president; Joseph W. Meitzler of 
Danville, Ill., secretary; Joseph A. Fos- 
ter, cashier American Bank & Trust 
Company, Danville, Ill., treasurer; Jere 
M. Keeney of Danville, general man- 
ager; Dr. W. A. Swain of Mt. Pulaski, 
Ill., superintendent and chief veter- 
inarian; X. F. Beidler, who has just 
resigned as chief executive clerk in the 
secretary of state’s office at Springfield, 
Ill., assistant secretary and office man- 
ager. 

The board of directors consists of 
the officers and in addition Walter T. 
Gunn of Danville, George J. Stoll of 
Chestnut, S. C. Dawson of Beason, 
George M. McCray of Fithian, David 
M. Fowler of Collison, John G. Tru- 
man of Bushnell, James A. Bereman of 
Aurora, John D. Evans of Sugar Grove 
and S. A. Potter of Sheridan. 

The first policies were written Tues- 
day of last week and the company is 
now actively closing its agency con- 
tracts through the state. A good vol- 
ume of business has already been put 
on the books. Economy has been pur- 
sued in the organization work and the 
state insurance department congratu- 
lated the company on the low expense 
ratio in its promotion. The policy will 
be maintained in the conduct of the 
company. Mr. Keeney, the general 
manager, is a live stock man of long 
experience who has been in the field 
for many years and knows the business 
from one end to the other. 


AMONG THE SURETY MEN 


JITNEY BUSINESS REFUSED 








Portland, Ore., Bonding Representa- 
tives Not Attracted to Line Cre- 
ated by Ordinance 





Portland, Ore., July 2—A number of 
agents, representing leading surety 
companies, have refused to bond jit- 
neys under an ordinance passed at a 
recent city election, which requires jit- 
ney drivers to furnish bonds as a con- 


| dition precedent to driving automobiles 


for hire. The surety bond required is 
for only $2,500, but representatives of 


on them an unlimited liability. Should 


|a number of people be injured in a 





jitney accident they would be liable in 
the sum of $2,500 for each. The moral 
hazard also is bad, they contend, as the 
majority of jitney owners are unable 
to furnish collateral security, and their 
machines are not readily saleable. The 
law admits that surety companies may 
be held for personal injury lability and 
it also is construed to provide that the 
surety companies must guarantee that 
their clients will conform to the pro- 
visions of the city ordinances and will 
be held for any punishment that may 
be inflicted on the offenders. 

The agents state that their head of- 
fices have examined the applications 
for bonds, which have been rejected, 
and have refused to accept business 
under the new ordinance. 





New Powers Not Necessary 


In view of a stipulation filed by the 
president and secretary of the Aetna Cas- 
ualty & Surety providing that any legal 
process that may be served upon the 
agents duly appointed by the Aetna Acci- 
dent & Liability shall be equally effective 
and binding upon the Aetna Casualty & 
Surety, the Treasury Department has noti- 
fied clerks of United States district courts 
not to require the Aetna Casualty & Surety 
to execute and file in their offices new 
powers of attorney, confirming the ap- 
pointments previously made of agents to 
accept service of legal process on behalf 
of the Aetna Accident & Liability. 





Cc. P. Greenwood, who has been casualty 
underwriter for the Southern Surety at 
San Francisco for the past year and a 
half, has resigned to enter the sales end 
of the adding machine business. 





Casualty Premiums Received and Losses Paid in Nebraska in 1916 on Several Lines 


r~Acci. & Health—, 
Prems. 








Losses Prems. Losses Prems. 
Aetna Accident & Liability.......... $ 26. . Bins $ 3,309 $ 1,871 $...... 
Aetna Life ........... Ckabieweve cues 26,945 16,901 7,429 7,209 7,981 
American Casualty ..............6- 519 545 7,866 85 otedve 
BMOViCRn SWE oe i cause dctatccaccl casaund f Meeee! \deddaae Tekedee . eaene 
Continental Casualty .............. 29,297 9,591 2,926 150 1,587 
Employers’ Liability ............... 1,085 86 10,151 2,847 28,975 
European Accident ...............-. 3,251 483 Me | Wweeeak Feo 
Fidelity & Casualty ............... 34,949 11,312 14,563 35,396 15,664 
Fidelity & Deposit ................. ,611 587 6,610 »645 5,10 
Frankfort General ............200-- 771 666 13,996 3,713 16,558 
General Accident ....... ecaeceketc 533 262 13 218 41 
Georgia Casualty ....... Maa tweaa-aes | re 10,817 2,534 6,622 
Globe Indemnity ...............208. 6,860 2,061 10,856 312 11,121 
Great Eastern Casualty ............ 824 1,179 NO, | <nwues aénke 
Hartford Acci. & Indemnity........ Bet. Cwaces 827 “gues 283 
Kansas City Casualty .............. 1,222 342 Wao ideas) eee ies 
Lion Bonding & Surety ............ 12,364 GSO oc weet 2: ebewe4<, aS es 
RAG Wee Ee CU 5 os 06 0 555 6 Bb Cee eentiar Newgate o ocuegee ee Same ere 
London & Lancashire Indemnity.... 1,058 568 8,481 1,655 7,898 
London Guarantee & Accident...... 176 1,508 45,154 23,901 55,627 
Maryland Casualty ............s06- 2,691 1,246 12,849 6,561 14,592 
Massachusetts Bonding 6,815 meee. SRR ER clvtes 
Metropolitan Casualty 2,196 1,174 VeaeSeel Cc cere weedes 
POON; MUIR 6 ob Wid Wine base bodee seb weles DNeeebae nL Cece of eeogee! -jreawete 
New Amupter@arnr Cusanrty’ soc eS SS ce me eee  Seeees 
Se hs NE A ee Os once ccc ceecades=, tasece:. -waneen ORR. ina ss: wea 
Ocean Accident & Guarantee * 937 20,846 9,065 36,320 
Preferred Accident 15,132 1,47 | eee 
Southern Surety .. ,501 4,442 5,668 5,640 
Standard Accident 7,606 3,207 4 2,417 
Travelers’ Indemnity .............. 253 25 56 .nceeieah- = Kemeeai 
TYAVGIOES | 26s on ois ween PE By EI 47,312 27,487 19,553 12,219 22,22 
United States Casualty ............. 2,689 388 418 235 1,469 
U. S. Fidelity & Guaranty ......... 1,037 211 9,747 1,868 15,609 


*Return premium. 





Prems. Losses 
American Indem........ B4> Bei cc cay 
Bankers’ Accident ..... 29,514 12,420 
Bro’h’d Ry. Empl. 7,023 3,234 
Bus. Men’s Acc., Mo. 6,837 1,626 
Bus. Men’s Prot., Ia. . 7,428 4,476 
Cent. Bus. Men’s....... 1,899 125 
Cent. Health, Neb....... re 
Federal, Neb........ 12. 26,102 473 


Prems. Losses 
Frat. Prot., Mass....... $ 1 
Gt. West. Accident..... 94,485 33,063 
Home Casualty ....... 33,265 12,052 
Inter-Ocean Cas......... 3 275 
Int’state Bus. Men’s.... 48,245 34,843 
Lincoln Accident ...... 127,946 39,780 
Masonic Prot. .........- 15,103 9,73 


r—— Liability —. -—— Work. Comp. — 


Losses 


-Fid. & Surety—, -—Plate Glass—, -Burg.& Theft —Au.&T.P.Dam.— 


Returns of Companies Writing Only Accident and Health Insurance in Nebraska 


Prems. Losses Prems. Losses Prems. Losses Prems. Losses 
$.. exe D BERF BS icsinces $ 547 $ 41 $ 1,847 $ 1,052 $ 5,291 $ 3,278 
SE eR) Se baer > Same eet as eieicen (- Saale del= (aeieite ma) ae meean «7 teccdeante 
irae cleiee | «cs Heacore leeds. <n Cate 1,151 1,073 142 392 1,821 1,988 
Rin datas 37,103 2,607 aecwes eeaad BS ems <1neee eee acone 
MY ck are Ga Sie die Meer hee we msl gman Nee @ tiene st) Ree etahen aaa Bea. ceded 
10,772 ) 3 See Pee 356 99 3,522 794 1,174 390 
Feeney * 1,284 Rddwe Sash cicaed Jéeake 999 535 ovecae <oceia 
11,573 11,913 446 3,967 2,126 5,802 1,299 436 105 
1,814 17,975 19,026 1,35 32 1,092 749 642 319 
Rf) Sbawarcd-: eamoee. oo aceewe to ee Guta 938 207 935 530 
Wet Caseea. co Reese eee ke SC eeawan 104 72 '... ere 
Si Sah ee) ca carcaa 219 60 328 81 794 285 
4,955 10,628 31 2,868 1,207 1,671 1,128 841 182 
UE eae ES a ee ae 359 4 526 52 14 éauewe 
5 MOE dduige We ekaaes yer ee ee b: ere * 
BiG 9s ks A Ce aig 457 305 52 Justis 202 107 
Wa «asic 66,749 18,420 392 161 8,854 3,731 aseee 2 veewe 
SRE Raters he Oe eae Ee 2,301 1,178 <eucas éeeees aséins eoesne 
7,486 2,103 21 937 547 299 36 1,009 712 
BEGG. Scckac * weed ae fl eeedled «-) nae men 3,768 615 5,367 800 
10,042 5,581 770 2,693 1,207 1,877 744 998 97 
Vewede 16,332 144 1,665 520 2,102 874 POPS FoF <a 
Pe eee et Pe eee ee 5,203 2,689 45 aa Acoanece Seaie ae eee 
Sexes 40,186 17,052 Chas wees eviens aan numa eeewed ede 
MET Pee ee re 4,172 1,905 1,399 146 382 19 
SRASE: Sictace 3,110 1,298 1,724 211 1,823 oe 
ek<sau 180 §-abnae aauae Se Se 996 419 367 Goiaaall 
3,085 37,637 2,567 979 831 686 238 687 729 
RAO co dce ia | Rese 6. Seb aeee. | demee ol wenene oes 46 36 
Gebiin. (, eewe Sl eekaee 193 58 757 weaves 2,526 1,403 
TRROE ado ct lS abe hee). eckeanss  deeege fo aeeiee. — 16 aided aon &,)) Canes i 
BGG wusd'y aca?! eee 279 97 67 242 15 30 
3,160 27,022 11,402 2,539 536 854 625 520 173 
Prems. Losses Prem Loss 
Merchts, L. & Cas...... 9 $ 331 Physician’s Cas. ....... $ 91,624 $ 41,266 
Mut. Ben. H. & A., Neb.. 134,754 54,185 Physician’s Health..... 58,443 5,212 
National Acci. ......... 92,123 24,935 Pioneer, Neb............ 3,785 48,527 
Natl. Life, U. S. A...... 4,480 1,197 Red Men’s Fr. Acci...... 679 618 
Natl. 8 "Sr 980 109 Union Acci., Neb........ 199,023 14,021 
No. Amer. Acci........ 16,760 9,541 West. Trav., Neb........ 68,964 59,609 
Pacific Mut. Life....... 5,782 1,746 Woodmen Acci. ....... - 24,735 16,302 
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BROKERS HELD LIABLE 





Procured a Void Policy 





ance broker is the middleman be- 

tween the insured and the company 
in the negotiation of a policy; in procur- 
ing the policy he acts as the agent for 
the insured, although his compensation 
is paid by the company in the form of 
a deduction from the premium received. 
In the course of his business the broker 
may incur a responsibility to the in- 
sured through negligently carrying out 
the latter’s instructions, since, as in all 
other occupations, an insured is enti- 
tled to rely upon the broker for the ex- 
ercise of a reasonable degree of skill 
and care. 

An interesting example of this oc- 
curred in an action tried recently before 
Justice roe in the city court of the 
city of New York. This trial repre- 
sented the termination of litigation ex- 
tending over a period of two years, in 
the course of which there have been 
three trials and an appeal. The jury 
brought in a verdict of $500 in favor 
of the plaintiff, the insured, against the 


N i YORK, June 30—An insur- 


defendant broker, which represented 
their estimate of the amount of the 
loss. 


Facts in the Case 


The facts were substantially as fol- 
lows: 


Emil Westerburg is the proprietor of 
Fraunces Tavern in New York City and 
has a country home at Mountain Lakes, 
N. J. In the early part of 1915, he hap- 
pened to be talking to a repersentative of 
Wachenheim & Huff, Inec., insurance 
brokers in New York, when he received a 
telephone call to the effect that his coun- 
try home had been entered and several 
‘small articles stolen therefrom. It seems 
that at this time Westerburg had no bur- 
glary insurance and the broker immedi- 
ately called his attention to the exposed 
nature of the risk and urged that a bur- 
glary policy be taken out. At first 
Westerburg was reluctant to do this but, 
after some persuasion, consented, and a 
policy of burglary insurance was delivered 
to him through the broker. 


Finds Breach of Warranty 


At a later date there was a second bur- 
glary at the premises, and a serious loss 
was suffered upon which proofs of loss 
were duly presented to the Great Eastern 
Casualty, in which the policy had been 
written. The company refused to pay the 
loss and called to Westerburg’s attention 
the fact that there was a warranty in the 
policy making it void in case he had suf- 
fered a loss previous to the issuance of 
the policy. There having been such pre- 
vious loss, the position of the company 
was at least technically sound and there 
could be no recovery against it. Wester- 
burg took the position that his failure to 
receive the indemnity to which he was en- 
titled was due to the negligence of the 
broker, who, having full knowledge of the 
prior loss, nevertheless negotiated a policy 
which was void under the circumstances. 
The recovery that has been had was upon 
this theory and is, in fact, a holding that 
where the company’s failure to pay the 
loss is due to the negligent manner in 
which the »roker has negotiated the pol- 
icy, recovery may be had from the broker 
of the amount due from the company. 


Question of Evidence 


The action was bitterly contested and 
several interesting points of law were de- 
veloped in the course thereof. Upon the 
first trial, in order to show the fact of a 
loss by burglary during the term of the 
policy, and therefore that he had a justi- 
fiable claim against the Great Eastern 
Casualty, Westerburg produced an exein- 
plified copy of the record of conviction 
of the burglars who had been caught and 
imprisoned for the burglary ,in question. 
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Upon appeal, the appellate court, by a two 
to one vote of the justices thereof, held 
that proof of the burglary by this means 
was improper, since the defendant broker 
was not a party to the prosecution which 
had resulted in the conviction of the 
burglars. 


Entitled to Rely on Broker 


Upon the new trial the broker contended 
that he should be relieved from liability 
because Westerburg had accepted the pol- 
icy from him without reading it and was 
himself contributorily negligent in not 
examining it and discovering the presence 
of the false warranty which invalidated 
it. The court held, however, that when 
an insured brings home to the broker 
knowledge of particular requirements, 
such as in this case the knowledge that 
the policy to be procured must be one 
valid in the face of the previous loss, the 
insured has a right to rely upon the 
broker’s performance of this duty, and 
need not investigate on his own account 
to see that it has been properly done. The 
reason for this lies in the fact that an 
insurance broker is a specialist and any 
person employing him has a right to rely 
upon the fact that he will exercise reason- 
able skill and care in the performance of 
his duties. 


Waiver of Conditions 


The broker also contended that al- 
though he had been negligent in procuring 
a void policy, no damage had been suf- 
fered by the insured since the Great East- 
ern Casualty, after having repudiated the 
loss, offered to waive the defense of 
breach of warranty and allow the insured 
to recover from it the amount of his loss. 
This defense, if established by the broker, 
would have prevented recovery. Evidence 
was introduced, however, to show that the 
insurance company, after filing of the 
proofs of loss, had sent to the insured a 
registered letter returning the amount of 
the premium paid and declaring the policy 
rescinded upon the ground of the false 
warranty therein. To meet this, the 
broker attempted to show oral conversa- 
tions had between him and the officers 
of the Great Eastern Casualty in which 
the latter agreed to withdraw the letter 
of repudiation. This testimony was ex- 
cluded by the court upon the ground that 
the policy provided that a waiver of its 
provisions must be by a writing endorsed 
thereon. Oral conversations tending to 
show a waiver of the provisions of the 
policy by the company would, therefore, 
have been unavailing to the insured if he 
had relied thereon in an action against 
the company, and therefore they did not 
inure to the benefit of the broker upon his 
plea that the company had waived the 
breach of warranty. 


Broker Is Liable 


The verdict of the jury established that 
the broker was actionably negligent in 
negotiating the void policy under such cir- 
cumstances, and that the company re- 
nudiated the loss because of the technical 
breach of warranty. The amount of the 
verdict represents the loss in the second 
burglary and is assessed against the 
broker instead of against the company, 
because the former’s negligence precluded 
the possibility of recovery against the 


latter. 
William Otis Badger, Jr., and Louis J. 
Wolff appeared for the plaintiff, and 


Joseph L. Prager for the defendant. 


Makes a Fine Showing 


At the quarterly meeting of the board 
of directors of the Fidelity & Deposit, 
held on June 13, President Warfield re- 
ported that the company showed a very 
substantial increase in premiums over the 
corresponding period of last year. It re- 
quired $280,000 in reserves to take care 
of this increased premium income, but, 
notwithstanding this increase in liabili- 
ties, the company had earned two quar- 
terly dividends of 4 percent each, aggre- 
gating $240,000, during the first five 


months of the year. 





IN THE ACCIDENT FIELD 


WILL MEET ON OCTOBER 18-19 


Southern Casualty & Surety Conference 
to Hold Annual Gathering in 
Columbia, S. C. 


The eighth annual meeting of the 
Southern Casualty & Surety Confer- 
ence will be held at the Hotel Jeffer- 
son, Columbia, S. C., Oct. 18-19. Owing 
to war conditions and the peculiar 
problems now confronting the south- 
ern companies writing life, accident 
and health insurance on the weekly or 
monthly payment plan, it is expected 
that all these companies will be repre- 
sented at the meeting, whether the com- 
panies are members of the conference 
or not. 


Policyholders Mostly Doctors 


Replying to an inquiry concerning the 
business of the Monarch Health & Acci- 
dent of Peoria, which was recently placed 
in the hands of a receiver, Insurance Su- 
perintendent Fred W. Potter of Illinois 





says that according to his information 
the company had about 200 policyholders 
on May 1, each having a policy calling for 
an accidental death benefit of $2,500. Cor- 
respondence from policyholders indicates 
that most of them were chiropractors and, 
like practitioners, many of whom had re- 
ceived certificates purporting to appoint 
them medical examiners for the company 
on claims within their vicinity. 





Is Increasing Its Capital 


The Cloverleaf Casualty of Jacksonville, 
Ill, has published the required legal 
notice that it will apply for amendment 
to its charter, increasing its capital stock 
from $125,000 to $200,000 





Arvin Betz of Kewanee, Ill., has been 
appointed district agent of the Inter- 
Ocean Casualty for five counties. 





E. V. Mitchell, vice-president and gen- 
eral claim attorney for the Southern 
Surety, with headquarters at. Denison, 
Tex., is greeting his old friends at San 
Francisco, where several years ago he was 
claims attorney for the former Empire 
State Surety. Mr. Mitchell is on a tour of 
the Pacific Coast agencies of the South- 
ern Surety and will visit Seattle and 
Portland before going to Los Angeles on 
his way home. 


Leonard C. Muller, with San Francisco 
brokerage firms for a number of years, 
has been appointed payroll auditor for the 
Pacific department of the Frankfort 
General. 





RESULTS RESULTS RESULTS RESULTS 


R e R 
; Claim Comfort : 
Ms When you refer claims to a field man, THEN FORGET THEM, con-’ : 
7  fident that he knows what to do—how to do it—will get it done on + 
s  time—THAT’S CLAIM COMFORT. s 
m Nine Claim Managers Seeking it, patronize this office—their judgment “ 
zis worthy of respect. E 
s R. L. NASE § 
. ANY CLAIM Adjuster fer Casualty Companies ANY WHERE L 
T ‘ 1109 Mutual Building T 
Ss Richmond, Va. Ss 
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Union Accident 


Insurance Company 
(Stock) 


LINCOLN, NEBRASKA 


Nebraska’s Most Progressive 
Accident and Health Company 


H. R. HAYNIE, Secy. 





Union Fire 


Insurance Co. 
(Mutual, Estab. 1886) 


LINCOLN, NEBRASKA 


Nebraska’s Oldest and Most 
Progressive Fire Company 


JOS. W. WALT, Secy. 

















A Progressive 
SURETY and CASUALTY 
Company 














General Casualty & Surety Co. 


DIME BANK BLDG., DETROIT 


We are now ready to receive applications 
to represent this Company 
ELMER H. DEARTH .. 


President 
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IS YOUR CAR INSURED 


——T 
AMERICAN UARANTY (OMPANY 
SSURES UIREATEST Wonrivence 


COLUMBUS, OHIO 


Ohio’s Only Casualty and 
Surety Company 


Write for Agency | 














CAPITAL, $500,000.00 


Fully paid up and deposited with 
Iowa Insurance Department. 

We are entering other States and 
open to propositions from Agents 
desiring connection for Bonding 
and the miscellaneous Casualty 
lines, particularly Automobile. 


Write 


A. G. OGLE 


2nd Vice-President 











Now in Its Thirty-First Year 





OUR 


BUSINESS MEN’S PENSION 
POLICY PAYS: 








‘pian aestpaseae| Sead 
| i 
$5,000.00, $100.00 $9.00 





Covers every accident and sickness so long as 
totally disabled. Sold in Classes AA-A-B. 
The Best Seller in America. 





Agency Openings in Seventeen States 


THE PROVIDENT 
_ LIFE & ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, TENN. 
LIFE, ACCIDENT, HEALTH INSURANCE 

















ELIMINATE THE KNOCKER! 
Dissatisfied claimants handicap the accident and health 
agent peavey, THE NATIONAL INVESTIGATION 
BUREAU, INC., adjusts claims for policy holders any- 
where. No charge. for preliminary investigation and es- 
timate of cost of service. Agents—refer dissatisfied claim- 
ants to us. Our work for them HELPS YOU. 
Dr. W. Sent anew Pres, and wy Director 


24 Madison Ave., Baltimore, M 


ADJUSTERS FOR THE INSURED 





NEWS OF COMPENSATION 





MAY GO TO FEDERAL COURTS 





To Learn Whether Shipbuilders’ Em- 
ployes in Oregon Are Under Com- 
pensation or Admiralty Law 





Salem, Ore., July 1— Considerable 
controversy has ‘arisen in Oregon be- 
tween insurance men and members of 
the industrial accident commission as 
to whether the workmen’s compensation 
act applies to workers on the hull of 
a vessel after it has left the ways and 
is completed after being launched. A 
tentative opinion came from one of the 
attorney-general’s assistants to the ef- 
fect that employes on such vessels 
came under the workmen’s compensa- 
tion law and that they have no recourse 
in admiralty. This opinion, however, 
has not been upheld by the attorney- 
general himself, although he has yet 
expressed no definite opinion on the 
subject. 

Insurance men also have prepared a 
digest of the decisions of courts on the 
subject, which seems to show a prepon- 
derance of authority that such em- 
ployes have recourse in admiralty. As 
a result of the showing made by insur- 
ance men, it is understood that a num- 
ber of shipbuilders are fighting shy of 
the state compensation act. 

The question is of prime importance 
in Oregon just now, as a vast number 
of shipbuilding plants are opening to 
meet the government demands for ship- 
ping. It is understood that the matter 
may be taken in.a friendly contest to 
the United States Supreme Court; at 
least, a member of the industrial acci- 
dent commission states that such a con- 
test has been suggested and is now 
being discussed. 


Investigate Oregon System 


Post-session appointments have been 
made of a joint committee under resolu- 
tion of the last Oregon legislature to in- 
vestigate workmen’s compensation condi- 
tions in that state. The specific questions 
to be studied are whether the industrial 
accident commission should be operated by 
state aid and whether the workmen’s com- 
pensation law should be made compulsory. 
At present the state pays an amount equal 
to one-seventh of the contributions made 
from other sources, and the act is op- 
tional. Insurance men favor the proposal 
to discontinue the state aid feature. The 
memberg of the committee are Senators 
Eddy and Hurley and Representatives 
Hodgen, Callan and Mackay. 


Minimum Premiums 


Governor Edge, of New Jersey, has 
taken a hand in the workmen’s compen- 
sation situation in that state, especially 
as regards minimum premiums. On the 
same subject, Superintendent Phillips, of 
New York, has been writing to the com- 
panies, but they have paid little heed. It 
is assumed that they do not desire to 
earry risks at less than the minimum 
premiums required. Accordingly, Super- 
intendent Phillips is now writing to as- 
sured who complain that the minimum 
premiums are excessive, that the stock 
companies have paid no attention to his 
communications on this subject, that the 
mutuals charge the same minimum pre- 
miums as the stock companies, but return 
dividends if there is any saving, and that 
the state fund is not under insurance de- 
partment supervision, but that informa- 
tion about it can be secured from the 
manager, whose address is given by Mr. 
Phillips. It appears likely that many 
small risks will go to the state fund as 
a result. 


Holds They Are Not Covered 


San Francisco, July 3—Injured employes 
of the reclamation districts in California 
are not covered by the workmen’s com- 
pensation act, according to a decision of 
the state supreme court In annulling the 
award of the industrial accident commis- 
sion, the court says that the legislature 
evidently intended the reclamation dis- 
tricts to have the same standing as farm 
employers, who are exempted by the act. 


Compensation Notes 


Insurance Commissioner William Keat- 
ing of Montana, whose death last week 
was sad news to insurance men, was also 
a member of the Montana industrial acci- 
dent board. Mr. Keating’s successor as 
state auditor and insurance commissioner 
will also go on the accident board as the 
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PROMPT Home Office: 47 Cedar St., New York City 
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The Republic Casualty Co. 


PITTTSBURGH, PA. 
Writes All Lines of Casualty Insurance 


Local and General Agents Wanted in Ohio and Pennsylvania 














UNDER FEDERAL GOVERNMENT LICENSE ‘ 
American Indemnity Company aiietion texas 
Assets Over $1,185,000 


ALL LINES OF CASUALTY AND SURETY INSURANCE 
Operates in the States of 
Alabama, Arkansas, California, Delaware, District of Columbia, Georgia, Illinois, 
Indiana, Iowa, Kansas, Kentucky, Louisiana, Maryland, Mass., Michigau, Minne- 
sota, Missouri, Nebraska, Nevada, New Hampshire, New Jersey, Ohio, Oklahoma, 
Pennsylvania, South Dakota, Texas, Utah, Washington, W. Virginia, Wisconsin. 
BRANCH OFFICES AT 
NEW ORLEANS, LA. ST. LOUIS, MO. CHICAGO, ILL. DETROIT MICH. 
Canal Bank Bldg. Pierce Bldg. 1443 Ins.Exchange Farwell Bldg. 
Autom.Ins.Agency 0. P. Rutledge, Mgr. Hutchinson & Cooley W.M. Brown 
E. Jules Michel, Mgr. General Agents Manager 
Sealy Hutchings, Pres. George Sealy, Sec’y. J. F. Seinsheimer, Gen. Mgr. 











Continental Casualty Co. 


is now prepared to write 
Workmen’s Compensation Insurance 
in SOUTH DAKOTA 


Address Home Office, 910 Michigan Ave., Chicago 


or 


T. A. COERR, General Agent 
710 McKnight Bldg., - - Minneapolis, Minn. 











The American Credit-Indemnity Co. 
of NEW YORK 


CREDIT INSURANCE ONLY 


E.M. TREAT, President 
insures manufacturers and wholesalers against Excessive Annual Loss through 








Insolvency of Customers. 
415 Locust St., ST. LOUIS, MO. 
OFFICES IN ALL PRINCIPAL cits 


J. F. HALLWEGEN, General Agent, 1140 Marquette Bldg., CHICAGO 


We can always use a — high-class solicitors. 
two oer NEW YORE 
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Montana compensation act names that offi- 
cial as a member of the board. 

Numerous Kentucky corporations em- 
ploying workmen in occupations more or 
less hazardous to eyesight are purchasing 
goggles or glasses of special type to pro- 
tect the eyes of the workmen. They are 
acting under the provision of the work- 
men’s compensation law, which relieves 
the employer of liability in case of in- 
jury that would have been prevented had 
the employe used protective glasses fur- 
nished by the employer. 


Committees Named 


New York, July 3.—The following com- 
mittees for the third quarter of the year 
have been appointed by the Governing 
committee of the Compensation Inspec- 
tion Rating Board. 

Committee on Classification and Rates— 
Aetna, American Mutual, Lumber Mutual 
Casualty, Maryland Casualty, Ocean Ac- 
cident, State Insurance Fund. 

Committee on Schedule Rating—Allied 
Mutuals Liability, Employers Mutual, 
Fidelity & Casualty, Globe Indemnity, 
London Guarantee, State Insurance Fund. 


Plans to Enter New York 


The Manufacturers Casualty Insurance 
Company is planning to enter New York 
State soon. The present capital is $249,- 
000, which will be raised to $300,000 when 
the company enters New York. The sur- 
plus would then be $215,000. The com- 
pany organized a year and a half ago and 
has been doing a good business, writing 
general lines in Pennsylvania. 


Weigel Resigns 


San Francisco, July 3—T. C. Weigel has 
resigned as special agent for the Southern 
California department of the United States 
Fidelity & Guaranty at Los Angeles. 


Johnston Made Resident Secretary 


San Francisco, July 3—A. L. Johnston 
resident assistant secretary of the Royal 
Indemnity at San Francisco since the 
company commenced business, has been 
advanced by election to the office of resi- 
dent secretary, in recognition of the ex- 
cellent record he has made for the com- 
pany on the Pacific Coast. 


Casualty Notes 


The Employers Indemnity of Kansas 
City has been licensed in New Jersey. 

R. C. Traver, now connected with the 
agency of Burtenshaw & Co., of Detroit, 
was in Chicago this week. He was for- 
merly a casualty broker in Chicago. 

The Employers Indemnity Corporation 
of Kansas City has been admitted to write 
employers’ liability and casualty insur- 
ance in South Dakota. 

At the last regular meeting of the 
Wayne County Plate Glass Underwriters 
Association at Detroit a resolution was 
passed to uphold the rates of the new 
manual, which means manual flat for the 
lower peninsula and manual plus for the 
upper peinsula. 

Dr. Orlando F. Scott, who conducts a 
number of first aid service stations in 
Chicago, has opened an industrial patho- 
logical laboratory at 1047 Insurance Ex- 
change. It will be under the direction of 
Dr. J. Harris Werner and will give spe- 
= attention to service in the industrial 

eld. 








There is some help for all the 
defects of Fortune; for if a man 
cannot attain to the length of his 
wishes, he may have his remedy 
by cutting them shorter——Abra- 
ham Crowley. 














Wanted, young man in claim 
department of large liability com- 
pany. State experience and salary 
expected. Address 52-L, care 
The National Underwriter. 


FIGURES ARE DISCOURAGING 





“Best’s Reports” Summaries Show Un- 
derwriting Losses in Important 
Casualty Branches 





The 1917 edition of “Best’s Insurance 
Reports,” casualty edition, has just 
been published and the summaries dis- 
close some facts of great interest to 
casualty underwriters. They are not 
of an encouraging nature by any 
means. Rather, they are likely to cause 
underwriters to wonder where the end 
is going to be. 

For example, the summary of the 
business of all of the casualty com- 
panies covering the operation of the 
past seven years shows that the acci- 
dent business on an aggregate of ap- 
proximately $230,000,000 of premiums 
shows an actual underwriting loss. 

The liability business on an aggregate 
of $246,000,000 of premiums shows an 
underwriting loss of nearly $18,000,000, 
or over 7 percent. The workmen’s 
compensation business over a four- 
year period on approximately $110,- 
000,000 premiums shows an apparent 
underwriting profit of $2,500,000. This 
will probably be more than wiped out 
when the companies have set aside a 
fairly adequate reserve for their out- 
standing losses. 

The conditions shown by “Best’s Re- 
ports” are further emphasized by the 
Connecticut insurance report, covering 
the business of 1916. It shows that the 
combined loss ratio of the companies 
on workmen’s compensation insurance 
for the year exceeded 80 percent. This 
indicates a very dangerous drift in the 
business and helps to account for the 
withdrawal of companies from this 
branch or a reduction in their opera- 
tions. 


Excellent New Book 


Many insurance men desire to learn 
something about life insurance, or wish 
to be able to explain the fundamentals 
of life insurance to customers and in- 
quirers. The best book on the market 
for such purpose is entitled “Easy Les- 
sons in Life Insurance,” which is sold 
by Ture NatTIoNAL UNDERWRITER at $1.50. 
This book was written by J. A. Jackson 
of the literary department of the Mu- 
tual Life. It is regarded as the leading 
book in its line, as it deals with the 
elementals of life insurance, gives a 
comprehensive grasp of the subject, and 
is a book that can be understood by 
those outside of the business. 


Hope for Better Luck 


About as refreshing reading as comes to 
us is the occasional promoter’s prospectus 
of a new fire insurance company proposi- 
tion. It deals so exclusively with the later 
figures of a few prominent surviving suc- 
eesses and counts these results of experi- 
ence as a sort of can’t-be-helped current 
achievement; is so oblivious of a well filled 
insurance graveyard, of possible conflagra- 
| tions and of the dangers of infantile pa- 
| ralysis as to make conservative hopeful- 
ness seem miserably pessimistic. 

Such promoters undoubtedly have belief 
in their superior ability and confidence in 
being able to profit by the good and bad 
experience of others. They may also have 
the faith in luck of the serving maid who, 
being cautioned by her motherly mistress 
against a proposed hasty marriage and its 
dangers of unhappiness, replied. “Thank ye 
kindly, Mum, but I’m hopin’ to ’ave better 
luck nor you did, mum.”—Now & Then. 
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Automobile Losses 
1715 Insurance Exchange 
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AGENTS WHO WRITE 


Fidelity and Surety Bonds, Automobile 
Liability, Burglary, Plate Glass or 
Accident and Health Insurance 


would do well to write to 


THE KANSAS CASUALTY AND SURETY COMPANY 


J.C. O. MORSE, President 
**Conservative but Aggressive”’ WICHITA, KANSAS 
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VOCATIONAL 


HEALTH AND ACCIDENT POLICIES 


WE ARE THE ORIGINATORS OF POLICIES DESIGNED ESPECI- 
ALLY FOR SPECIFIC PROFESSIONS. FOR PARTICULARS WRITE 


CONSOLIDATED CASUALTY COMPANY 
J. W. SCHERR, PRES. LOUISVILLE, KENTUCKY 

















AGENTS MAKE MOST MONEY WHEN THEY PUSH 
AUTOMOBILE LIABILITY INSURANCE 


Let Us Help You Push. For Pushing Assistance write 


P. A. COOLING CO., General Agents - ° - INDIANAPOLIS, IND. 
OSAR R. WITTE & CO., General Agents : - - - ST.LOUIS, MO. 
GARNER & MANN, General Agents = < - KANSAS CITY, MO. 

For Other States write the Home Office. 
DON’T FORGET, TOO, WE WRITE ALL OTHER CASUALTY LINES. 


An Agency Connection With Us — MEANS REAL SERVICE. 
WESTERN INDEMNITY COMPANY, Dallas, Texas 


Capital $500,000 = Assets $1,211,054 














LIFE AND ACCIDENT 


SALESMEN, WRITE: American Old Line Insurance Company 
Lincoln, Nebraska STOCK COMPANY 


Incorporated under the laws of the State of Nebraska. Progressive business record for fourteen yeare 
Exceptional contracts to salesmen. In fourteen states. The t accident and health benefits to the 
COMMERCIAL, BUSINESS, PROFESSIONAL AND FARM CLASSES. 


Aoply for Territory Contracts. 


Chicago Bonding & Insurance Co. 


| 
| Chicago Bonding & Surety Company | 
| Prudential Casualty Company | 
| LINES OF INSURANCE WRITTEN | 


= 














Bonds 
Fidelity 
Official 
Judicial 


Insurance 


Accident 
Health 
Liability 


ERVICE 
TRENGTH 


INCERITY} 


Automobile 
Piate Glass 
Burglary 


Contract 
Depository 


Miscellaneous 








Admitted Assets Capital 
$1,801,040.80 $500,000.00 


O. F. ROBERTS, Sec’y and Gen. Mgr. 
JOHN H. DAVIS, Mgr. Fidelity & Surety Department. 


HOME OFFICE 


Chicago, Ill. 


Net Surplus 
$296,048.32 
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MICHIGAN MUTUALS ACTIVE 








Four Companies Go Strong After Busi- 
ness Outside of Detroit and 
Grand Rapids 





Michigan, like several other western 
states, has a number of mutual com- 
panies that are very active in the au- 
tomobile business: 

_ The Citizens Mutual of Howell, Mich., 
is the pioneer among these companies and 
has more business in force than all others 
combined. It wrote its first policy Aug. 
30, 1915, and on June 25, 1917, had 2,400 
members. It was organized and managed 
by William E. Robb, who, as a member 
of the legislature, introduced the law pro- 
viding for the organization of automobile 
mutuals to operate in the state outside of 
Detroit and Grand Rapids. The company 
closed its second annual report without 
having levied assessments. 

The Auto Owners recently moved: from 
Mt. Pleasant, Mich., to the Central Na- 
tional Bank building at Lansing. It writes 
liability, property damage, fire, theft and 
windstorm. Secretary J. C. McCullough, 
C. V. Moulton, who was at one time con- 
nected with the Michigan insurance de- 
partment, and Homer C. Parker, adjuster, 
are the main factors in the company. They 
have established an extensive agency 


plant. 
The American Mutual Automobile of 
Hastings, Mich., writes fire, theft and 


property damage. It began business May 
20, 1916, and its total losses to June 20, 
1917 were less than 250. W. W. Potter 
is president, H. G. Hayes, treasurer, J. S. 
Crue, Secretary, and E. B. Caldwell, vice- 
president and superintendent of agents. 

The Wolverine Mutual Motor of Do- 
wagiac commenced business March 26 of 
this year and has 800 policies in force. 
It writes fire, theft, property damage, lia- 
bility and collision. George B. Phillips is 
a banker and E. Bruce Laing, who or- 
ganized the company, is the secretary and 
active manager. He is an attorney at 
Dowagiac. 

The United States Mutual Automobile, 
organized recently in Saginaw, Mich., will 
write mutual insurance in the state on 
automobiles, covering liability, theft, fire, 
property damage and collision. R. H. 
Iletcher is president; Carl Gamble, fourth 
vice-president and general manager; A. O. 
Heine, secretary and treasurer. 





Make New Motor Laws 


_A law that will be of considerable as- 
sistance to insurance companies has been 
passed by the Illinois legislature and 
signed by Governor Lowden. It provides 
a@ fine of $200 or a jail term of six months 
or both for a person having in his posses- 
sion a car from which the manufacturer’s 
number has been removed or defaced. 
Other sections provide a fine of $10 to $25 
for any person under 16 years driving an 
automobile and for any person who per- 
mits a child to do so. Another section 


compels the use of dimmers on bright 
head lights. : 





Many Thefts at Cleveland 


Since May 1, automobile thefts in Cleve- 
land have numbered 418, and recoveries 
370. Since Jan. 1 there have been 148 
arrested in the city for automobile steal- 
ing and but twenty-seven have been con- 
victed; twenty-six of these have been 
sent to the reformatory and twenty-four 
have since been paroled. Twenty-eight 
others have been fined, eleven cases have 
been nolled in criminal court and thirteen 
Suspects have been discharged in police 
courts. 

A new law in Ohio makes the stealing 
of an automobile a penitentiary offense 
and if the courts will enforce the act de- 
cided improvement in the situation is ex- 
pected. Complaints from Cleveland are 
to the effect that the judges have been 
too lenient in the past with “borrowers” 
of machines. 





Rates on New Models 


Type of List Ins. Col, 
Model Body Price H.-P. Class 
Buick Motor Co., Flint, Mich. 
E-4-32 ......2-P. Road. $795 18 A 
H-4-34 ...... 5-P. Tour. 795 18 A 








National Automobile Insurance 


AuthorizedCapital Surplus, $500,000.00 
“All kinds of Automobile Insurance” 

cy ications now being received. 

Rees Wilkinson, Secretary'end General Manager 
Wilkinson Bldg., Linceln, Nebraska 




















OF PHILADELPHIA 


MEN WHO KNOW 


Applications for automobile insurance in the Insurance Com- 
pany of North America are handled by men devoting all of each 
business day to this one line of insurance, men especially trained 
for the work and familiar with it in all its details and ramifica- 
tions, men who know. Applications for automobile insurance in 
the Insurance Company of North America are handled intelligently. 


INSURANCE COMPANY OF NORTH AMERICA 


PLATT, YUNGMAN & COMPANY, General Agents 


400 Walnut Street, PHILADELPHIA, PA. 











Will Write Automobiles 


The New Hampshire Fire is preparing 
to write automobiles and has become a 
member of the Western Council. 





Break Up Salt Lake Gang 


The Salt Lake police believe they have 
broken up one of the most active rings of 
automobile thieves that has operated in 
the intermountain district with the arrest 
of a dozen youths ranging in age from 
15 to 19 years. Additional arrests are 
expected. The youths are said to have 
stolen more than a score of automobiles 
in the past few weeks and to have made 
their living entirely by stealing and 
stripping cars. ~ 


POINTERS eT 


FOR LOCAL AGENTS. 

















DIFFERENCE OF OPINION 
ON AMOUNT DUE 


Question—Here is a question which 
was the subject of considerable com- 
ment between several insurance men 
this week: 

A trust company is building homes 
which are sold on contract to various 
purchasers, and at the time the build- 
ings are completed the trust company 
secures insurance in its name, with a 
clause reading as follows made a part of 
the policy: 

“Permission granted to sell the prop- 
erty hereby insured on contract.” 

In its contract for sale the trust com- 
pany agrees to insure the properties so 
that they will be replaced in case of 
loss by fire or windstorm. 

Now, the position taken by some was 
that in a case similar to the following 
example the trust company could not 
collect the full amount of loss sus- 
tained. 

Example: Trust company builds a 
dwelling at a cost of $1,500 and sells on 
contract to John Doe for $1,800 (includ- 
ing the lot), the property being insured 
in the name of the trust company for 
$1,300 with the above clause made a 
part of the policy. John Doe has made 
payments on his contract to the amount 
of $800, when a fire destroys his home. 
The trust company still has $1,000 in- 
terest in the property and assertion is 
made that the insurance company 
would not be liable in excess of that 
amount under the $1,300 policy. 

Answer—Your question seemed easy 
at first. Two careful students in man- 
agerial positions agreed that the trust 
company could not recover more than 
$1,000 on the $1,300 policy. They held 
that the permit to sell the property on 
contract was not an extension of the 
coverage to include the purchaser’s in- 
terest, but was merely a waiver of the 
forfeiture provisions regarding title. 
On fundamental principles, they held 
that an insured cannot recover more 


than the value of its interest, the only 
one covered. On the facts given the 
trust company held the property only 
as security for the unpaid debt of $1,000 
and therefore it could not lose, on its 
interest, more than that sum. 

Any further loss would be a breach 


erly insured and would not be “direct 
loss or damage by fire,” the only kind 
of loss covered by the policy. In other 
| words, the trust company could not add 
to the insurance company’s liability by 
an agreement with the purchaser. 
Some further considerations are of- 
fered by an assistant manager, who vig- 
orously dissented from his manager’s 
opinion. The assistant manager thinks 
a court would hold that the permit to 
sell the property put the company upon 
notice to inquire as to the title. He 
thinks the permit is sufficiently am- 
biguous to allow a court to invoke the 
rule of construction against the com- 
pany. He declared that a court would 
hold the trust company, under that per- 
mit, a trustee for the benefit of the 
purchaser. 
for a deed is a personal contract that 


quently the trust company still has the 
whole interest and can recover the 
whole loss. ; 

The assistant manager’s theories may 


they are perfectly consistent with the 
theory that a court will hold the com- 
pany liable for a whole loss if it has 
half a chance. ees 

All hands agreed that the policy is 
not written in the best way to avoid 
trouble. The assistant manager quoted 
had a suggestion that an addition be 


follows: 

“Permission granted to sell the prop- 
erty hereby insured on contract and 
this policy shall cover the insured and 
the purchaser as their respective inter- 
ests may appear.” 

He was asked if he would pass a 
form covering an unknown assured, and 
he said that on a dwelling policy he 
would. His company is rather con- 
servative on underwriting practices, so 
probably it is all right. 

It should be pointed out that the trust 
company, by the agreement stated, is 
required to carry 100 percent insurance; 
that is, it renders itself liable for any 
deficiency of insurance. 


Brown’s Estimates 


“Brown’s Estimates & Builders’ Com- 
panion” is one of the old favorites 
among the books purchased by loss ad- 
justers who want to get prices and de- 
preciations. The author, J. N. Brown, 
was for many years general adjuster 
for the American Central and one of 








of contract to keep the building prop- | 








the leading loss men of the west. This 
book is an authority, is clearly written, 
and can be readily understecd. It con- 
tains a mine of useful information. It 
sells for $2 and can be bought from 
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DIRECTORY OF 


‘Independent Adjusters 


He asserted that a contract | 


not be consistent with one another, but | 





ILLINOIS MISSOURI IOWA 
Quincy Adjustment 
& sSserwvice Bureau 
Wells Building, Quincy 
GEORGE C. GILL, Manager 


ILL., WIS., IND. 
Cc. HH. TAYLOR 
829 Insurance Exchange, Chicago 


Phone Wabash 2546 
ADJUSTER OF FIRE LOSSES 
ILLINOIS 
BEN C. COOPER 
Central Life Bldg., Ottawa, Ill. . 
Adjusts Losses for Fire Insurance Companies 
30 Years in Insurance Work 


ILLINOIS INDIANA 
ELDRIDGE H. SPERRY 
201 First Nat'l Bank Bldg., Champaign, Ill. 











@ | Western Union or Long. Dist. Phone (Off..147, Res. 
does not change the title, and conse- | 


458) facilitates prompt service. ~ 








INDIANA, 
Ie 


ILLINOIS, KENTUCKY, TENNESSEE 
Hi. OGell & Son 

110 Upper Second St., Evansville, Ind. 
Adjusters of Fire, Tornado, Automobile and Inland 
Marine Losses 





| KANSAS 


The Warrem 
AdiustmentBureaw 
ADJUSTERS FIRE 
INSURANCE LOSSES 
R. B. WARREN, Manager, Wichita 





| KANSAS 


made to the permit to make it read as | 


| 106 East Seventh Street 





Ss. E. WILLCUTS ; 
ADJUSTER OF AUTOMOBILE LOSSES 
Expert Automobile Mechanic 
TOPEKA, KANSAS 





MICHIGAN 
FREDKE. M. CHAMPLIN 
- 629 Michigan Trust Building 
Grand Rapids, Mich. 
IUSTER QF EIRE LOSSES 





MINNESOTA, DAKOTA, WISCONSIN 
LYMAN HANES 
814 New York Life Building, Minneapolis 
Phone Main 4205 
FIRE, AUTOMOBILE, TORNADO 
OHIO 
@tephen 





jJ-Massinghar 
259 Main St., Ashtabula, Ohio 
ADJUSTER OF FIRE LOSSES. Territory—Ashtabula, Lake, 
Geauga and Trumbull Counties. careful inspections 
made at very reasonable rates. 


OHIO—MICHIGAN—INDIANA 
CHAS. E. CURTIS 
1202-3 Second Natl. Bank Bidg., 
Toledo, Ohio 
FIRE AND AUTQMOBILE LOSSES 


WESTERN FIELD 


#Shirie & Bre ogiece 
AUTOMOBILE LOSSES A SPECIALTY 
305-6-7-8 Victor Bldg., Kansas City, Mo. 
Pioneer Automobile Adjusters 

















=e 


OTE RAE RY i: Ge rT 


24 THE NATIONAL UNDERWRITER 





July 5, 1917. 














EMPLOYER’S LIABILITY 


Assurance Corporation, Ltd., of London, England 
SAMUEL APPLETON, Manager and Attorney U.S. Branch, 33 Broad St., Boston, Mass. 


Original and Leading Liability Company—All Forms of Liability Insurance 
The Most Advanced and Practical Personal Accident and Sickness Policies 
UNITED STATES ASSETS, $11,524,704.68 SURPLUS, $2,415,621.95 


THOS. E. HANLON, Gen. Agt., Ohio, East. Ky., W. Va., Tenn., First National Bank 
Building, Cincinnati; STONE, STAFFORD & STONE, Gen. Agts. Ind. and Ky., 
Lemcke Arinex, Indianapolis, Ind.: GEO. A. GILBERT, Res. Mgr. Ill. and Iowa, Ins. 
Exchange Bldg., Chicago, II1.; CHAS. H. GARRISON, State Agt., Mich., Majestic Bldg,. 
Detroit; LOY AL DURAND, Gen. Agt., Wisconsin, Wells Bidg., Milwaukee; ny oes 
HIRSCHBERG & CO., Gen. Agts., Merchants Exchange, St. Louis; GROVES BROS. 
INS. AGENCY CO., Gen. Agts., Commerce -Bldg., Kansas City, Mo.; LOVE- 
HASKELL COMPANY, Gen. Agts., Woodmen: of the World Bldg., Omaha, Neb.; 
JAMES & MANCHESTER Co., Gen. Agts., Leader-News Bldg., Cleveland, Ohio. 


The Frankfort General Insurance Co. 


BRANCH OFFICE SERVICE 


@ Unless you can secure prompt and efficient service in the field your competitors will. 
@ Through our various Branch Offices conveniently located our representatives receive 
quick returns on their orders for policies. and in claim adjustments. 
@ Get acquainted with our system of handling Liability, Compensation, Automobile, 
Public Liability, Personal Accident and Health and Industrial Accident and Health. 


Call upon or write ournearest Branch Managers located at Cleveland, Ohio, Chicago, IIl., and Pittsburg, Pa. 
The Frankfort General Insurance Co.,123 William St., New York City 











MICHIGAN COMMERCIAL INSURANCE COMPANY 


Lansing, Michigan 


ASSETS 
$ 920,961.16 
935,693.93 
1,020,369.41 
1,178,606.00 


. SURPLUS 
$181,374.66 
200,120.21 
211,057.76 
212,243.00 


January 1, 1914 
January 1, 1915 
January 1, 1916 
January 1, 1917 


Fire, Tornado, Automobile, Tourist Baggage, Parcel Post Insurance 














CLOVER LEAF CASUALTY 
CoMPANY 


The Strongest, Best Equipped and most 
Intensive organization in Illinois, Indiana, 
Ohio, Missouri, Kansas and Oklahoma, 
devoted exclusively to the writing of the 
best personal health and accident insurance, 
wants other good men. 


Address the 
HOME OFFICE: JACKSONVILLE, ILLINOIS 








Assets $1,116,968 





ORGANIZED 1853 Surplus $514,026 


LOSSES PAID $11,400,000 


THE FARMERS’ -FIRE INSURANCE CO. 
OF YORK, PENNA. eet: 


INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


W. H. MILLER, President 





United States Branch RICHARD D. HARVEY 
92 William Street, New York United States Manager 


SHC URIT WY 


Fire Insurance Company, of Davenport, Ia. 
s. KF. GILMAN, Pres’t M. C. HINSCH, Sec’y 
CASH CAPITAL $200,000 


This Company has had 33 years of successful business experience, and is now doing 
business in Iowa, Illinois, Wisconsin, Ohio and Indiana. It is a good company for the 
agent, because in addition to writing a general business, it accepts practically all classes 
of farm risks. We want agents in the above states, and would appreciate 
hearing from agents desiring to represent us. Address the Secretary. 








Fe 


Written (1916) 
i - } ASF / 13 fT? 
$1,678,642. 17 MOTOR INSURANCE $1,802.734.31 


GEORGIA CASUALTY COMPANY ses 
$1,526,022.81 
SMITH-LAWSON-COAMBS COMPANY 


Surplus and Reserves to Policy Holders - . - - 





GEN’L AGENTS - CHICAGO 














SAFETY————-SERVICE————_SATISFACTION 


Guardian Casualty & Guaranty Company | 


Salt Lake City, Utah 
ASSETS OVER - - = = = = = $1,000,000 





Workmen’s Compensation 
Automobile Liability 
Accident and Health 
Plate Glass 
Burglary 
Fidelity and Surety Bonds 





L. B. McCORNICK & CO. - - - General Agents 
226 So. La Salle Street, CHICAGO 





| Cash Capital - - 
| Reinsurance Reserve - 

















RE-INSURANCE DEE A. STOKER 
EXCESS RE-INSURANCE 


CATASTROPHE HAZARD 


(CASUALTY LINES) 


RE-INSURANCE UNDERWRITER 
508 TACOMA BUILDING 


CHICAGO 








GEORGE E. FEENEY, President 


EDWARD T. LYONS, Secretary-Treasurer The L. S. MacENANEY, Managing Underwriter 


Columbian Husurance Co. 


of Indiana, 1008-9 Hume-Mansur Bldg., Indianapolis, Ind. 
Capital . . . $294,605.36 


Sonn. L. LIND, State Agent, 719 Linn St., and CHESTER 
OLT, Special Agent, 303 Columbia Terr., > PEORIA - Ree Indiana, Wi in and Mi ti 


CHAS. H. HARRADEN, State Agent, 220-21 Hammond Bidg., DETROIT - Ohio and Michigan 


Agents Wanted in 
INDIANA, ILLINOIS, OHIO, MICHIGAN, WISCONSIN [and MINNESOTA 




















‘The CONCORDIA FIRE ORIENT 


INSURANGE COMPANY INSURANCE 
' COMPANY 


OF MILWAUKEE, WIS, 
: OF HARTFORD, CONN. 


$ 600,000.00 | 

1,312,818.13 
Reserve for all other Liabilities 111,534.54 | ee 

Surplus to Policyholders 1,015,168.55 A.G.McILWAINE, Jr. - - President 
Total Assets - - - 2,587,558.08 HARTFORD, CONN. 


CHARLES E. DOX, Manager 


Writing WESTERN DEPARTMENT ' 
Fire Tornado | 39 S. La Salle St., Chicago, II. 
Sprinkler Leakage 

Use and Occupancy 
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| 
SAM B.STOY, - - - - Manager 
SAN FRANCISCO 


Rents 








WRITER 
DING 


go, Ill. 


Manager 
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Montana compensation act names‘that offi- 
cial as a member of the board. 

Numerous Kentucky corporations em- 
ploying workmen in occupations more or 
less hazardous to eyesight are purchasing 
goggles or glasses of special type to pro- 
tect the eyes of the workmen. They are 
acting under the provision of the work- 
men’s compensation law, which relieves 
the employer of liability in case of in- 
jury that would have been prevented had 
the employe used protective glasses fur- 
nished by the employer. 


Committees Named 


New York, July 3.—The following com- 
mittees for the third quarter of the year 
-have been appointed by the Governing 
committee of the Compensation Inspec- 
tion Rating Board. 

Committee on Classification and Rates— 
Aetna, American Mutual, Lumber Mutual 
Casualty, Maryland Casualty, Ocean Ac- 
cident, State Insurance Fund. 

Committee on Schedule Rating—Allied 
Mutuals Liability, Employers Mutual, 
Fidelity & Casualty, Globe Indemnity, 
London Guarantee, State Insurance Fund. 


Plans to Enter New York 


The Manufacturers Casualty Insurance 
Company is planning to enter New York 
State soon. The present capital is $249,- 
000, which will be raised to $300,000 when 
the company enters New York. The sur- 
plus would then be $215,000. The com- 

pany organized a year and a half ago and 
has been doing a good business, writing 
general lines in Pennsylvania. 


Weigel Resigns 


San Francisco, July 3—T. C. Weigel has 
resigned as special agent for the Southern 
California department of the United States 
Fidelity & Guaranty at Los Angeles. 


Johnston Made Resident Secretary 


San Francisco, July 3—A. L. Johnston 
resident assistant secretary of the Royal 
Indemnity at San Francisco since the 
company commenced business, has been 
advanced by election to the office of resi- 
dent secretary, in recognition of the ex- 
cellent record he has made for the com- 
pany on the Pacific Coast. 


Casualty Notes 


The Employers Indemnity of Kansas 
City has been licensed in New Jersey. 


R. C. Traver, now connected with the 
agency of Burtenshaw & Co., of Detroit, 
was in Chicago this week. He was for- 
merly a casualty broker in Chicago. 

The Employers Indemnity Corporation 
of Kansas City has been admitted to write 
employers’ liability and casualty insur- 
ance in South Dakota. 

At the last regular meeting of the 
Wayne County Pilate Glass Underwriters 
Association at Detroit a resolution was 
passed to uphold the rates of the new 

manual, which means manual flat for the 
lower peninsula and manual plus for the 
upper peinsula, 


Dr. Orlando F. Scott, who conducts a 
number of first aid service stations in 
Chicago, has opened an industrial patho- 
logical laboratory at 1047 Insurance Ex- 
change. It will be under the direction of 
Dr. J. Harris Werner and will give spe- 
a attention to service in the industrial 

e 





There is some help for all the 
defects of Fortune; for if a man 
cannot attain to the length of his 
wishes, he may have his remedy 
by cutting them shorter.—Abra- 
ham Crowley. 








FIGURES ARE DISCOURAGING 





“Best’s Reports” Summaries Show Un- 
derwriting Losses in Important 
Casualty Branches 





The 1917 edition of “Best’s Insurance 
Reports,’ casualty edition, has just 
been published and the summaries dis- 
close some facts of great interest to 
casualty underwriters. They are not 
of an encouraging nature by any 
means. Rather, they are likely to cause 
underwriters to wonder where the end 
is going to be. 

For example, the summary of the 
business of all of the casualty com- 
panies covering the operation of the 
past seven years shows that the acci- 
dent business on an aggregate of ap- 
proximately $230,000,000 of premiums 
shows an actual underwriting loss. 
The liability business on an aggregate 
of $246,000,000 of premiums shows an 
underwriting loss of nearly $18,000,000, 
or over 7 percent. The workmen’s 
compensation business over a four- 
year period on approximately $110,- 
000,000 premiums shows an apparent 
underwriting profit of $2,500,000. This 
will probably be more than wiped out 
when the companies have set aside a 
fairly adequate reserve for their out- 
standing losses. 

The conditions shown by “Best’s Re- 
ports” are further emphasized by the 
Connecticut insurance report, covering 
the business of 1916. It shows that the 
combined loss ratio of the companies 
on workmen’s compensation insurance 
for the year exceeded 80 percent. This 
indicates a very dangerous drift in the 
business and helps to account for the 
withdrawal of companies from this 
branch or a reduction in their opera- 
tions. 


Excellent New Book 


Many insurance men desire to learn 
something about life insurance, or wish 
to be able to explain the fundamentals 
of life insurance to customers and in- 
quirers. The best book on the market 
for such purpose is entitled “Easy Les- 
sons in Life Insurance,” which is sold 


This book was written by J. A. Jackson 
of the literary department of the Mu- 
tual Life. It is regarded as the leading 
book in its line, as it deals with the 
elementals of life insurance, gives a 
comprehensive grasp of the subject, and 
is a book that can be understood by 
those outside of the business. 


Hope for Better Luck 


About as refreshing reading as comes to 
us is the occasional promoter’s prospectus 
of a new fire insurance company proposi- 
tion. It deals so exclusively with the later 
figures of a few prominent surviving suc- 
cesses and counts these results of experi- 
ence as a sort of can’t-be-helped current 
achievement; is so oblivious of a well filled 
insurance graveyard, of possible conflagra- 
tions and of the dangers of infantile pa- 








Wanted, young man in claim 
department of large liability com- 
pany. State experience and salary 


Address 52-L, care 


expected. 


| ralysis as to make conservative hopeful- 
ness seem miserably pessimistic. 

Such promoters undoubtedly have belief 
in their superior ability and confidence in 
being able to profit by the good and bad 
experience of others. They may also have 
the faith in luck of the serving maid who, 
being cautioned by her motherly mistress 
against a proposed hasty marriage and its 
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luck nor you did, mum.”—Now & Then. 








**Conservative but Aggressive”’ 


AGENTS WHO WRITE 


Fidelity and Surety Bonds, Automobile 


Liability, Burglary, Plate Glass 


or 


Accident and Health Insurance 


would do well to write to 


J.C. O. MORSE, President 


THE KANSAS CASUALTY AND SURETY COMPANY 


WICHITA, KANSAS 
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J. W. SCHERR, PRES. 


HEALTH AND ACCIDENT POLICIES 


WE ARE THE ORIGINATORS OF POLICIES DESIGNED ESPECI- 
ALLY FOR SPECIFIC PROFESSIONS. FOR PARTICULARS WRITE 


CONSOLIDATED CASUALTY COMPANY 
LOUISVILLE, KENTUCKY 














by THe NatTionaL UNDERWRITER at $1.50. } 


dangers of unhappiness, replied. “Thank ye 
kindly, Mum, but I’m hopin’ to ’ave better 
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Phones:—Wabash 3701 
Harrison 795 
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JOHN E. 


Automobile Losses 
1715 Insurance Exchange 


HOGAN 


CHICAGO 


AGENTS MAKE MOST MONEY WHEN THEY PUSH 
AUTOMOBILE LIABILITY INSURANCE 


Let Us Help You Push. For Pushing Assistance write 


P. A. COOLING CO., General Agents - - - 
OSAR R. WITTE & CO., General Agents - - - 
GARNER & MANN, General Agents - 

For Other States write the Heme Office. 


INDIANAPOLIS, IND. 
T. LOUIS, 


MO. 


KANSAS CITY, MO. 


DON’T FORGET, TOO, WE WRITE ALL OTHER CASUALTY LINES. 
An Agency Connection With Us — MEANS REAL SERVICE. 


WESTERN INDEMNITY COMPANY, Dallas, Texas 


Capital $500,000 — . Assets $1,211,054 











LIFE AND ACCIDENT 
SALESMEN, WRITE: 


Lincoln, Nebraska 


ceptional contracts to salesmen. In fourteen states. The 


American Old Line Insurance Company 


STOCK COMPANY 


ee under the laws of the State of Nebraska. Progressive business record for fourteen yeare 
largest accident and health benefits to the 
GOR MERCIAL, BUSINESS, PROFESSIONAL AND FARM CLASSES. 


Aoply for Territory Contracts. 























Chicago Bonding & Insurance Co. 


SUCCEEDING 


Chicago Bonding & Surety Company 


Prudential Casualty Company 
LINES OF INSURANCE WR 





Bonds 
Fidelity 
Oficial 
Judicial 
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Contract 


Depository 










Miscellaneous 


Admitted Assets 
$1,801,040.80 


O. F. ROBERTS, Sec’y and Gen. Mgr. 


$500,000.00 


e 


ITTEN 


Insurance 


Accident 
Health 


Liability 


Automobile 
Piate Glass 
Burglary 


Net Surplus 
$296,048.32 


JOHN H. DAVIS, Mgr. Fidelity & Surety Department 


HOME OFFICE 


Chicago, Ill. 
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MICHIGAN MUTUALS ACTIVE 





Four Companies Go Strong After Busi- 
ness Outside of Detroit and 
Grand Rapids 





Michigan, like several other western 
states, has a number of mutual com- 
panies that are very active in the au- 
tomobile business: 

_ The Citizens Mutual of Howell, Mich., 
is the pioneer among these companies and 
has more business in force than all others 
combined. It wrote its first policy Aug. 
30, 1915, and on June 25, 1917, had 2,400 
members. It was organized and managed 
by William E. Robb, who, as a member 
of the legislature, introduced the law pro- 
viding for the organization of automobile 
mutuals to operate in the state outside of 
Detroit and Grand Rapids. The company 
closed its second annual report without 
having levied assessments. 

he Auto Owners recently moved from 
Mt. Pleasant, Mich., to_the Central Na- 
tional Bank building at Lansing. It writes 
liability, property damage, fire, theft and 
windstorm. Secretary J. C. McCullough, 
C. V. Moulton, who was at one time con- 
nected with the Michigan insurance de- 
partment, and Homer C. Parker, adjuster, 
are the main factors in the company. They 
have established an extensive agency 
plant. 

The American Mutual Automobile of 
Hastings, Mich., writes fire, theft and 
property damage. It began business May 
20, 1916, and its total losses to June 20, 
1917 were less than 250. W. W. Potter 
is president, H. G. Hayes, treasurer, J. S. 
Crue, secretary, and E. B. Caldwell, vice- 
president and superintendent of agents. 

The Wolverine Mutual Motor of Do- 
wagiac commenced business March 26 of 
this year and has 800 policies in force. 
It writes fire, theft, property damage, lia- 
bility and collision. George B. Phillips is 
a banker and E. Bruce Laing, who or- 
ganized the company, is the secretary and 
active manager. He is an attorney at 
Dowagiac. . 

The United States Mutual Automobile, 
organized recently in Saginaw, Mich., will 
write mutual insurance in the state on 
automobiles, covering liability, theft, fire, 
property damage and collision. R. H. 
Pletcher is president; Carl Gamble, fourth 
vice-president and general manager; A. O. 
Heine, secretary and treasurer. 





Make New Motor Laws 


_A law that will be of considerable as- 
sistance to insurance companies has been 
passed by the Illinois legislature and 
signed by Governor Lowden. It provides 
a fine of $200 or a jail term of six months 
or both for a person having in his posses- 
sion a car from which the manufacturer’s 
number has been removed or defaced. 
Other sections provide a fine of $10 to $25 
for any person under 16 years driving an 
automobile and for any person who per- 
mits a child to do so. Another section 
compels the use of dimmers on bright 
bead lights. 





Many Thefts at Cleveland 


Since May 1, automobile thefts in Cleve- 
land have numbered 418, and recoveries 
370. Since Jan. 1 there have been 148 
arrested in the city for automobile steal- 
ing and but twenty-seven have been con- 
victed; twenty-six of these have been 
sent to the reformatory and twenty-four 
have since been paroled. Twenty-eight 
others have been fined, eleven cases have 
been nolled in criminal court and thirteen 
Suspects have been discharged in police 
courts. 

A new law in Ohio makes the stealing 
of an automobile a penitentiary offense 
and if the courts will enforce the act de- 
cided improvement in the situation is ex- 
pected. Complaints from Cleveland are 
to the effect that the judges have been 
too lenient in the past with “borrowers” 
of machines. 





Rates on New Models 


Type of List Ins. Col. 
Model Body Price H.-P. Class 
Buick Motor Co., Flint, Mich. 
E-4-32 ......2-P. Road. $795 18 A 
BH-4-34 ...... 5-P. Tour. 795 18 A 








National Automobile Insurance 


Authorized Capital and Surplus, $500,000.00 
“all ki of Automobile Insurance” 
y applications now being received. 


Rees Wilkinson, Secreteryund General Manager 
Wilkinson Bldg., Linceln, Nebraska 








MEN WHO KNOW 


Applications for automobile insurance in the Insurance Com- 
pany of North America are handled by men devoting all of each 
business day to this one line of insurance, men especially trained 
for the work and familiar with it in all its details and ramifica- 
tions, men who know. Applications for automobile insurance in 
the Insurance Company of North America are handled intelligently. 


INSURANCE COMPANY OF NORTH AMERICA 


OF PHILADELPHIA 


PLATT, YUNGMAN & COMPANY, General Agents 


400 Walnut Street, PHILADELPHIA, PA. 











Will Write Automobiles 


The New Hampshire Fire is preparing 
to write automobiles and has become a 
member of the Western Council. 


Break Up Salt Lake Gang 


The Salt Lake police believe they have 
broken up one of the most active rings of 
automobile thieves that has operated in 
the intermountain district with the arrest 
of a dozen youths ranging in age from 
15 to 19 years. Additional arrests are 
expected. The youths are said to have 
stolen more than a score of automobiles 
in the past few weeks and to have made 
their living entirely by stealing and 
stripping cars. 


POINTERS RB 


FOR LOCAL AGENTS. 

















DIFFERENCE OF OPINION 
ON AMOUNT DUE 


Question—Here is a question which 
was the subject of considerable com- 
ment between several insurance men 
this week: 

A trust company is building homes 
which are sold on contract to various 
purchasers, and at the time the build- 
ings are completed the trust company 
secures insurance in its name, with a 
clause reading as follows made a part of 
the policy: 

“Permission granted to sell the prop- 
erty hereby insured on contract.” 

In its contract for sale the trust com- 
pany agrees to insure the properties so 
that they will be replaced in case of 
loss by fire or windstorm. 

Now, the position taken by some was 
that in a case similar to the following 
example the trust company could not 
collect the full amount of loss sus- 
tained, 

Example: Trust company builds a 
dwelling at a cost of $1,500 and sells on 
contract to John Doe for $1,800 (includ- 
ing the lot), the property being insured 
in the name of the trust company for 
$1,300 with the above clause made a 
part of the policy. John Doe has made 
payments on his contract to the amount 
of $800, when a fire destroys his home. 
The trust company still has $1,000 in- 
terest in the property and assertion is 
made that the insurance company 
would not be liable in excess of that 
amount under the $1,300 policy. 

Answer—Your question seemed easy 
at first. Two careful students in man- 
agerial positions agreed that the trust 
company could not recover more than 
$1,000 on the $1,300 policy. They held 
that the permit to sell the property on 
contract was not an extension of the 
coverage to include the purchaser’s in- 
terest, but was merely a waiver of the 
forfeiture provisions regarding title. 
On fundamental principles, they held 

















that an insured cannot recover more 


than the value of its interest, the only 
one covered. On the facts given the 
trust company held the property only 
as security for the unpaid debt of $1,000 
and therefore it could not lose, on its 
interest, more than that sum. 

Any further loss would be a breach 
of contract to keep the building prop- 
erly insured and would not be “direct 
loss or damage by fire,” the only kind 
of loss covered by the policy. In other 
words, the trust company could not add 
to the insurance company’s liability by 
an agreement with the purchaser. 

Some further considerations are of- 
fered by an assistant manager, who vig- 
orously dissented from his manager’s 
opinion. The assistant manager thinks 
a court would hold that the permit to 
sell the property put the company upon 
notice to inquire as to the title. He 
thinks the permit is sufficiently am- 
biguous to allow a court to invoke the 
rule of construction against the com- 
pany. He declared that a court would 
hold the trust company, under that per- 


purchaser. 
for a-deed is a personal contract that 
does not change the title, and conse- 
quently the trust company still has the 
whole interest and can recover the 
whole loss. 

The assistant manager’s theories may 
not be consistent with one another, but 
they are perfectly consistent with the 


pany liable for a whole loss if it has 
half a chance. ere 

All hands agreed that the policy is 
not written in the best way to avoid 
trouble. The assistant manager quoted 
had a suggestion that an addition be 


follows: 

“Permission granted to sell the prop- 
erty hereby insured on contract and 
this policy shall cover the insured and 
the purchaser as their respective inter- 
ests may appear.” 

He was asked if he would pass a 
form covering an unknown assured, and 
he said that on a dwelling policy he 
would. His company is rather con- 
servative on underwriting practices, so 
probably it is all right. 

It should be pointed out that the trust 
company, by the agreement stated, is 
required to carry 100 percent insurance; 
that is, it renders itself liable for any 
deficiency of insurance. 


Brown’s Estimates 


“Brown’s Estimates & Builders’ Com- 
panion” is one of the old favorites 
among the books purchased by loss ad- 
justers who want to get prices and de- 
preciations. The author, J. N. Brown, 





was for many years general adjuster 
for the American Central and one of 


mit, a trustee for the benefit of the | 
He asserted that a contract | 


theory that a court will hold the com- | 


made to the permit to make it read as | 


the leading loss men of the west. This 
book is an authority, is clearly written, 
and can be readily understood. It con- 
tains a mine of useful information. It 
sells for $2 and can be bought from 
Tue NATIONAL UNDERWRITER. 





DIRECTORY OF 
Independent Adjusters 


ILLINOIS MISSOURI IOWA 
Quincy Adjustment 
& Service Bureau 
Wells Building, Quincy 
GEORGE C. GILL, Manager 


ILL., WIS., IND. 
Cc. H. TAYLOR 
829 Insurance Exchange, Chicago 
Phone Wabash 2546 
ADJUSTER OF FIRE LOSSES 


ILLINOIS 
B OPE 


EN Cc. CO R 
Central Life Bidg., Ottawa, Ill. , 
Adjusts Losses for Fire Insurance Companies 
30 Years in Insurance Work 


ILLINOIS INDIANA 
ELDRIDGE H. SPERRY 
201 First Nat'l Bank Bldg., Champaign, Ill. 
Western Union or Long Dist. Phone (Off..147, Res. 

458) facilitates prompt service. 























INDIANA, ILLINOIS, KENTUCKY, TENNESSEE 
Ie HH. OGell & Som 
110 Upper Second St., Evansville, Ind. 
Adjusters of Fire, Tornado, Automobile and Inland 
Marine Losses 





KANSAS . 
The Warren 
} AdajustmentBureaw 
| ADJUSTERS FIRE 
INSURANCE LOSSES | 
R. B. WARREN, Manager, Wichita 


KANSAS 
Ss. E. WILLCUTS 
ADJUSTER OF AUTOMOBILE LOSSES 
Expert Automobile Mechanic 
106 East Seventh Street TOPEKA, KANSAS 


MICHIGAN 
FPREDKEK. M. CHAMPLIN 
629 Michigan Trust Building 
Grand Rapids, Mich. 
ADJUSTER OF EIRE LOSSES 


MINNESOTA, DAKOTA, WISCONSIN 
LYMAN HANES 
814 New York Life Building, Minneapolis 
Phone Main 4205 
FIRE, AUTOMOBILE, TORNADO 

OHIO 

@etephenyJ.Massinzgnam 

259 Main St., Ashtabula, Ohio 

ADJUSTER OF FIRE LOSSES. Territory—Ashtabula, Lake, 


Geauga and Trumbull Counties. Also careful inspections 
made at very reasonable rates. 


UHIO—MICHIGAN—INDIANA 
CHAS. E. CURTIS 
1202-3 Second Natl. Bank Bldg., 


Toledo, Ohio 
FIRE.AND AUTOMOBILE LOSSES 
WESTERN FIELD + ail 
oOo 
“AUTOMOBILE fSsske A SPECIALTY 


6-7-8 Victor Bldg., Kansas City, Mo. 
Pi A Adjusters 
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MPLOYER’S LIABILITY 


Assurance Corporation, Ltd., of London, England 
SAMUEL APPLETON, Manager and Attorney U. S. Branch, 33 Broad St., Boston, Mass. 


Original and Leading Liability Company—aAll Forms of Liability Insurance. 
The Most Advanced and Practical Personal Accident and Sickness Policies 
UNITED STATES ASSETS, $11,524,704.68 SURPLUS, $2,415,621.95, 


THOS. E. HANLON, Gen. Agt., Ohio, East. Ky., W. Va., Tenn., First National Bank: 
Building, Cincinnati; STONE, STAFFORD & STONE, Gen. Agts. Ind. and Ky., 
Lemcke Annex, Indianapolis, Ind.: GEO. A. GILBERT, Res. Mgr. Ill. and Iowa, Ins. 
Exchange Bldg., Chicago, Il].; CHAS. H. GARRISON, State Agt., Mich., Majestic Bldg,. 
Detroit; LOYAL DURAND, Gen. Agt., Wisconsin, Wells Bldg., Milwaukee; F. D. 
HIRSCHBERG & CO., Gen. Agts., Merchants Exchange, St. Louis; GROVES BROS. 
INS. AGENCY CO., Gen. Agts., Commerce Bldg., Kansas City, Mo.; LOVE- 
HASKELL COMPANY, Gen. Agts., Woodmen of the World Bldg., Omaha, Neb.; 
JAMES & MANCHESTER Co., Gen. Agts., Leader-News Bldg., Cleveland, Ohio. 


The Frankfort General Insurance Co. 


BRANCH OFFICE SERVICE 


@ Unless you can secure prompt and efficient service in the field your competitors will. 
@ Through our various Branch Offices conveniently located our representatives receive 
quick returns on their orders for policies. and in claim adjustments. 
@ Get acquainted with our system of handling Liability, Compensation, Automobile, 
Public Liability, Personal Accident and Health and Industrial Accident and Health. 


Call upon or write ournearest Branch Managers located at Cleveland, Ohio, Chicago, Ill., and Pittsburg, Pa. 
The Frankfort General Insurance Co.,123 William St., New York City 


M CLOVER LEAF CASUALTY 
, CoMPANY 


The Strongest, Best Equipped and most 
Intensive organization in Illinois, Indiana, 
Ohio, Missouri, Kansas and Oklahoma, 
devoted exclusively to the writing of the 
best personal health and accident insurance, 
wants other good men. 


" Address the 
HOME OFFICE: JACKSONVILLE, ILLINOIS 

















MICHIGAN COMMERCIAL INSURANCE COMPANY 


Lansing, Michigan 





ASSETS -SURPLUS 
January 1, 1914......... $ 920,961.16 $181,374.66 
Someery 1. T915.. . .25-.5 935,693.93 200,120.21 
January 1, 1916......... 1,020,369.41 211,057.76 
Jenwary 1. 1917........... 1,178,606.00 212,243.00 


Fire, Tornado, Automobile, Tourist Baggage, Parcel Post Insurance 














ORGANIZED 1858 
LOSSES PAID $11,400,000 


THE FARMERS’ FIRE_INSURANCE CO. 


OF YORK, PENNA. 
A. S. McCONKEY, Sec’y & Treas. 


INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


Assets $1,116,968 Surplus $514,026 


W. H. MILLER, President 





United States Branch RICHARD D. HARVEY 
92 William Street, New York United States Manager 


SHECURIT Y 


Fire Insurance Company, of Davenport, Ia. 
Ss. BK. GILMAN, Pres’t M. C. HINSCH, Sec’yw 
CASH CAPITAL $200,000 


This Company has had 33 years of successful business experience, and is now doing 
business in Iowa, Illinois, Wisconsin, Ohio and Indiana. It is a good company for the 
agent, because in addition to writing a general business, it accepts practically all classes 
of farm risks. We want agents in the above states, and would appreciate 
hearing from agents desiring to represent us. Address the Secretary. 








PUTS ‘*SURE’’ IN INSURANCE 


IG AUTO POLY 





Assets Written (1916) 
eens ~ocraaae MOTOR INSURANCE $1,802,734.31 
Pas GEORGIA CASUALTY COMPANY eg 
Surplus and Reserves to Policy Holders - - ~ - $1,526,.022.81 


SMITH-LAWSON-COAMBS COMPANY 


GEN’L AGENTS - CHICAGO 

















SAFET Y————-SER VICE————_SATISFACTION } 
Guardian Casualty G Guaranty Company | 
Salt Lake City, Utah 


ASSETS OVER - = = = = = = $1,000,000 










Workmen’s Compensation 
Automobile Liability 

Accident and Health 

Plate Glass 

Burglary 

Fidelity and Surety Bonds 





L. B. McCORNICK & CO. - - = General Agents 
226 So. La Salle Street, CHICAGO 








RE-INSURANCE DEE A. STOKER 
EXCESS RE-INSURANCE 


CATASTROPHE HAZARD 


(CASUALTY LINES) 


RE-INSURANCE UNDERWRITER 
508 TACOMA BUILDING 


CHICAGO 








GEORGE E. FEENEY, President 


EDWARD T. LYONS, Secretary-Treasurer The L. S. MacENANEY, Managing Underwriter 


Columbian Insurance Co. 


of Indiana, 1008-9 Hume-Mansur Bldg., Indianapolis, Ind. 
Capital . . . $294,605.36 


pat L. LIND, State Agent, 719 Linn St., and CHESTER H. 
OLT, Special Agent, 303 Columbia Terr., PEORIA - Illinois, Indiana, Wisconsin and: anesota 


CHAS. H. HARRADEN, State Agent, 220-21 Hammond Bldg., DETROIT - Ohio and Michigan 


Agents Wanted in 
INDIANA, ILLINOIS, OHIO, MICHIGAN,- WISCONSIN |and MINNESOTA 




















‘The CONCORDIA FIRE QRIF.N'T 


INSURANCE COMPANY 
OF MILWAUKEE, WIS, 


Cash Capital - = $ 600,000.00 
Reinsurance Reserve -  1,312,818.13 
Reserve for all other Liabilities 111,534.54 
Surplus to Policyholders _1,015,168.55 A.G.McILWAINE, Jr. - - President 
Total Assets - - - 2,587,558.08 HARTFORD, CONN. 


a 


CHARLES E. DOX, Manager 


INSURANCE 
' COMPANY 


OF HARTFORD, CONN. 

















Writing WESTERN DEPARTMENT 
Fire Tornado } 39 S. La Salle St., Chicago, II. 
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RAIL FINANCES 
PERIL INSURANCE 





Roads Have Defaulted $82,000,000 
Interest on Life 
Securities 





FARES SHOULD ADVANCE 





Association Formed to Induce Com- 
merce Commission to Better 
Conditions 





New York, 'July 3—Life insurance 
officials here are vitally interested in 
the treatment.the railroads are receiv- 
ing from the Interstate Commerce 
Commission and- from the United 
States government. Any further har- 
rassing of ths, roads or denial of rate 
assistance in meeting the enormously 
increased cost of equipment, operation 





THE SALESMAN 


We hear much in these days 
about the choice and education of 
the life insurance agent. We be- 
lieve thoroughly in the careful se- 
lection and efficient training of 
the salesman, and the word is a 
good one. We are sure, however, 
that the agency manager who 
places the accent upon the man, 
will be the most successful in de- 
veloping new agents. If the man 
is right, there will be no trouble 
about the sales.—Equitable Items. 











and maintenance will have a direct and 
serious effect upon the cost of insur- 
ance because of investments in railroad 
securities. It is urged that every pol- 
icyholder, every company official, and 
every citizen should at once take mem- 
bership in the National Association of 
Owners of Railroad Securities, organ- 
ized at Baltimore on May 23 by five 
hundred men owning more than $3,000,- 
000 of such securities. 


Warfield Is President 


The president of this organization is 
S. Davies Warfield, president of the 
Continental Trust Company of Balti- 
more and chairman of the board of di- 
rectors of the Seaboard Airline Rail- 
road. The purpose of the association 
is the education of the public in the 
condition and urgent needs of the roads, 
and to bring these matters to the atten- 
tion of Congress and of the Interstate 
Commerce Commission. 


Kingsley Favors Association 


President Darwin P. Kingsley, of the 
New York Life, speaking on behalf of 
this association, at Washington de- 
clared that of the $6,000,000,000 of life 
insurance investments in this country 
one-fourth, or, in exact figures, $1,583,- 
000,000, is in railroad securities, of 
which about $39;000,000 is in the stocks 
and the balance in bonds. The market 
value of these holdings has declined 
enormously during the last ten years. 
In nine years the roads have been 

(CONTINUED OW PAGE 9) 





AMICABLE 


Life Insurance Co. 
WACO, TEXAS 


ONE MILLION DOLLARS 


Deposited With the State Treasurer of Texas" 


Insurance in Force December 31st, 1916 . $16,130,362.00 


Gain during year 1916 . 2,702,566.00 
Insurance written during. 1916 . . 4,541,716.00 
Gain over 1915. . 2,387,732.00 
Admitted Assets December 31st, 1916 . 2,663,804.74 
Gain during year 1916 214,031.51 
Policyholders’ Reserves December 31st,1$16 905,626.48 
Gain during year 1916 196,396.00 
Total Agency Balances December 31st, 1916 8,446.68 


Actual to Expected Mortality during 1916 29.6% 


It is believed that the Amicable Life has 
made a new record for a company less than 
seven years old in having in force December 
31st, 1916, $16,130,362 of paid-for insurance, 
and at the same time having gained $107,340.30 
in surplus, in addition to the total surplus 
= to the company by the stock- 
holders. 


ARTEMAS R. ROBERTS 


PRESIDENT 








AMICABLE LIFE BUILDING 
2a Stones HigheOwned Without Debt by 
JAMICABLE LIFE INSURANCE COMPANY) 
WACO, TEXAS, U.S.A 
@STEMAS B ROBERTS, Founder, Presiden & 4Guary’ 














Northern Assurance Company 


Detroit, Mich. 
CLARENCE L. AYRES, President 


This company has had a steady and consistent © 


growth since it started. It has not been a plunger. It 
has not sought to cover the earth. It has paid its way 
as it traveled along. 


Agents these days want life insurance stability. 
They want to represent a company that carries no in- 
terrogation point after its name. 


The Northern Assurance was conceived in the right 
spirit and has been maintained as an institution ex- 
pressing the best in life insurance. 


It has nothing to conceal. 
has some excellent territory for men who achieve and 
who have pride in the company they represent. 


Turn the searchlight on the Northern Assurance 
and you will find everything sound. 


Fine openings in Ohio, Michigan and Pennsylvania. 


It speaks for itself. It. 





GOVERNMENT TO HAVE 
- AN INSURANCE PLAN 


Committee of Ten Life Underwrit- 
ers to Assist in Formulating 
Scheme of Indemnity 








McADOO MAKES APPEAL 





Conference at Washington Decides 
Private Companies Should Not 
Assume War Risk 


BY GUY MASON 

Washington, July 2—The United 
States government itself will insure the 
men of the army, navy and marine 
corps who fight the battles of the 
United States in the war against Ger- 
many. After an all afternoon meeting 
between Secretary of the Treasury 
McAdoo and the representatives of 110 
of the life and accident insurance com- 
panies of the country today the fore- 
going virtually was decided. 

That the federal government would 
not ask the insurance companies them- 
selves to assume the risks became evi- 
dent following spirited talks by E. E. 
Rittenhouse of the Equitable of New 
York; George E. Ide, president of the 
Home Life; Miles M. Dawson, a profes- 


sional actuary of New York, and Vice- 
President J. H. Woodward, of the 
Metropolitan. 

At the scene of the meeting Secretary 
McAdoo stated he would select a com- 
mittee consisting of ten representatives 
of the various insurance associations 

(CONTINUED ON PAGE 12) 








The Forest City 
Life Agent’s 
Contract 


is a mighty good one. It is di- 
tect with the Home Office—no 
general agent between receiving 
a “take-off’ on the agent’s busi- 
ness. It provides first-year com- 
missions; renewal commissions; 
exclusive territory, and experi- 
enced insurance men tell us it’s the 


FAIREST CONTRACT 
they have seen. We want good 
agents to whom we will give poli- 


cies and a contract that spel! suc- 
cess. (Write for details TODAY! 


HOME OFFICE 


ROCKFORD, ILLINOIS 
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rth Central section, which will be assigned to Mana 


PAN-AMERICAN LIFE INSURANCE 


~ COMPAN 


Insurance in Force (over) $40,000,000.00 
(over) 


The recent merger of the Meridian Life with the Pan-American Life has opened up several rich and important territories in the South 
s capable of handling and inspiring an agency organization of high 
grade men. A rare opportunity to ambitious men to establish themselves in an independent and permanently profitable business. 


Address:—E. G. SIMMONS, Vice-Pres. and Gen. Manager 


Total Resources 


E. G. SIMMONS, 
Vice-Pres. and Gen. Mgr. 


NEW ORLEANS 
LOUISIANA 


5,250,000.00 


Whitney Central Bank Building, New Orleans, Louisiana 














SULLIVAN EXPLAINS 
TRAINING OF AGENTS 





Official of Farmers & Bankers Life 
Tells How to Coach Life 
Men 


LOYALTY A BIG FACTOR 





Intelligence, Hard Work, Honesty—All 
Are of Great Importance to 
Applicants 





James P. Sullivan, vice-president 
and general manager of the Farm- 
ers & Bankers Life of Wichita, 
Kan., is a live young executive. He 
is an all arousd life insurance man, 
capable of holding any position in a 
home office. He contributed some 
valuable observations on the subject 
of training life insurance salesmen 
at the recent Life Officers Associa- 
tion meeting in Detroit. 











The training of life salesmen covers 
every phase of the salesman’s work— 
not only his training for the actual 
hours spent in’ approaching, canvass- 
ing and closing his prospect, but also 
his training for hours of rest and the 
indulgence of his habits. 

The first requisite for success as a 
life salesman is hard work. After that 
comes intelligence in varying grades. 
Of course, the unintelligent man will 
work his very hardest and not make it 
and men who are near actuaries, so far 
as knowledge of the business is con- 
cerned, often cannot sell nearly so suc- 
cessfully as other less intelligent men. 


Qualities Needed in a Salesman 


Your ideal salesman is, of course, 
the highly intelligent hard worker. 
Note that “worker” is the noun and 
“hard,” “intelligent” and “highly” mod- 
ify it, and the modification, in my opin- 
ion, comes in that order. First, make 
your salesman a “worker,” then make 
him a “hard worker,” then an “intelli- 
gent hard worker,” and last, a “highly 
intelligent hard worker.” By that I do 
not mean that he can start without 
knowledge of insurance or policy con- 
tracts, or company; he must have all 
of these to a degree; but all that he 
needs to start is a couple of hours a 
day for two or three days, with a 
competent instructor, a rate-book, an 
annual statement and an application 
blank. Your salesman need not have 
an expert knowledge of life insurance 
at the start. 


Be a Hard Worker 


So, my first word to the new man is 
that his success will vary directly in 
proportion to the amount of hard work 
he does. Now the question is, how 
shall we develop his work to the point 
where it becomes hard work. The ideas 
of what constitutes hard work are as 
numerous as are the workers them- 
selves. I believe that hard work is a 








habit that must be acquired. It is 
folly to believe that every man can be 
educated to the habit of hard work. 
This world is full of quarter horses. 
But many men can be so educated and 
they are the successes in this business 
as well as in any other. 

I hope I may make myself clear as 
to what I mean by “hard work,” I 
mean continued effort for future re- 
sults regardless of past results. The 
word that best expresses what I mean 
is “stick-to-it-iveness.” 


Training Men to Work Hard 


How shall we train our men to the 
habit of hard work? With all or most 
of your men on commission only and 
able to get as good contracts elsewhere 
any day, the sales manager must be 
a leader, not a driver. I believe that 
the most certain method of training to 
the habit of hard work is by cultivating 
and causing to grow and bloom that 
finest of characteristics, that we call 
loyalty in business, but which is love in 
the home. It has done, is today doing, 
and will tomorrow do greater deeds 
than any other moving force in the hu- 
man organism. 


Loyalty the Prime Factor 


if loyalty, which is a degree of love, 
will make men and women die for a 
cause, why will not loyalty make men 
work, and work hard, and harder? Your 
insurance salesman should be educated 
first to a loyalty to his business as a 
whole; second to his company; third to 
his prospect; ahd fourth to himself. 

How can loyalty to his business be 
created in his mind? Certainly not by 
telling him how many other companies are 
about to fail; certainly not by telling how 
many other companies are extravagant; 
certainly not by telling him how many 
other companies charge high premiums 
and give low returns. No, your new sales- 
man, if he is going to be loyal to the 
business, must be told how few com- 
panies have ever failed, what wonderful 
successes most of them are, how they 
have all been built on a basis that enables 
them to weather panics which even the 
safest of other businesses cannot face; 
how every company, regardless of a few 
cents or dollars in rate or value, does its 
= duty at death—pays its losses 
in full. 


Loyalty to the Company 


How shall loyalty to his company be 
created within him? First and foremost, 
by always giving him a square deal; sec- 
ond, by having, if possible, some of your 
older men pound into him the fact that 
they have always had a square deal; 
third, by showing him how his company 
has always met its obligations in full and 
treated its policyholders fairly; fourth, by 
showing him the successful past of his 
company and its future prospects; fifth, 
by having some officer, an executive who 
has the faculty of getting on the sales- 
man’s level, seeing things as he sees 
them, sympathizing with him, working 
with him, playing with him, and yet never 
losing his respect. 

That man must be a friend toeach of 
his salesmen, ready to fight for them 
when they are right and ready to show 
them reasonably and logically when they 
are wrong. Such treatment, square and 
open, man to man, will always build up 
loyalty. In short make him loyal to his 
company by making him feel that his 
company is loyal to him. 


Salesman Must Trust 


It is vital that the salesman never sus- 
pect the motives of the company in any 
act. I do not mean that there are many 
acts that may be justly suspected, but 
often an agent will be suspicious when 
a little explanation will clear his mind. 
Your salesman, to be successful, must 
be able always to confidently state that 
his company is square and honest in all 
its deals. If he has any suspicion of any 
act, such as the contesting of a claim, 
for instance, then he may tell his pros- 
pect that his company is fair and square 
but the ring of confidence and loyalty will 
not be in the telling. 

We all know the harm done by variable 
salesmen’s contracts. I have heard of 












Ambitious, productive and Trustworthy Life Agents 
may be BENEFITED by corresponding with the 








Berkshire Life Insurance Company 
Of Pittsfield, Massachusetts 


Incorporated 1851 





New Policies with modern provisions 
Attractive literature 


W. D. WYMAN, President W. S. WELD, Supt. of Agencies 











The Acid Test for Strength, Liber- 


ality, Service and Low Cost places 
j on . high on the list 


CAPABLE AGENTS WANTED 
J. C. CAMPBELL, State Agent for 
Ohio and West Virginia 
S. W. Cor. State and Third Sts., COLUMBUS, OHIO 
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44 MILLIONS FROM 42 AGENCIES 


THE 1916 RECORD OF OUR EARNEST, 
LOYAL AND HAPPY AGENCY FORCE 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


BOSTON, MASS. 











A Penn Mutual Premium, less a Penn Mutual Dividend, pur- 
chasing a Penn Mutual Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the sum of all its Bene- 
fits, is unsurpassed for net low cost and care of interest of all members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


ON JANUARY 1, 1909, RATES WERE REDUCED AND VALUES IN- 
CREASED TO FULL 3% RESERVE 














THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh '"mets,®:* Pittsburgh, Pa, 
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Saar 


Fifty years of success 


The Strength of the Company —the 
growth of a half century—towering back 
of every policy contract, assures the largest 
possible measure of security, service, and 


saving to the insured. 


funds. 


Resources. 


Jesse R. Clark, President 


The wisdom of the founders in restricting the 
Company’s investments to farm loans, has throughout 
the years afforded the largest degree of safety, to- 
gether with the greatest earning power on its invested 
It has in addition served the Nation, and 
the wide world in these troublous times, by its signal 
aid in the development of the Country’s Agricultural 


For Information address Allan Waters, Second Vice-Pres. 


The Union Central Life Insurance Company 


Cincinnati 





The manifold service of the past half century may 
safely be accepted as a criterion of larger service 
in store for its policy-holders and their beneficiaries. 











companies which dread conventions be- 
cause there the men get together and com- 
pare notes. If there must be variable con- 


- tracts then there must be a good reason 


for them. Do not hide the fact as sus- 
picion will breed and destruction of loy- 
alty is the result. If there’s a good rea- 
son for variance in contracts, explain to 
the salesman. If there is no good reason, 
then don’t have any variance. It is _im- 
possible to hide, and an attempt to hide 
it creates suspicion and destroys loyalty; 
therefore, destroys the habit of hard work 
that you are trying to build up. 


Should Keep Agents Informed 


Constantly telling the salesmen of the 
forward steps that the company is mak- 
ing soon gets him in tune and makes him 
enthusiastic. If he is helping the growth, 
tell him of it will give him pride and 
satisfaction in the fact that he is help- 
ing. If he is not helping then he is, by 
reason of his pride, apt to desire to be a 
part of the successful machine and his 
enthusiasm increases. Every man likes 
to feel that he is working for a successful 
company. To know that makes him feel 
more certain that he’s with the right com- 
pany. For that reason keep telling your 
men always about the various items of 
growth and progress that the company 
is making. You will find that anything 
that builds up his loyalty to the company 
will be a valuable part of his training as 
a salesman. 


Development of Loyalty 


How shall he be trained in loyalty to 
his prospect, and after he has sold him, 
to his policyholder? How many of our 
salesmen have that sort of loyalty to the 
proper degree? Mr. Alexander has men- 
tioned the lack of knowledge of the aver- 
age man regarding life insurance. That 
very lack makes it more than ever neces- 
sary that the salesman be loyal to his 
prospect. How many good prospects have 
been ruined by misrepresentation, over- 
selling, twisting and rebating. The man 
who is rebated loses his respect for the 
institution of life insurance and thinks 
after all it is only a graft. The man who 
has been twisted from one form or one 
company to another wonders if his second 
policy is, after all, the right one. The 
man who has been oversold and finally has 
to lose his policy and the money put into 
it has a distaste for insurance that he 
may never overcome. And the man who 
has been deceived—what a burden he be- 
comes to the business and to every honest 
salesman. He never forgets that a life 
salesman cheated him and not only be- 
comes a poor prospect ‘himself but he 
sows the seeds of. suspicion among his 
relatives and friends. Thanks be that it 
seems as if the rebater, the twister, the 
high-pressure artist and the dishonest men 
are being weeded out of the business. 
The best way to be sure that they are 
being reduced in number is by educating 
and training the new men to a high sense 
of loyalty and obligation to their pros- 
pects. The salesman who is taught hon- 
esty and square dealing for his prospects 
in the very beginning of his career is 
bound to feel a greater respect and loyalty 
for his business and for his company. 


Can Always Go Back 


The salesman who knows he has been 
loyal to his prospect can always go back. 
He can keep his business renewing. He 
unconsciously has a greater liking and 
enthusiasm for his work and is a harder 
and better worker. A sense of square 
dealing to every buyer is always to be 
found in your highly intelligent hard 
worker. 

Loyalty to himself—pride in his real 
achievements, not conceit or egotism, but 
an honest feeling of enthusiasm and sat- 











TALK SERVICE—NOT PRICE 





By R. W. Stevens 








Vice-President Illinois Life 


The trouble with too many life in- 
surance salesmen is that they labor 
under the delusion that they must ‘sell 
premiums rather than policies; they 
talk price rather than product, with the 
result that their prospects are encour- 
aged and permitted to compare prices 
without particular regard to what is 
secured for the price. 

If you have ever had an opportunity 
to observe a mediocre life insurance 
agent in action you know that he gen- 
erally opens his interview something 
like this: ‘Mr. Prospect, how old are 
you?” Having received the information 
he begins turning the pages of his rate- 
book until he finds the page he is look- 
ing for and says: “I can offer you a 
policy at an annual premium of $34.08 
per thousand,” after which introduction 
he begins to talk about the policy, and 
nine times out of ten the burden of his 
talk will be about cash and loan values, 
with but very little said as to the real 
purpose of life insurance: namely, the 
protection of the prospect’s dependents 
in the event of his untimely death. 


The first thought put into the mind 
of the prospect thus approached is the 
price of the policy, which he has been 
invited to consider, and throughout the 
interview. those figures, $34.08, stand 
out more prominently in his mind than 
any other feature to which his attention 
may be directed. He is thinking all the 
time—$34.08, and those figures obscure 
the view of the weeping widow beside 
the pearl-gray casket, and that last 
scene where the minister says—“dust 
to dust and ashes to ashes,” even 
though the agent does undertake to 
picture to the prospect the final scenes 
in his life’s drama. 

Until a desire to possess has been 


created in the mind of the prospective 
purchaser he will not purchase at any 
price; and the mere quoting of the price 
of an article, the need and: desirability 
of which is not well impressed upon 
the prospect’s mind, arouses no inter- 
est whatsoever. 
* * 


No salesman can ever succeed who 
has not first sincerely, earnestly and 
enthusiastically sold to himself the 
article which he desires to sell to 
others; and if you will think back upon 
your own reasons for insuring your 
own life you will find that you did not 
insure because the price was such and 
such, but you did insure because you 
wanted to secure for yourself and your 
family the benefits of life insurance. 
Most certainly if you had no concep- 
tion of what life insurance means and 
what life insurance does, the mere price 
of a piece of paper called a policy would 
not induce you to purchase it. 

The amount of insurance which you 
are seeking to place and the annual de- 
posit required to secure it are the last 
things that should be discussed in the 
insurance, interview; since, until you 
have created in the mind of your pros- 
pect a desire to possess that which you 
are telling him about, it is of utter in- 
difference to him whether he is ex- 
pected to pay ten cents or ten hun- 
dred dollars and you cannot get his 
money. 

It is the man who has the big idea of 
life insurance and who is full of en- 
thusiasm about the particular kind of 
life insurance he is offering that gets 
the business; and such a salesman can 
collect dollars easier and with better 
satisfaction to his customer than a 
mere price salesman can pennies. 








isfaction in the results he is getting—I 
feel that it is hardly necessary to men- 
tion this phase of loyalty. Our bulletins, 
our prize contests our conventions our 
$100,000 clubs have all been devised to 
work up and develop the salesman’s pride 
in himself. Loyalty to himself makes 
him slow to admit a competitor’s or fel- 
low-salesman’s superiority. Loyalty to 
himself makes him a hard loser, and a 
hard worker. Not an ungracious and dis- 
couraged loser, but a hard loser; one who 
loses only after a hard fight and then im- 
mediately sets out to make a winning to 
counterbalance the losing. Loyalty to 
himself keeps him striving always to im- 
prove to get more and better results. 


Create Habit of Hard Work 


So if the habit of hard work can be 
trained into the new salesman, he has the 
first requisite of success. And I believe 
the insurance salesman can be led to that 


habit much more sucessfully than he can 
be driven to it. We have always consid- 
ered that the man who worked hard was 
in love with his work, was loyal to his 
work. I believe the converse is true, that 
the man who is loyal to his work will 
work hard. I believe the hardest thing, 
and yet the most important thing, to teach 
your new salesman is the habit of hard 
work. ‘ 

For the good of the business as a whole, 
as well as for each individual company, 
I am certain that in training life sales- 
men we should train them to speak well 
of every company until the state depart- 
ments say that it is in bad shape and 
even then a good word will help the life 
business, your company and my company, 
when a bad word only places a heavier 
burden on the business. Many speakers 
and writers have told us, truthfully, that 





men, on the average, are much underin- 
sured. That being the case there are 





WILSON MADE MANAGER 
WILL LOCATE IN DES MOINES 


To Take Charge of Des Moines Life & 
Annuity, Which Is Ready 
to Start 


Owen G. Wilson, superintendent of 
agents of the National Life, U. S. A,, 
traveling out of the head office in Chi- 
cago, has been appointed general man- 
ager of the Des Moines Life & An- 
nuity, a new company just starting at 
Des Moines. Mr. Wilson will be in 
charge about the middle of the month 
and the company expects to be writing 
business at that time. It is backed by 
leading business men of the state and 
will become a factor in the life field. 
Mr. Wilson formerly lived in Des 
Moines, where he was general agent of 
the Reliance Life. Later he located in 
Omaha as supervisor for the company. 
He is an experienced man, both in the 
home office and field, and the insurance 
end of the company will be up to him. 


Club Dates Scheduled 


The New York Life has scheduled its 
meetings, the $200,000 Club annmal 
meeting being held Sept. 5-8 at New 
London, Conn.; the $100,000 Club, 
western branch, at Salt Lake City, Aug. 
22-24; eastern branch at Atlantic City, 
Sept. 13-15. 











plenty of prospects for all without casting 
any slurs, and making every competitor 
appear to be bad in one way or another. 


Working in a Common Cause 


I have known men whose first training in 
the business was to be given a copy of 
Best and one of the Handy Guide and be 
told to get busy and familiarize trem- 
selves with other companies so as to be 
ready for competition. When will we be 
convinced that competition seldom comes 
into our business except as a result of a 
too eager readiness to get into it? When 
will our men be convinced that to say all 
legal reserve companies are safe is better 
salesmanship than to say any company is 
bad in its management or extravagant in 
its disbursements? 


Twisting and Rebating 


I believe the salesman inthe very begin- 
ning should be instructed against twisting, 
either of policies or agents; this instruc- 
tion should include not only an admonition 
or advice against such practices, not only 
a rule among rules, but also a plain forc- 
ible talk on their bad results to the en- 
tire business, to the policyholder and te 
himself in the end. For the same reasons 
and in the same way he should be in- 
structed against rebating. His training 
should be such as to make him feel that 
the goods he sells are worth every dollar 
of the list price and that his ability as a 
salesman is well worth every dollar of 





his full commission. 
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LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract ‘ 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 


A. E. WERKHOFF, President 











WESTERNER LAUDS 
MONTHLY INCOME 





Prominent Business Man Explains 
Why He Prefers This Form 
of Insurance 





TRUST COMPANIES ‘PLAN. 





Dependents Left With Large Sum of 
Money Are Not Capable of 
Handling Estate 








J. O. Westervelt, of the Pacific 
Mutual xife at its home office 
agency, tells about his interview 
with.a business man of Los Angeles 
who carries a large amount of 
monthly income insurance. 

Monthly income policies are be- 
coming more and more popular. 
Mr. Westervelt gives the opinion 
of a man of wealth and position on 
this form of loss payment. 











I recently interviewed a man who 
carries the largest amount of monthly 
income insurance of any one person 
west of the Rocky mountains. I wish 
to give you a few of the main points 
which he gave me during that inter- 
view. I cannot remember them ver- 
batim, but will endeavor to make clear 
the main arguments he set forth in its 
favor. 

Our talk opened about as follows: I 
asked the question, “Are you interested 
in monthly income insurance?” He 
replied, “he was to the extent of several 
hundred dollars per month.” I then 


asked him why he carried so much on 
that form. 


Carries No Other Form of Insurance 


“T carry no other form of insurance. 
My estate will be left to those who 
know very little or nothing about hand- 
ling it. Any man who has a wife should 
not expect her to be able to pick up 
the loose ends of his estate after his 
death which is cared for by him during 
his life.” 

I then interrupted and asked him why 
he did not leave his estate in trust. 
His answer opened my eyes to one 
of the strongest arguments for income 
insurance. This is it as I recall it: 


Tells About Trust Companies 


“Trust companies buy large blocks of 
bonds which have been passed upon by 
the bank commission as savings bank 
collateral. Because of this the trust 
companies feel that they are relieved 
of the responsibility of further investi- 
gation of these bonds, and without any 
hesitation make the purchase. The 
price is around 91 or 93. These bonds 
then belong to the trust company. 
When an estate is brought to them 
they sell these bonds; or part of them, 
to the estate for $100 or par. They 
pay 6 percent on $100, and that is 
what a great many people are satisfied 
with—6 percent on their investments. 


“There is no factor that causes dis- 
sension more quickly in a family than 
leaving in an estate a stipulated income 
to an individual, which must be paid 
by the trustee before the balance of the 


OF GALVESTON, TEXAS 
Operating in Seventeen States and the Republic of Cuba 


AMERICAN NATIONAL INSURANCE COMPANY 
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thing. Monthly income overcomes that | Surplus to policy holders ....................eeeeeeeees 1,035,867 


difficulty entirely. I have left to my | [ngurance in force ...........00cccc cece ce ceececeeceeees 64,218.697 
wife a comfortable monthly income. To 


my mother and my sister a smaller 
amount, but each one will be inde- 
pendent of the other. 

“The worst thing that a man can 
have said about him is that ‘he has 
seen better days.’ Yet that same man 
will earn $5,000—$10,000 per year and 
only carry $2,000—$5,000 of insurance, 
and he asks his wife to ‘come down’ to 
sell the home and move into a smaller 
one or a flat, and even worse. 


Should Not Leave Large Lump Sum 


“If ‘a man does the right thing he 
will either provide for his family the 
necessary amount of monthly income 
insurance or live more economically so 
that his death will not mean a sudden 
drop from comfort and luxury which 


General Agency openings in Missouri, Kansas, New Mexico 
and California. Correspondence invited. 








Farmers and Merchants Life Ins. Co. 
Ls. PRINCETON, IND. 


A level premium Indiana Company writing insurance on the lives of Indiana citizens 
through Indiana agents. Our agents are prosperous; are you? 
Ad home office. . 
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STATE MUTUAL LIFE ASSURANCE CO. 
of WORCESTER, MASSACHUSETTS 


Incorporated 1844 
The Company that gives complete satisfaction to policyholders and agents because 





both are a of it. 
venty-Three Years of faithfullness to every promise made. 
Success for our ambitious representitives is a certainty. 
Additions are made to our agency force when the right men are found. 


B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, Inspector of Agencies 


he does not have to suffer. 

“You probably hear many times the 
statement, ‘Oh! I will leave my family 
a good sized estate.’ Can that family 
manage that estate now? No! Well, 
how can they do it then after that 
man has gone? 

“If these points help you to realize 
the benefits of ‘income insurance I will 
be satisfied that some good has been 
done.” 

After talking with this man I felt 














ANTED—Agency Manager, experienced in ordinary 
and industrial business, to take complete charge of 

agency department of a middle west company at 
that I could go out and sell every man| once. Right salary to right man. Give full qualifications in 
I met income insurance. These points 


properly used will help you close that | confidence and address 10-V, care The National Underwriter. 
stubborn case you now have, or the 
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new business and their insurance in AGENCY Address, 98-Y, 
force amounts to $381,000,000. Care The National Underwriter, 


VERY life insurance man should be 
making money these days. This is 
the time to hit and hit hard. Our 


TH E TI M E country is enjoying an unparalleled period 


T O D I #4 of prosperity. Let us all take advantage 
of the times. It is a great day to sell life 
insurance. We are now putting on some 


new men in unoccupied territory that is fertile and possesses great possibilities. We would 
like life men to write us about our proposition during the next six weeks. 


Inter-Southern Life Insurance Company 


Louisville, Ky. 
JAMES R. DUFFIN, President 
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HOW TAYLOR CHOOSES LIFE AGENTS 








preme problem of the employer— 

the elimination of waste—as it 
daily confronts the agency managers 
of life companies, was discussed by 
William E. Taylor, superintendent of 
agencies of the Equitable Life of New 
York, for THE NATIONAL UNDERWRITER 
representative today. “Better employ one 
hundred agents, sixty of whom suc- 
ceed,” said he, “than two hundred, of 
whom only fifty succeed.” 

Asked for details of his address be- 
fore the Association of Life Agency 
Officers at Detroit, he explained the 
methods employed by the Equitable in 
alloting to its agencies the yield ex- 
pected of them for the year, by quar- 
ters; assigning a certain percentage of 
the total for each quarter—25 percent 
for the first quarter, 25 for the second, 
20 for the third, and 30 for the fourth 
—and at the same time naming an 
amount included in the total for the 
year, to be produced by new agents. 

“At the January convention of the 


N *re YORK, June 25—That su- 





Equitable this year,” said Mr. Taylor, 
“a method of selection of salesmen cre- 
ated by Dr. Walter Dill Scott, of the 
bureau of salesmanship research of the 
Carnegie Institute, was discussed, and 
as a well defined basis of selection met 
with general favor. The Equitable has 
adopted plans which are an adaptation 
of the general forms created by Dr. 
Scott, and their use is required by all 
general agents and agency managers 
in connection with the appointment of 
new agents. It is not believed by the 
Equitable that these forms cannot be 
improved upon, and the society will re- 
vise them from time to time. 


Use of Blanks 


‘ “Nor is it felt that their use will solve 
the problem of selecting agents; but they 
at least form a basis by which the chances 
of success of a new agent may be meas- 
ured by others. The characteristics of 
success measured are those brought out 
in the replies sent to the home office as 
a result of inquiry made by the managerial 
staff. Consequently, they are supposed to 
be fundamentals. A unique feature is 
the requirement placed on a new agent 





PIC WEE a ole us kes See) 


Date of Interview....... 
Directions: 


INTERVIEWER’S BLANK 


Duration of Interview....... Where Held...... 


The use of this blank contemplates that a Prospective Agent 
will be compared under each heading, with 5 other agents who have been 
previously graded as a standard by the Interviewer as per the “Interviewer’s 
Scale” and the relative standing of the Prospective Agent indicated. For 





example, if under “Appearance” he compares most favorably with the agent * 
rated as Highest, the Prospective Agent should be credited with 10. Like- 
wise, if under “Address” he more resembles the agent rated as “Average” he 
should be credited with 6, etc. 


THE Prospective AGENT Is RATED BY THE INTERVIEWER AS FOLLOWS: 


I. Appearance. (Grade 10-8-6-4 or 2) AUR 
Consider how he will impress clients by his facial expression, 
his physique, his carriage, his clothing, neatness and cleanliness. 

II. Address. (Grade 10-8-6-4 or 2) hee Baha a, 
Consider voice, manner of speech ( whethes | convincing or per- 
suasive), ability to express himself clearly and briefly, quiet 
self-confidence, courtesy, tact, enthusiasm, cheerfulness. 

III. Character. (Grade 10-8-6-4 or 2) 
Consider integrity, truthfulness, personal habits, economy, 
loyalty. 

IV. Industry. (Grade 10-8-6-4 or 2) 
Consider ambition, initiative, perseverance, sy ‘eine effort. 


V. Mentality. (Grade 10-8-6-4 or 2) 
Consider natural intelligence, versatility, o_o education, 
present insurance knowledge or aptitude to master same. 
VI. Value to Society. (Grade 40-32-24-16 or 8) 
Consider probable value to the Society, giving due weight to 
all factors, including impression conveyed by “History” blank. 
VII. Reports from others. (Grade 10-5 or 0) 


If reports are expected but not received they should he cased 
as “uncertain” and indicated as 5. 


Grand Total.......... 
Average.......... 


Allotment: Agent, if appointed, should be allotted for first year $....... 
is 





The Prospective Agent - recommended for appointment. 
is not 


Interviewer’s Blank used by Taylor in Selecting Equitable Agents. 

















Wanted—Supt. of Agents 


A young Life Company in the Northwest in first class financial 
condition, wants a man not above 40 to take charge of its agency 
work; his duties consisting of increasing and developing the 
agency force. Must be a good closer himself. Over 400 stock- 
holders; anumber of them agents. A liberal salary paid toa high grade man. 


AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 
PRESIDENT 























The Midland Mutual Life Insurance Company 


COLUMBUS, OHIO 


An OHIO Company, writing policies on OHIO people and keeping OHIO 
money in OHIO for the development of OHIO industries 
Admitted Assets...................... $ 2,220,534.72 
Insurance in Force Mekcaducscudlbadasnd 21,329,698.00 

358,399.47 


New Continuous Monthly Income Policies 
Splendid opportunities for AGENTS in many sections of Ohio. We solicit inquiries from responsible parties. 


Dr. W. O. THOMPSON G. W. STEINMAN 


’ President Secretary 




















Address, 50-J, care The National Underwriter 


The Central Life 


Insurance Company 


of Illinois 





‘THE | COMPANY writes both participating and non-participating 
business. A new dividend scale has been adopted which places 
the net cost of insurance very low. On all business issued in 1917 a 
dividend will be paid at the end of the first year, contingent on the 
payment of second premium. pe gee opportunities for agen 
men in Illinois, Missouri, lowa, South Dakota and Minnesota wi 
direct contracts with the Home Office. 





IT WILL PAY YOU TO 
INVESTIGATE 


Ottawa, - - Illinois 
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to state on the blank—which, instead of 
being termed application for an agency, 
is known as the ‘prospective agent’s his- 
tory blank’—-why he thinks he will suc- 
ceed as a salesman for the society. 


No Trust in References 


“References are not asked for, but in- 
stead a statement of the man’s previous 
business experience; for it is felt that a 
man’s past record is a better index to 
his reliability than are references of his 
own selection. 

“With each new contract an estimate of 
the probabilities of the success of the new 
agent is required from the one influencing 
the contract, and this estimate is based 
upon the factors used in the interviewer’s 
blank as measured by the interviewer’s 


scaie.” 
Emphasize Human Side 


Mr. Taylor’s theory is that great care 
should be devoted to the first steps of the 
new agent, the human interest side of 





life insurance being especially empha- 
sized. He should go out at first with an 
experienced solicitor and study what is 
said and done; his next training should 
be by individual effort; some simple work 
on the fundamentals of the business 
should be next studied; then he should 
study the contracts; and his first attempts 
in the field after that should center upon 
one particular kind of contract. | 

The Equitable employs a variety of 
methods for the securing of new agents. 
General agents and managers use form 
letters successfully in circularizing classi- 
fied lines of activity. Good results have 
been realized by getting in touch with 
applicants for positions in othér lines of 
business, on the hypothesis that such an 
one is after work, or, perhaps, desires to 
better his position. 

The following tables were read at the 
Detroit meeting by Mr. Taylor, illustrat- 
ing the Equitable’s experience in 1916 
in its endeavor to improve its agency 
staff, and indicating the occupations from 





Directions: 


INTERVIEWER’S SCALE 


This blank is for use in preparing a standard by which to 






































judge relatively of the value of Prospective Agents; and one is to be filled 
out by each Interviewer as his standard. Under each heading disregard every 
factor except what is indicated by the term. Then select that agent who, for 
example, you rate as Highest for “Appearance” indicate him by name under 
Highest—1o0, and in like manner indicate the agents that you would rate for 
“Appearance” as High, Average, Low and Lowest. In the same way classify 
and rate 5 agents under each heading; the same agents may appear under the 
different headings but will rarely be graded the same. That is, agent Smith 
, be rated as Highest under “Appearance” but as Average or Low under 
“Industry.” 


I. Appearance. 


Consider facial expression, physique, carriage, clothing, neatness and 
cleanliness. : 


Highest 10 


High 8 


Average 6 Lowest 2 


II. Address. . 


Consider voice, manner of speech (whether convincing or persuasive), 
ability to express himself clearly and briefly, quiet self-confidence, courtesy, 
tact, enthusiasm, cheerfulness. 


Highest 10 High 8 


es 


Average 6 


Lowest 2 


2 22. 9006600) —- Ko eGes ee 020", 00088 ee eees! . 06 € 02 &0 010.0 


III. Character. 
Consider integrity, truthfulness, personal habits, economy, loyalty. 
Highest 10 High 8 Average 6 Low 4 Lowest 2 
IV. Industry. 
Consider ambition, initiative, perseverance, systematic effort. 
Highest 10 High 8 Average 6 Low 4 Lowest 2 


er 


V. Mentality. 


Consider natural intelligence, versatility, general education, present insur- 
ance knowledge or aptitude to master same. ‘ 


Highest 10 


Se eeeeeseres ees eereesese j§g§- c8eeessees 





© 2960.0 000s e., Mee sr2nes0s § servssevece  ové000 


VI. Value to Society. 


_ _ Consider probable value to the Society, giving due weight to all factors, 
including impression conveyed by “History” blank. 


Highest 40 High 32 Average 24 


eee eee eeees es eevee sesees 


Low 16 


Lowest 8 
VII. Reports from others. 


‘ If reports are expected but not received they should be rated as “uncer- 
tain. 


Favorable 10 
1 Se GER RRA a be St eS Re 


The Interviewer’s Scale which aids in judging applicants. 


Uncertain 5 Unfavorable 0 
























































WANTED. By a young life insurance company in the North- 
west with a clean record and in a strong financial condition, an 
experienced man to act as Superintendent of Agents. Must be a 
man who is willing to start at a reasonable salary until he has 
proved himself. State experience, references and salary expected 


Address 43C care The National Underwriter. 


in the first letter. 








in 





which new agents 


ee 


were recruited, how 
many were appointed, how many proved 
to be producers, and what their paid-for 
business amounted to: 


Total number of agents appointed 





— F. CAMPBELL 


CONSULTING 
ACTUARY 


4,277 76 West Monroe Street 


eee 














Will Meet at Tomahawk Lake 


‘The $100,000 Club of the Illinois Life 
will hold its annual outing this year at 
Tomahawk Lake, Wis., starting Aug. 


were so enthusiastic that there was a 
unanimous request that a return en- 
gagement be made this year. 


The Mutual Benefit Life of Okla- 
homa through their attorneys, Embry, 
Crockett & Johnson, have served pa- 
pers on Insurance Commissioner A. L. 
Welsh restraining him from disapprov- 
ing the war clause, which the company 
submitted. The contention is that the 
rider extends the restricted liability on 


company. 





oe of agents discontinued “ Télephone Randolph 918 
ie Ts ee a RES eae ; 
‘ CHICAGO, ILL. 
WUOE SRP ORIG oes onc < hbo cwictee cesses 11 
Source through which new 1916 agents OHN W. CROOKS 
were secured—total......-..eeeeee 3,817 
Result of a circular sent to— INSURANCE EXAMINERAND 
; Per Cent ACCOUNTANT =. 
Policyholders .........+..+e00- 1.57 Ten Years Chief Examiner 
meg pent wesc es ecescccsccoces A Ohio Insurance Department 
School teachers......0ssscc00ss 4B Four Years Company Experience 
y Special, SPiraee goctcesess rer 52 East Gay Street 
nswere vertisemen . 
Suggested by another agent #63 COLUMBUS, OHIO 
esult of personal canvass... ; 
7S wale gencaripaemealie see rani Til 15048 _ J. HAIGHT 
Die I a) cn cde neo ole wae 29 
Previous Appoint- Pro- Paid CONSULTING 
Occupation ments ducers’ Business ACTUARY 
oor > geaaleeata 326 124 °4,198;875 
RD 55 Caciawrate 193, 
Brokerage |... at 428 86,400 Hume Bldg. 
MNES de. win: <<a. 514 sre 1,450,964 
ws ers Rs : yt INDIANAPOLIS 
OOCLORS 0 cecnesoes »500 
Druggists a eee 36 14 50,200 ULIAN C. HARVEY 
tors and news- 
mbaper men...... 41 18 142,700 eaueeie posed aie 
EOOEB 6.6 é:eciess ,000 ° ° 
Farmers be eee: 145 5 2 41 2,91 7 Chemical Building ’ 
ovmt. employes.. 3 
Housewives ...... 6331 267,320 T J. McCOMB 
MORE: .s.0.0,076:,0.0:0 59 17 156,626 e COUNSELOR AT LAW 
Manufacturers ... 30 14 113,850 CONSULTING ACTUARY 
Merchants ....... 239 92 681,115 | Premiums, Reserves, Surrender Values, etc., calcue 
Ministers ......... 38 4 18,500 | tated. Valuations and Examinations made. 
Mechanics ....... 3118 117,000 Policies and all life Insurance forms prepared. 
Nurses ..........- 4 i 7,000 The Law of Insurance a Speci . 
gt. ae 7 2 10,500 


Colcord Bldg. 
OKLAHOMA CITY 





J H. NITCHIE 
e ACTUARY 





EB Telephone 1223 Association Buildin: 
26 and closing Sept. 1. The business | Central 3462 19 S. LaSalle St., CHICAG 
session will be held in Chicago, the 
morning of Aug. 25. The club visited A SIGTENHORST 
the lake last year and the members e 


CONSULTING 
ACTUARY 








Serve Papers on Welsh 


WACO, TEXAS 








ARRIS E. VINEBERG 


Fellow, Actuarial Society of America 
Fellow’ American psec A of Actuaries 


CONSULTING ACTUARY AND EXAMINER 
Room 1487, First National Bank Building 








the policy beyond the period of war. CHICAGO 
: F.A.1LA 
W. W. Rutland, agent at Murfreesboro, REDERIC S.WITHINGTON,F.A. 
Tenn., for the National Life, U. S. A., qual- CONSULTING ACTUARY AND EXAMINER 
ified this week for the $100,000 club of his 304-306 Security Building 





DES MOINES, IOWA. 

















ECRET OF OUR 
Ous Success IS 
ERVICE 


FEDERAL CASUALTY COMPANY 





We have a contract for you under which your 
income will be limited only by your activities. 


A REAL PROPOSITION FOR A REAL MAN 
DETROIT 
MICHIGAN 


Cash Capital $200,000.00 V. D. CLIFF, President 























WE ARE TILLING OUR HOME SOIL 


Ohio, Michigan and West Virginia in which ter- 
ritory we can place to their advantage good men, 
who are not too big to realize that WORK Spells 
Success. You may be the man we are looking 
for. A letter to the Home Office will bring an answer. 


THE CLEVELAND .LIFE 


WILLIAM H. HUNT, President 
Howard S. Sutphen, Vice Pres. and Mgr. of Agencies, Guardian Bank Bldg., Cleveland, Ohio 

















WANTED: 


dence of ability to produce substantial volume of business. 
A Real Opportunity for Right Man. 





and furnish evi- 


General Agent for South Half of Illinois by Illinois’ 
only Mutual and only full Level Premium Company. Must have Al References 


Scandia Life Insurance Co. 


Chicago 
Illinois 
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1917 Dividends of Mutual Life 


WHOLE LIFE 

















T £. 
ia Issues of \ 
Age— Prem. 1916 1915 1914 1913 1912 1911 1910 1909 1908 1907 
pcseeseds 17.40 $3.23 $3.31 $3.39 $3.48 $3.57 $ 3.67 $3.76 $3.86 ..... «eee. 
ccocscees 17.7 3.29 3.37 3.46 3.55 3.65 3.74 3.84 ae ee ee 
3.44 3.53 3.63 3.73 3.83 3.93 4.04 coe § secce 
3.51 3.61 3.71 3.81 3.91 4.02 4.18 accce . . 
3.58 3.68 3.78 3.89 4.00 4.11 GE cece caced 
3.66 3.76 3.87 3.98 4.09 4.21 GOP cksse «0080 
3.74 8.85 3.96 4.07 4.19 4.31 4.43 $ 4.56 $ 4.69 
3.83 3.94 4.06 4.17 4.30 4.42 4.55 4.68 4.82 
3.92 4.03 4.15 4.27 4.40 4.53 4.66 4.80 4.94 
4.01 4.13 4.25 4.38 4.51 4.65 4.79 4.93 5.08 
4.11 4.24 4.36 4.50 4.63 4.77 4.92 5.07 5.22 
4.21 4.34 4.47 4.61 4.75 4.89 5.04 5.20 5.36 
4.32 4.45 4.59 4.73 4.88 5.03 5.19 5.35 5.51 
4.43 4.57 4.72 4.86 5.02 5.17 5.34 5.50 5.68 
4.54 4.69 4.84 4.99 5.15 5.31 5.48 5.66 5.83 
4.67 4.82 4.98 5.14 5.31 5.48 5.65 5.83 6.02 
4.80 4.96 5.12 5.29 5.46 5.63 5.82 6.00 6.20 
4.93 5.10 5.26 5.44 5.62 5.80 5.99 6.19 6.38 
5.09 5.26 5.43 5.61 5.80 5.99 6.19 6.39 6.60 
5.23 5.41 5.59 5.78 5.98 6.18 6.38 6.59 6.81 
5.40 5.58 5.77 5.97 6.17 6.38 6.59 6.81 7.03 
5.56 5.75 5.95 6.16 6.387 6.58 6.80 7.03 7.26 
5.74 5.94 6.15 6.36 6.58 6.80 7.03 7.27 7.51 
5.93 6.14 6.36 6.58 6.81 7.04 7.28 7.52 7.77 
6.13 6.35 6.58 6.81 7.04 7.29 7.54 7.79 8.05 
6.35 6.58 6.81 7.05 7.30 7.55 7.81 8.07 8.34 
6.57 6.81 7.05 7.30 7.56 7.82 8.08 8.36 8.63 
6.81 7.06 7.31 7.57 7.84 8.11 . 8.38 8.67 8.95 
7.06 7.32 7.59 7.86 8.13 8.41 8.70 8.99 9.29 
7.33 7.60 7.87 8.15 8.44 8.73 9.03 9.33 9.63 
7.61 7.89 8.17 8.47 8.76 9.06 9.37 9.68 9.99 
7.91 8.21 8.50 8.81 9.12 9.43 9.74 10.06 10.38 
8.24 8.54 8.85 9.17 9.48 9.81 10.13 10.46 10.79 
8.58 8.89 9.21 9.54 9.87 10.20 10.54 10.88 11.22 
8.94 9.27 9.60 9.94 10.28 10.62 10.97 11.32 11.67 
9.33 9.67 10.01 10.86 10.72 11.07 11.48 11.78 12.14 
9.74 10.09 10.45 10.81 11.17 11.54 11.90 12.27 2.64 
10.18 10.55 10.92 11.29 11.66 12.04 12.42 12.79 13.17 
10.65 11.03 11.41 11.79 +12.18 12.57 12.95 13.34 18.78 
11.14 11.538 11.93 12.83 12.73 18.12 18.52 18.92 14.381 
11.67 12.07 12.48 12.89 13.80 13.71 14.12 14.53 14.93 
12.23 12.65 13.07 13.50 13.92 14.34 14.76 15.17 15.58 
12.83 13.27 13.70 14.14 14.57 15.00 15.43 15.86 ~ 16.28 
13.48 13.93 14.88 14.82 15.27 15.71 16.15 16.58 17.01 
14.16 14.62 15 09 15.55 16.00 16.46 16.91 17.35 17.78 
14.89 15.37 15.84 16.32 16.78 17.25 17.71 18.16 18.60 
20-PAYMENT LIFE 
Issues of. 
1915 1914 1913 1912 1911 
$ 4.55 $ 4.76 $ 4.98 $ 5.21 $ 5.45 
4.62 4.84 5.06 5.29 5.5 
4.70 4.92 5.15 5.38 5.63 
4.77 4.99 5.23 5.47 5.72 
4.85 5.08 5.31 5.56 §.81 
4.93 5.17 5.41 5.66 5.92 
6.01 5.25, 5.50 5.75 6.02 
5.10 5.35 5.60 5.86 6.13 
5.20 5.45 5.70 5.97 6.24 
5.29 5.55 5.81 6.08 6.36 
5.39 5.65 5.92 6.20 6.48 . ° 
5.50 5.76 6.03 6.31 6.61 ° ‘ 
5.61 5.87 6.15 6.44 6.74 ° i 
5.72 5.99 6.27 6.57 6.87 A 5 
5.84 6.12 6.41 6.71 7.02 A \. 
5.96 6.24 6.54 6.84 7.16 f 5 h 
6.09 6.38 6.68 6.99 7.32 7.65 8.00 8.35 8.72 
6.23 6.53 6.83 7.15 7.48 7.82 8.18 8.54 8.92 
6.37 6.67 6.99 7.31 7.65 8.00 8.36 8.73 9.11 
6.51 6.83 7.15 7.48 7.82 8.18 8.55 8.92 9.82 
6.67 6.99 7.32 7.66 8.01 8.37 8.74 9.13 9.53 
6.83 7.16 7.49 7.84 8.20 8.57 8.95 9.34 9.75 
7.00 7.83 7.68 8.03 8.40 8.77 9.16 9.57 9.98 
7.18 7.52 7.87 8.23 8.60 8.99 9.39 9.80 10.22 
7.36 7.71 8.07 8.44 8.82 9.21 9.62 10.04 10.47 
7.56 7.92 8.29 8.66 9.05 9.45 9.87 10.29 10.73 
7.77 8.13 8.51 8.89 9.29 9.70 10.12 10.56 11.00 
7.99 8.37 8.75 9.14 9.55 9.97 10.40 10.84 11.29 
8.22 8.60 9.00 9.40 9.81 10.24 10.67 11.12 11.68 
8.47 8.86 9.26 9.67 10.09 10.52 10.97 11.43 11.89 
8.73 9.13 9.53 9.95 10.38 10.83 11.28 11.74 2.22 
9.00 9.41 9.83 10.25 10.69 11.14 11.60 12.07 192.55 
9.30 9.72 10.14 10.58 11.02 11.48 11.95 12.42 12.91 
9.61 10.03 10.46 10.91 11.36 11.82 12.80 12.78 13.28 
9.94 10.37 10.81 11.27 11.73 12.20 12.68 13.17 18.67 
10.29 10.73 11.18 11.64 12.11 12.59 13.07 18.57 14.08 
10.66 11.11 11.57 12.04 12.51 18.00 18.49 13.99 14.50 
11.06 11.53 11.99 12.46 12,94 13.44 13.93 14.44 14.96 
11.48 11.95 12.48 12.91 13.40 13.90 14.40 14.91 15.44 
11.93 12.40 12.89 13.38 | 13.88 14.38 14.89 15.41 15.93 
12.41 12.90 13.39 13.89 14.39 14.90 15.41 15.94 16.47 
20-YEAR ENDOWMENT 
r Issues of —) 
1916 1915 1914 1913 * 1912 1911 1910 1909 
$6.04 $652 $702 $7.54 $808 $ 8.64 9.21 $ 9.81 
6.10 6. 7.08 7.60 8 8 9.27 9.87 
6.17 6.65 7.15 7.67 8.20 8.76 9.34 9.94 
6.24 6.72 7.22 7.74 8.27 8.83 9.41 10.01 
6.30 6.78 7.28 7.80 8.34 8.90 9.47 10.07 
6.38 6.86 7.36 7.88 8.42 8.97 9.55 10.15 
6.46 6.94 7.44 7.96 8.49 9.05 9.63 10.23 
6.54 7.02 7.52 8.04 8.58 9.14 9.71 10.31 
6.63 7.11 7.61 8.13 8.66 9.22 9.80 10.40 
6.71 7.19 7.69 8.21 8.75 9.31 9.88 10f48 
€.80 7.29 7.79 8.31 8.84 9.40 9.98 10.58 
6.90 7.39 7.89 8.41 8.94 9.50 10.08 10.68 
7.01 7.49 7.99 8.51 9.05 9.61 10.18 10.78 
7.12 7.60 8.10 8.62 9.16 9.72 10.29 10.89 
7.24 7.72 8,22 8.74 9.28 9.84 10.42 11.01 
7.36 7.84 8.35 8.87 9.40 9.96 10.54 11.14 
7.49 7.98 8.48 9.00 9.54 10.10 10.68 11.27 
7.63 8.12 8.62 9.14 9.68 10.24 10.81 11.41 
7.78 8.27 8.77 9.29 9.83 10.39 10.97 11.57 
7.94 8.43 8.93 9.45 9.99 10.55 11.13 11.73 
8.10 8.59 9.09 9.62 10.16 10.71 11.29 11.89 
8.28 8.77 9.27 9.80 10.34 10.90 11.48 12.08 
8.46 8.96 9.46 9.99 10.53 11.09 11.67 12.27 
8.67 9.16 9.67 10.20 10.74 11.30 11.88 12.48 
8.88 9.38 9.89 10.42 10.96 11.52 12.10 12.70 
9.12 9.62 10.13 10.66 11.21 11.77 12.35 12.94 
9.37 9.88 10.39 10.92 11.47 12.03 12.61 13.20 
9.64 10.14 10.66 11.19 11.74 12.30 12.88 13.47 
9.93 10.43 10.95 11.49 12.03 12.60 18.17 13.76 
10.24 10.75 11.27 11.81 12.35 12.92 18.49 14.08 
10.57 11.09 11.61 12.15 12.70 13.26 13.83 14.42 
10.93 11.45 11.97 12.51 13.06 13.62 14.20 14.79 
11.31 11.83 12.36 12.90 13.45 14.01 14.59 15.18 

















DISTRICT AGENTS 
WANTED 


— 


KANSAS = NEBRASK 


Excellent Renewal Contracts 
Direct with the Company 


Guaranteed Low Cost Policies 


Address 


THE FRANKLIN LIFE 


INSURANCE COMPANY 



































Springfield, Illinois 














FOREST F. DRYDEN, President 


NDUSTRIAL CONCERNS throughout the land are proving the 
patriotism of business by insuring entire staffs of employees. The Pru- 
dential will lend a hand—make it easy for firms to insure their workers. 





help to keep tt there. 





STRENGTH OF, 
GIBRALTAR |‘ \7 


scriptive circular. 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


Incorporated under the laws of the State of New Jersey 

















The Nation Needs Its Business 


Not less patriotic than those who serve the nation in 
organizations directly connected with the war, are those 
who keep the wheels of business steadily turning, Their 
work contributes to the country’s moral poise, and, as well, 
keeps sound the financial foundation on which our great 
part in the war must rest. Life insurance is one of the 
great conservators of national, resources, through its pro- 
tection of the myriad homes of the people and the businesses 
which furnish their maintenance. Life insurance has there- 
fore a great opportunity and a great duty in this time of 
crisis. 

Occasionally we have a General Agency opening. 

JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
SPRINGFIELD, MASS. INCORPORATED 1851 





Family Insurance has placed America First 
in Life Insurance, and Group Insurance will 


The Prudential has a fine Group plan. 
Group Insurance is endorsed by every concern 
that has tried it. Send for brief, forceful de- 


HOME OFFICE, NEWARK, N. J. 


















































































































8 LIFE 


THE NATIONAL 





UNDERWRITER ° July 5, 1917. 








Not seeking men who 
sell insurance, or 
sell big policies, or 
sell lots of policies 


But we do seek men 
who sell service 


Only in Wisconsin 





surance Lompany 
Home Office Madison 
Increase in Paid 


40% New Premiums 


—that tells the 1916 story 


of Fidelity progress. 
Direct leads and the Fidelity “Income 
for Life” plan are making money for 
Fidelity field men. Any man who can 
sell life insurance can sell MORE 
Fidelity insurance. 

Write to-day— 


Fidelity Mutual Life 


Insurance Company, Philadelphia 
Inc. 1878 Walter Le Mar Talbot, Pres. 


























REAL PROTECTION AT COST 
AS WRITTEN BY THE 
American Health and Accident 


Insurance Co. 
POLICIES TO MEET 
.«. EVERY ,NEED .... 

An Attractive Side Line for 
Life Men. 
ADDRESS THE COMPANY, TOPEKA, KAN. 





ZO DOOM 04 <>'0 DOOD O<>0 





EXPLAINS PAYMENT 


DIVIDENDS MISUNDERSTOOD 





Big Life Companies Adopt Very Liberal 
Plans in Dealing With Their 
Policyholders 





New York, July 3—Certain individ- 
uals seem to be misinformed as to the 
practice of the New York Life, Equit- 
able, and Mutual in regard to the pay- 
ment of annual dividends after the second 
year. When new methods were intro- 
duced in 1907, following upon the leg- 
islative inquiry of 1906, the New York 
Life began paying dividends after the 
second year, without waiting for the 
payment of the third annual premium, 
and it has followed this method since 
and is following it today. It has mad 
no change since then. . 


Equitable Follows Suit 


The Equitable in 1907 adopted a plan 
of paying first years’ dividends, but on 
Jan. 5, 1917, the society determined to 
begin the payment of dividends on all 
policies at the end of the second year, 
whether such policies are renewed or 
not. The intention is to substitute for 
the first year’s dividend heretofore paid 
a special dividend in the fifth year of 
insurance, and it is the expectation that 
similar special dividends will be paid 
at the end of each fifth year thereafter. 


Mutual’s Plan 


The Mutual beginning with its or- 
ganization in 1843, paid dividends at 
the end of five-year periods until 1863, 
when it changed to the annual dividend 
plan, paying the dividend at the end of 
the first year. Beginning with January 
1, of the present year, it adopted the 
rule of paying the first year’s dividend 
upon payment of the second year’s pre- 
mium, all dividends to be paid there- 
after whether subsequent premiums are 
paid or not. 


What Company Insures Him? 


That all dependents should know in 
what company their father or husband 
is insured is the opinion of Insurance 
Commissioner Harvey Wells of Ore- 
gon. He has issued a suggestion of 
this kind to the public. 

During the last 10 days three in- 
quiries have been directed to the in- 
surance department from women who 
are asking aid of this office to ascer- 
tain in what company the life insur- 
ance policy which the father or hus- 
band carried was issued. 

It is almost impossible with the num- 
ber of companies or fraternal societies 
doing business in the United States to 
find in which particular company or so- 
ciety the policy was written. Years 
lapse, records are destroyed and the 
statute of limitations becomes a bar to 
further proceedings. 


Starts Patriotic Contest 


The Security Life of Chicago has in- 
augurated for July and August a patri- 
otic prize contest. It will give Liberty 
bonds as prizes, the man writing the 
largest volume getting a $100 bond and 
the second largest writer getting a $50 
bond. Other prizes are to be given for 
those who qualify writing certain 
amounts of business. It will give 5 per- 
cent extra commission on all business 
writen on July 3 and 4. 





Ohio National’s Convention 


The Ohio National Life will hold its 
annual agency convention at Cedar 
Point, Ohio, August 9-11. The com- 
pany has already gained this year 
$1,300,000 of business in force and col- 
lected $40,000 in first year’s premiums. 
It has written during the year $2,400,000 
and issued about $2,000,000. The com- 











———————S 


The Company OF the People, BY the People, FOR the People 


The Metropolitan Life 


Insurance Company 


Incorporated by the State of New York 


Home Office, One Madison Ave., New York City 


Proof of Public Confidence 
This Company has more premium-paying business in force in the United 
States than any other Company, and for each of the last eighteen years has had 
more new insurance accepted and issued than any other Company in America. 








The Daily Average Business During 1916 
| 701 per day in Number of Claims Paid. 8,304 per day in Number of Poli- 
| cies issued and revived for $1,969,823 per day in New Insurance issued, revived 
and increased. $376,827.40 per day in payments to Policy-holders and addition 
to Reserve. $220,509.26 per day in Increase of Assets. 
































Central States Life Insurance Company 


. St. Louis, Missouri 


_ Insurance in Force, $24,000,000.00 
JAMES A. McVOY, Vice President and General Manager 
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DIXON W. PLACE, Pres. 
A. S BURKART, V. P. & Gen. Mgr. 
WM. MELL, Sec’y. 


Conservative Life Insurance Company 
of America PNpustraaL 


INDUSTRIAL 


We have some splendid openings for experienced 
industrial insurance men in our Monthly fing on de- 
partment, and some first class territory for 
go Address in strict confidence 


A. S. BURKART, V. P., South Bend, Ind. l 

















Wanted in Illinois, Indiana and Pennsylvania 


100 Industrial Agents 
20 Assistant Superintendents 
5 Superintendents 


WHO KNOW HOW 
For new Industrial Work—to open new territory 
and to sell the best thing going. 

Address Industrial Department 


Western Life Indemnity Company 
604 Masonic Temple, Chicago, Ill. = 


33 years’ continuous and successful career. Now known and called “THE OLD RELIABLE.” 





pany is aiming at $4,000,000 of business 
this year and $2,500,000 gain. 


J. L. MITCHELL, General Agency Manager 





GEN. GEO, M. MOULTON, President 
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SUE ROYAL ARCANUM 


DEMAND RECEIVER BE NAMED 





Beneficiaries of J. C. Bury Allege Policy 
Not Paid—Order Holds 
Ground 





St. Louis, Mo., July 2—Suit for a re- 
ceiver for the Royal Arcanum, directed 
against the Supreme Council of that 
order, has been filed in the federal dis- 
trict court here by J. A. Jenkins, E. F. 
Brady, Ethel S. Bury, Annie C. Bury, 
L. M. Ottofy and E. W. Dehlendorf. 
The petition asks that the officers be 
compelled to make an accounting, that 
they be restrained from paying out 
money or withdrawing money on de- 
posit in Missouri and that a receiver 
be appointed to take charge of the prop- 
erty of the order in Missouri and in the 
jurisdiction of the court. 

Jenkins, Brady, Ottofy. and Dehlen- 
dorf are members of St. Louis lodges 
of the order. Ethel and Annie Bury 
are beneficiaries of James C. Bury, Jr., 
whose $3,000 policy, it is alleged, has 
not been paid. The petition states that 
the defendant Supreme Council is try- 
ing to suspend Ottofy on account of 
a controversy relating to dues and as- 
sessments. 


It is alleged that the trust reserve 
was dissipated in 1915 by using $1,500,000 
to make preferential payments, that the 
Supreme Council has not restored $500,000 
which the Massachusetts commissioner in 
1915 ruled was not a valid asset, that the 
order is not in financial condition to pay 
certificates at maturity, that the trust 
fund has been depleted by hiring organ- 
izers and by paying prizes, that the rates 
have been raised to such an extent that 
members have no beneficial advantage 
over holders of regular insurance, that 


the average age is 60 years and new mem- 
bers are decreasing, that the trust reserve 
will be depleted in two years, that money 
has been improperly spent for conventions 
and that in the present condition of the 





membership it is impossible to rehabili- 
tate the order. 

A suit for a receiver was filed against 
the Royal Arcanum in Boston a few weeks 
ago. A Federal judge there appointed 
Thomas J. Boynton, as temporary receiver, 
but on June 15, the United States circuit 
or of appeals set aside the receiver- 
ship. 


RAIL FINANCES 
PERIL INSURANCE 


(CONTINUED FROM PAGE 1) 


obliged to default on no less than $82,- 
000,000 of interest on these securities. 
An assumed rate of interest running far 
into the future is one of the two prime 
factors underlying the basis of the life 
insurance structure; that must be 
earned or the whole structure is threat- 
ened. Interest is assumed to be con- 
stant on all money in the sinking fund. 
No allowance is made for any default. 
Said Mr. Kingsley: “The companies 
are obliged to assume that the state 
which so sternly supervises them, will 
use the same power to see that the 
faith that lies back of these securities 
is also kept.” 


Companies Depend Upon Roads 


The investment of life insurance com- 
panies in railroad securities is so large 
that their prosperity is directly related 
to that of the roads. That this is a 
question of large public importance ap- 
pears when it is remembered that the 
outstanding insurance of American life 
insurance companies exceeds $25,000,- 
000,000, and immediately affects no less 
than thirty-three millions of the people. 
The faith of life insurance men has been 
seriously shaken in what was at one 
time a favorite form of investment. In 
the case of five life insurance compa- 
nies, holding seventy-five percent of 
the total railroad holdings of all such 
companies, a decline has been experi- 
enced in the percentage expressing the 
relation between their holdings of rail- 
road securities and their ledger assets, 
in the last twelve years, of from 55.1 








percent in 1904 to 38 percent in 1916. 
On Jan. 1, 1916, the market value of 
twenty-five selected bond issues of 
railroads was $107,000,000 below the 
amortized value. 


Need For Action 


In every important respect the roads 
are rapidly deteriorating. Their upkeep 
is at a standstill and declining, they 
are congested, side-tracks are lined 
with cars, the cost of coal and main- 
tenance is going up, along with all es- 
sentials of construction. The Adam- 
son law increased the cost of labor by 
$60,000,000. And now the government 
demands excessive carrying facilities 
for crops, war supplies and men, and 
denies relief in the form of increased 
rates. 


Foster Goes to Des Moines 


Willard H. Foster, manager of the 
eastern Pennsylvania office of the 
Royal Union Mutual Life has been 
transferred to the home office, where 
he will be superintendent of agents. 
He is succeeded at Philadelphia by 
Howard W. Brooks, who has been rep- 
resenting the New York Life in Phila- 
delphia and other Pennsylvania cities 
for the last 20 years. Lately he has 
been instructor in the Philadelphia 
Clearing House. Mr. Foster is the son 
of Secretary Sidney A. Foster of the 
company and is a young man of 
extraordinary ability. He has made a 
fine record in the east. 


Not to Make Change 


President C. F. Coffin of the Amer- 
ican Life Convention denies that there 
has been any thought of changing the 
meeting place from Grand Rapids, 
Mich. He says that the meeting will 
be held as scheduled in Grand Rapids. 


Darby A. Day of Chicago, manager of 
the Mutual Life, attended the southern 
$100,000 Club convention that the company 
held in Atlantic City. 





CONVENTION WILL MEET 


NO POSTPONEMENT—RUSSELL 





National Association of Life Under- 
writers Will Get Together in 
Spite of War 





Los Angeles, Cal., July 3.—President 
Russell desires to have all talk of a 
possible postponement of the annual 
convention of the National Association 
of Life Underwriters discontinued. 
The executive council, after carefully 
considering the matter and listening to 
both sides, has decided, by unanimous 
vote, to have the convention as usual. 
Furthermore, the executive council 
feels that the life men owe it to them- 
selves to make the convention bigger 
and better than ever. 

President Russell has sent out a let- 
ter to all associations requesting them 
to send unusually large delegations. 

So far four life insurance companies 
have announced their agency conven- 
tions at New Orleans to afford their 
representatives the opportunity of at- 
tending the National Convention Sep- 
tember 26, 27 and 28. The four com- 


panies are the Pacific Mutual, Ger- 
mania, Federal and Volunteer State. 
These company conventions will add 
some 400 delegates to the National 


Convention. Other announcements are 
expected soon. 


Messick Becomes Manager 


R. M. Messick has resigned as dep- 
uty insurance commissioner of Montana 
tc become general manager of the 
Equity Life of Great Falls, which has 
been launched by the Farmers’ Cooper- 
ative Society. Mr. Messick is a former 
life insurance man, having been gen- 
eral agent of the Guarantee Fund Life 


in Montana. 





A-FARM: MORTGAGE | ] 


— BEHIND —— 


| 
EVERY: POLICY 


1. 












4 Because—We have a farm mortgage behind every Policy. 
e No investments are made in any other securities. 
Rate of interest 6.2%. 


5 Because—We keep abreast of the times with Special 
‘ Policies and all modern up to date features of the. best 
policies—which sell. Policies for Total Abstainers 

a specialty. 
6 Because—We issue the BEST income policies on both Par- 
i ticipating and Non-Participating rates—Income in- 
surance is the most popular form sold today. 

7 Because—Our Guaranteed Paid-up Addition Policy 
b will meet any competition—It guarantees to save 
insured 4 Premiums out of 20 and gives him dividends 

besides. It may be placed on Total Abstainers. 

8, Because—WE GIVE SERVICE TO POLICY HOLDERS 
* -—s- — therefore making it easier for the agent to succeed. 


WHY DON’T YOU BE A 
SUCCESS WITH US? 


2. 
3 


petition. 


Because—We insure both men and women on equal terms. 


Because—Total Abstainers are insured at reduced rates— 
A wonderful advantage to the agent as well 


as the Insured. 


ties for our men. 


10. 
11. 


12. 


TWELVE REASONS WHY 
OUR AGENTS SUCCEED— 


Because—We issue both Participating and Non-Participat- 
ing policies—a big advantage in meeting com- 


9 Because—We are constantly extending our fields and 
, developing new territory and making opportuni- 


Because—We make] our men succeed —Each’ man is 
given ‘assistance and: instruction until he is a success. 
Every man must make good. 


Because—All our Promotions are made from the ranks 
of our own agents, thereby giving our own men the 
advantage of all our cpportunities—Something to 
work for all the time. 


! Because—We make good General Agents’ Con- 
tracts direct with the Company, giving them 
full advantage of all there is in the business 
—A lifetime contract. 


PEORIA:LIFE 





















INSURANCE -COMPANY 


PEORIA —— 


bLLINOIS 
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SEEING PROSPECTS 

PerHAPs the most concise recipe for 
success in the life insurance business is 
constantly being sent by the Itt1nors Lire 
to its agents “to sell policies, see peo- 
ple.” After all has been said and done, 
here is the fundamental principle of the 
life insurance business. The success- 
ful agent is constantly seeing and meet- 
ing new prospects. The man who will 
call on fifteen people a day, every day, 
and work and earnestly and _intelli- 
gently present his proposition, is bound 
to succeed. Too many agents nurse 
along one or two or five or six pros- 
pects who have definitely promised to 
give them business, or who contem- 
plate taking out $25,000 or more of life 
insurance and at the end of the month 
show a very small record of paid-for 
business. 

Prospects will often promise a man 
insurance and are then rejected or per- 
haps change their minds. After a few 
of these cases have been run off, an 
agent will find himself entirely out of 
prospects. The only safe way is to 
have a large average. A day is not 
wasted which does not produce any 
business if the agent has been busy and 
made a number of calls. He has at 
least secured a foundation for a future 
day’s work and the seed that has been 
sown will next week or next month 
bear fruit. 

The agent who has accumulated 
twenty-five real prospects is much bet- 
ter fortified than the agent who is 
“working on” a $25,000 case. If the 
$25,000 man is rejected, or after con- 
siderable canvassing turns down the 
proposition, that agent’s effort has been 
wasted. However, if five of the other 
agent’s prospects fail to do business 


he has twenty others to work on and 


is pretty certain of landing at least 
one of them. The men who write the 
big cases are on the go constantly, not 
seeing one or two prospects in a day, 
but meeting and creating new prospects 
all the time. 








SYSTEM 


THE importance of system and of being 
systematic is being urged from all sides. 
Too many, however, confuse system 
with habit. Habit is like a cable—every 
day we weave a thread and soon we 
cannot break it. Many life men feel 
that their lives have become very well 
ordered, when as a matter of fact the 
strict rules to which they adhere are 
hampering them every day. 

Too many agents feel that they must 





arrive at the office the same time each 
day, work a certain number of hours 
before lunch, go to lunch at the same 
time and stop working in the evening 
at approximately the same time each 
day. Such a man often allows his can- 
vassing talk and presentation to be- 
come “wooden.” A life agent should 
be ready for any emergency. He 
should be as ready to make appoint- 
ments in the evening as during the 
working hours of the day. A great 
many life men do the majority of their 
business after the supper hour, when 
the prospect is at home and more likely 
to be in a receptive frame of mind. It 
is important that an agent outline each 
evening the work for the following day. 
However, the program should be so 
elastic as to permit of almost any 
change necessary, and certainly any 
change which will get or lead to busi- 
ness. Many agents whose program 
does not go off in the regular and 
usual manner during the early part of 
the morning are upset for the remain- 
der of the day. A man who finds him- 


| self in this condition should change his 


tactics. If he has formed the daily 
habit of going to his office before start- 
ing out, he should some morning start 
out directly from his home, eat lunch 
at a different hour and at a different 
place, work in a section of the city with 
which he is unfamiliar and put him- 
self out of a rut. The change will put 
a new interest into the work and, what 
is more important, will usually produce 
some business. 








USING SIMPLE TERMS 

VicE-PRESIDENT R. W. STEVENS of the 
Inttnors Lire thinks that one of the 
most common errors of an agent and 
particularly new men in the business, 
is to use too freely technical terms and 
to present a proposition in a way that 
confounds the ordinary prospect be- 
cause of his unfamiliarity with life in- 
surance nomenclature. Mr. STEvENS 
therefore feels that one of the prime 
functions of the agent is to translate 
in universal language the features of 
the policy and rate-book. The simplest 
language used is the best and most 
forceful. 

Mr. Stevens thinks that when a policy 
is being presented an agent should 
“have a heart.” The prospect must 
really be taught as to life insurance, 
especially when it comes to its more 
intricate phases. The life insurance 
contract is clear and comprehensible if 
it is interpreted in the right way. Mr. 
STEVENS says that the two features of a 
policy regarding which, considered 
from the standpoint of all parties at 
interest, the policyholder should know 
the least about he knows the most 
about, namely, loan values and cash 
values. The terms “paid-up insurance” 
and “extended insurance,” according to 
Mr. StTEvens, need to be explained to 
the average prospect. They should be 
stated in terms of what they mean and 
not in the language of the policy. 





He only intended to wait another 
week before taking out a policy, but 
that was too long. In less than that 
time he was entering on a long illness, 
and the insurance was, consequently, 
unavailable. 





Personal Glimpses of 
Life Underwriters 


— 


Smith & Norton, general agents of 
the Massachusetts Mutual Life for 
Tennessee, stand well to the forefront 
in their war work, J. H. Smith, the 
senior member of the firm, being at 
the head of the Red Cross movement 
in Tennessee, and J. D. Norton, the 
ycunger member, being in training at 
Ft. Oglethorpe for a berth with the 
army of Uncle Sam at the French bat- 
tle front. Mr. Smith as executive chair- 
man of the Red Cross has added over 
10,000 members and in an allotment of 
$150,000 for Nashville in the Red Cross 
war fund movement, he stretched the 
sum $180,000 and altogether in middle 
Tennessee secured over $300,000. 





R. A. Henry, general agent of the 
Reserve Loan Life at Nashville, Tenn., 
belongs to a family of two brothers 
and one sister that will furnish Uncle 
Sam with eight stalwart soldiers on 
the battle front in the war. Two sons 
of Mr. Henry, who have worked life 
insurance with their father, but who 
are now young members of the bar at 
Nashville, are in training at Ft. Ogle- 
thorpe. These two are Robert S. and 
Douglass Henry and each says that 
should he fail to get a commission he 
will enlist as a private. 


Rough Notes, the well known Indian- 
apolis weekly insurance paper, one of 
the most substantial in the country, an- 
nounces a new departure of its regular 
weekly news service. Hereafter Rough 
Notes service will consist of four dif- 
ferent papers. On the first Thursday 
of each month, Rough Notes itself will 
issue, devoted to efficiency, system and 
salesmanship in general insurance. 
The second Thursday of each month, 
Fire Protection, the Cincinnati publica- 
tion devoted to fire protection, preven- 
tion and insurance engineering will be 
the second part of Rough Notes serv- 
ice. The third part will be the In- 
surance Salesman, devoted to life in- 
surance field work. The fourth in the 
series will be the Casualty Review, de- 
voted to personal accident and health 
insurance. The price of $3 a year will 
be made for the complete service, $2.50 
a year for any three editions, $2 a year 
for any two editions and $1.50 a year 
for any one edition. This makes a 
very complete service covering the 
world of insurance in an educational 
and sales way that is destined to have 
a big effect. All these publications will 
be printed at the Rough Notes plant 
in Indianapolis. 


The Mutual Benefit speaks of W. A. 
Gillespie’s recent big case as follows: 

“Ww. A. Gillespie, of the Peoria, Il. 
agency, recently wrote a banker age 60, 
for $32,000, and could have written him 
for more but for the fact that the party 
was’ already a policyholder and the 
above amount completed his limit with 
the company. Mr. Gillespie closed this 
business with the “inheritance tax” 
argument. Such taxes will be heavy on 
the wealthy. They will not only cut 
down an estate but they must be paid 
in cash inside of one year. As wealthy 
men generally keep their funds fairly 
closely invested it might mean the 
sacrifice of some securities to raise the 
amount needed to pay the tax. Inci- 
dentally Mr. Gillespie collected a pre- 
payment. See the wealthy men in your 
community and present insurance to 
them for tax reasons.” 

Col. Fred W. Fleming, vice-president 
of the Kansas City Life. achieved great 
distinction in the Red Cross campaign. 
He was chairman of the finance com- 
mittee. The subscriptions from Kan- 
sas City amounted to over $1,000,000. 
At the final round-up and banquet, R. 
A. Long. one of the big business men 
of the city, paid a notable tribute to 
Colonel Fleming, presenting him on 
behalf of the citizens with a silver 
water pitcher and tray marked by two 
red crosses and with a suitable inscrip- 








tion. The Kansas City Times, in re- 
ferring to Colonel Fleming, speaks of 
him as follows: 

In the great Red Cross campaign one 
man was on the job night and day. His 
work began two weeks in advance of the 
campaign and it continued to the very 
end. He worked out the most effective 
money getting organization this town has 
ever had. He mapped out the plan of 
operations. He aroused the enthusiasm 
of every worker. He got an energy and 
vigor into the organization that surpassed 
the achievements of any private business, 
Today Kansas City throws up its hat for 
Col. Fred Fleming, chairman of the 
Red Cross finance committee, organizer of 
victory! 


Rufus G. Poland, of Lewiston, has 
been appointed state auditor and in- 
surance commissioner of Montana, suc- 
ceeding the late William Keating. He 
will hold office until January, 1919, 
when a candidate elected by the vot- 
ers at the election in the fall of 1918 
will take office. Mr. Poland is a native 
of Montana. He is 40 years old and 
was educated in the east. Upon return- 
ing to Montana in 1904, he became dep- 
uty county treasurer of Fergus coun- 
ty. Subsequently he was elected coun- 
ty treasurer, which office he held for 
two terms. He is well and favorably 
known in the state and was chosen for 
his new office by Governor Stewart 
from a large field of candidates. 


William King, who has been agency 
supervisor of the Missouri State Life 
and head of its school of instruction has 
resigned and has joined the force of 
the Brandle Motors Company of St. 
Louis. Guy Wilson, who was formerly 
manager of the Missouri State Life’s 
home office general agency, is vice- 
president of the Motors Company. Mr. 
King has taken high rank in the life 
insurance world, both as a producer, 
organizer and instructor. 


N. P. Hull, president of the Grange 
Life of Michigan, is a member of the 
state council of defense in Michigan. 
He is taking an active part in the 
work, is an authority on agricultural 
lines and farm products. He is a mem- 
ber of a committee of seven who will 
work out a plan for supplying the 
United States and the allies with milk, 
cheese, butter, eggs and poultry. 


Three men have gone into the service 
from the local office of the Berkshire 
Life in Chicago. Victor S. Larson, 
assistant cashier, is at the Great Lakes 
training station; W. T. Blackwell, ste- 
nographer, joined the First Illinois In- 
fantry, and Miller, agent, has 


‘gone to France to drive an ambulance. 


Vice-President D. M. Baker of the 


Pacific Mutual Life is spending the . 


summer looking after the agencies in 
the field and traveling out of Chicago. 
He is being assisted by Harry J. Brown, 
who is in charge of the supply depart- 
ment of the company. 

Robert J. Williams, local agent for 
the Bankers -Life of Des Moines, Iowa, 
won the Fieldman cup offered by the 
company for the greatest amount of 
issued business. The Des Moines office 
also won the secretary’s cup for the 
greatest average per man. 


H. D. Emmert, cashier of Emmert 
Bros., general agehcy of the North- 
western Mutual Life at Muskogee, 
Okla., has enlisted in the officers train- 
ing corps at Ft. Logan H. Roots, Ark. 


N. J. Frey, manager of the Wisconsin 
Life of Madison, Wis., is back at his 
office after an extended illness. 


Fire, casualty and life insurance men of 
Nashville combined in giving a luncheon 
to retiring Commissioner Dunbar, of 
Tennessee, Monday. Resolutions com- 
mending his administration and express- 
ing regret at his retirement from the 
office were adopted. The resolutions com- 
mittee consisted of Irvine G. Chase, J. O. 
Treanor, H. Hayes Hartnett, R. C. Web- 
ster and Miss Julia Hindman. Mr. Dun- 
bar will go with the Southeastern (Fire) 
Underwriters Association. 
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INDIANA’S GIANT 
THE 


STATE LIFE 


INSURANCE COMPANY 


Good Territory and Remunerative Contracts for Men Who Can “Do Things’’ 


On Agency Matters, Address 
COFFIN, Vice-President, - 





OVER FOURTEEN AND ONE-HALF MILLION 
Deposited with Auditor of State of Indiana for the Sole Protection of Policyholders 
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Our Complete Protection Policy PROTECTS against Natural Death, Doubles 
the payment in the event of Accidental Death, PROVIDES for Suspension of Pre- 
miums Without Forfeiture in the event of Total Disability. 

AN UNEQUALLED POLICY FOR ALL AGES. 


1917 


INDIANAPOLIS 


1231 State Life Building 
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LIFE AGENCY CHANGES 


IS GENERAL SUPERINTENDENT 





Frederic Montagu Nettleship Takes 
Important Position With the 
Pennsylvania Mutual 





Frederic Montagu Nettleship has 
been appointed general superintendent 
of the Pennsylvania Mutual Life of 
Philadelphia. Mr. Nettleship was born 
in the business, as his father, George 
Montagu Nettleship, has been con- 
nected with a number of companies 
and is now located at Cleveland as 
Ohio manager of the Century Life of 
Indianapolis. F. M. Nettleship has 
served in both field and home offices in 
the past. The Pennsylvania Mutual 
operates in Pennsylvania only. It 
writes both ordinary and _ industrial 
business, having about $8,000,000 of in- 
surance in force. 





_— 


COLUMBUS MEN PROMOTED 





Warwick Resigns General Agency to 
Become Vice-President of Up- 
per Arlington Land Co. 





H. S. Warwick, who has been gen- 
eral agent of the State Mutual Life at 
Columbus, has resigned as of July 1 
to become vice-president and general 
manager of the Upper Arlington Land 
Company. He will be succeeded by 
Frank K. Winkler, who for three years 
has been with the Union Central under 
Lot L. Brown at Columbus. 





' Hicks Gets Pacific Mutual 


Philip H. Hicks of Nashville has se- 
cured the middle Tennessee agency of 
the Pacific Mutual and has opened of- 
fices in the Stahlman building. Here- 
tofore the entire state has been under 


Michigan Mortgages 
FOR SALE 


On Lands and Properties 


increasing in value more rapidly 
than in any other state in the 
Union. Interest 5to 7%. Title 


Guaranteed. 


MITCHELL & CO. 
4 Masonic Temple, | CHICAGO, ILL. 











the Memphis office, but_Mr. Hicks will 
have charge of the middle section of 
the state. 





Life Agency Notes 


The Fox Insurance Agency, doing a gen- 
eral insurance business at Rockwood, 
Tenn., will represent the Atlantic Life in 
its life department. ¢ 

W. A. Canon, a solicitor at Nashville 
for the Cotton States Life, has become 
general agent at Joliet, Ill., for the Inter- 
mediate Life Assurance Company of 
Evansville. 


McCutcheon & Drake, large real estate 
operators, have been appointed . local 
agents of the Atlantic Life at Jackson, 
Tenn., by Robt. S. Fletcher, Jr., district 
agent at that point. 

The American National of Galveston, 
Tex., has added the following new men 
to its Galveston sales department: 
D. W. Pelsue, S. M. Barton, D. B. Barton, 
E. M. Suddarth, T. F. Donnegan. 


Stephen A. Beauchamp has been ap- 
pointed district manager for the Reliance 
Life, with headquarters in Calumet. His 
territory will include Houghton, Ke- 
weenaw and Baraga counties, Michigan. 


New agents for the ordinary department |- 


of the Independent Life of Nashville are: 
W. H. Ware and G. F. Darrington, Adams, 
Tenn.; Gary Hutt, Clarksville, Tenn.; Lee 
McCartney, Gainesboro, Tenn., and O. P. 
Williams, Henegar, Ala. 

Lon W. Long, who since Feb. 1, this 
year, has been general agent ot Nashville 
for the Security Mutual Life of New York, 
goes back to the same position at Bir- 
mingham, Ala., where he represented it 
— several years before coming to Nash- 
ville. . 

The American Bankers has engaged 
R. S. Allen, formerly with the Prudential 
Insurance Company; W. J. Pringle, for- 
merly in the advertising business, and 
C. H. Richards, formerly a match sales- 
man. Mr Allen and Mr Pringle will work 
in Kansas City, Mo., and Mr. Richards 
will travel in Kansas. 

Dabney & Martin, general agents at 
Nashville for the Union Central Life, have 
arranged for the following representation 
for that company: Davis & Russell, to 
be district managers for Obion and Lake 
counties, with headquarters at Union City, 
Tenn., and Baxter J. Fields, to be district 
manager for Weakley county, with head- 
quarters at Marton, Tenn. 


Prize Essay Judges 


The National Association of Life Un- 
derwriters announces that the judges 
in the annual prize essay contest are 
Judge Charles Evans Hughes of New 
York, formerly of the United States 
Supreme Court, former Governor John 
M. Slaton of Georgia and Henry Bar- 
rett Chamberlain of Chicago, editor of 
Chamberlain’s Magazine, publicity ex- 
pert and former managing editor of 
the Chicago Herald. The subject of 
the essay is “The Service of a Life In- 
surance Agent to the Nation in. Time 
of War.” 


George C. Stirda, a western life man, 
died of acute indigestion June 26 at St. 
Louis. Stirde was formerly general agent 
for the Aetna Life, and has b 
the New York Life since 1898, 
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THE MINNESOTA MUTUAL LIFE 
E. W. Randall INSURAN CE COMPANY T. A. Phillips 


President Sec. Actuary 
Two Real General Agency Openings 
in MICHIGAN 
Our General Agency Contracts are Permanent Money Makers 
Liberal Cash Allowance 
ST. PAUL, MINN. 


Good Commissions Splendid Renewals 


E. S. ALBRITTON, Supt. of Agencies 











BIG CHANCE 


THREE GENERAL AGENCIES now open in the GIANT 
BADGER AGENCY of 


THE CENTRAL LIFE 


WISCONSIN. The land of Milk and Honey for live insurance men. 
Write today for particulars. 


A. C. LARSON, State Manager, MADISON, WIS. 














NATIONAL LIFE 
ASSOCIATION, Des Moines, Ia. 








We want a man who can show good clean 
record, for Full-Time Work. Territory in 
lowa. Strictly commission basis. Maxi- 
mum first year commission for Hundred 
Thousand Dollar Men. Over Five Mil- 
lion in force in Iowa. Will write Three 
Million 1917 


Address: JAS. H. JAMISON, Pres. 


MONEY MAKING 


Contracts for 


MEN in MICHIGAN 
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THE AVERAGE EARNINGS OF THE AGENTS OFJTHE 


Standard Life Insurance Company 
OF PITTSBURGH 


are higher this year than ever before. Our attractive Accident 
and Health Policies have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 


FRANK A. WESLEY 


Vice-President and Director of Agencies 
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GOVERNMENT TO HAVE 
AN INSURANCE PLAN 


(CONTINUED FROM PAGE 1) 


represented at the conference this aft- 
ernoon. 


McAdoo’s Statement 


Secretary of the Treasury McAdoo 
presided at the meeting. He opened 
the gathering, stating: 

“T am very much gratified to have 
such a representative party of men 
come to Washington in response to this 
call. You represent one of the great- 
est benevolent agencies in America. 
We are face to face with a situation in 
the nation which calls for the highest 
patriotism on the part of citizens of 
every character, and particularly on the 
part of men of large responsibilities 
who represent great corporations doing 
business in all lines which are essential 
to the successful conduct of this war. 


President Wilson Solicitous 


“Life and indemnity insurance is one 
of the vitally important things which 
must be considered in the present ex- 
traordinary situation. The President 
has been deeply concerned about the 
proper solution of this extremely im- 
portant question of life and disability 
insurance for the men who go to the 
front and adequate provision for the 
support and protection of their fami- 
lies who are left behind. He has been 
anxious to get the counsel and coop- 
eration of the men in this country who 
know most about this problem. 


Never Attempted This Protection 


_“I don’t know that any nation, until 
this war broke out, ever made any par- 
ticularly organized effort to furnish the 
men engaged in this extra hazardous 
undertaking, because that is what war 
is, the most hazardous of all kinds of 
work and of all kinds of service, this 
sort of protection. I don’t believe that 
the effort thus far made by the nations 
engaged in the struggle before Amer- 
ica came into it has been as well or- 
ganized or as comprehensive as _ it 
ought to be. It is at least satisfactory 
to know that all of these nations have 
been more alive to the importance of 
doing this essential thing for their 
fighting men and their dependents than 
ever before in the history of the world. 
I shouid liké to feel that America, now 
that she is in this struggle, is going to 
do this great service for her soldiers 
and her sailors and their dependents in 
a way that is superior to that adopted 
by any other nation; and, in addition to 
that, that we do it not in a niggardly 
or grudging fashion, not as charity or 
as a pension, but that we do it as a na- 
tion of appreciative freemen who are 
willing to compensate the men who 
shed their blood for us. They are fight- 
ing this greatest battle of all time for 
the purpose of vindicating democracy 
in the world, of reasserting liberty 
throughout the world and reestablish- 
ing peace throughout the earth upon 
the stable bases of justice. 


Has Spirit and Resources 


“I am giad that America has the 
spirit, as well as the resources, to do 
this great thing. I am glad to see you 
earnest, patriotic men come here, in 
spite of the heat of this season of the 
year in Washington, and contribute of 
your time and effort to find a right so- 
lution of this great problem. I want 


to say to you that the President appre- 
ciates your quick patriotic response to 
the invitation to attend this conference. 
T know that there is a difference of 
opinion among life insurance men as 
to the best way to grant this protec- 
tion. Some life insurance men have 
said to me very frankly that this under- 
taking is so large, the risks are so 
great, the consequences are so tre- 
mendous in a financial sense, that no- 
body could undertake this service ex- 
cept the organized people of the nation, 
which means, of course, the govern- 
ment. It may be that that is the proper 
solution. I think this is.a time when 
we can all afford to have open minds 
until we thresh the problem out thor- 
oughly and try to arrive at the best re- 
sult, to reach the wisest decision. 


Wants Frank Expression 


“T hope that if, as a result of your 
deliberations, you think that this is not 
a problem for the life insurance com- 
panies but for the government to deal 
with effectively, you will tell me 
frankly. We want you to give us the 
benefit of your best judgment and 
opinion. It may be that with respect 
to disability insurance, you may have 
the same view. We want you to be 
equally frank about that and give us the 
benefit of your best judgment and 
opinion. 

Men Should Know the Plans 


“It seems to me that we ought not, 
as we send our men out to this war, say 
to them that they must be dependent 
upon future legislation for the granting 
of compensations which have: hereto- 
fore, under our policy, taken the form 
of pensions. Our brave men should 
not be left in uncertainty or doubt as 
to what is going to be done for them 
in case either of death or of partial or 
total disability. The man who goes 
out to fight is entitled to know in ad- 
vance what a just government is going 
to do for him. He ought not to be 
left to the precarious provisions of the 
generous instincts of our people, even 
though they are the most generous 
people on earth. What could better 
prove that than this splendid Red 
Cross campaign that has been going on 
for the last thirty days? But no matter 
how generous, their generosity may not 
be great enough because their re- 
sources are not great enough to provide 
by voluntary contributions for this 
great service of justice to our men. 


Each Must Contribute His Share 


“We are not relying very much upon 
the volunteer system any more. We 
are going to organize this nation as a 
democracy ought to be organized, so 
that every man shall bear his just share 





AN IOWA COMPANY 


Operating Under lowa Reserve Deposit Law 
Policyholders of the 


EQUITABLE LIFE OF IOWA 


are safeguarded against any possible mis- 
application of the funds of the company 


SO ARE ITS AGENTS 


THE RIGHT COMPANY TO REPRESENT 


DES MOINES, IOWA 








APPLY TO 


H. E. ALDRICH, Supt. of Agents, 














The Great Western Life Insurance Co. 
COLUMBUS, OHIO 


{ Now organizing with $500,000 Capital to write Life and Accident Insurance. 
{ Efficient High Grade Salesmen wanted to Place Stock. {Good territory 
and Terms to pushers. 


Address all inquiries to the company 
Hartman Building Columbus, Ohio 

















OLD COLONY LIFE 


NSURANCE COMPANY 
OLD COLONY BLDG. CHICAGO, ILLINOIS 
We have at the present time particularly good openings in 
Michigan, South Dakota, Nebraska, Kansas and Tennessee. 
Insures man, woman and child from ages 2 to 60 inclusive, 
under Legal Reserve, Standard Provisions Policies (for amounts 
as small as $100 for children), with annual, semi-annual and quar- 
terly (not weekly) premiums, same for male and female. Ordinary 
(not industrial) insurance for the entire family. Greatest variety 
of contracts. 
Participating and Non-Participating. 
Such insurance facilities widen the Agent’s field and mcrease 
his opportunity. 
Write for a general agent’s contract to 


B. R. NUESKE, President 











Indiana National Life —_—— Co. 


INDIANAPOLIS 


Authorized Capital, $1,000,000.00 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our policy contracts are liberal and modern, having many 
features that appeal to agents and prospects. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 


Our Home Office is helpful; our agents are pleased with 
the treatment accorded them. 














Investment Service 
For Insurance Companies 


Experience in facing and solving the 
investment problems of Insurance 
Companies may enable us to offer 
suggestions of advantage to you. 


We invite your correspondence. 
A. B. LEACH & COMPANY 
INVESTMENT SECURITIES 
105 South La Salle Street, Chicago 
New York - Philadelphia - Boston - London 














FELIX BROEKER, Secretary and Manager - 


The Globe Life Insurance Co. 


Offers a Golden Opportunity to a Few Good Men to 


Get in on the Ground Floor on Agency Contracts 


Company is cleanly organized, well backed with stockholder boosters all over Kansas 
We want good men and will pay them well 


For territory and particulars address 


SALINA, KANSAS 
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Your greatest hopes will not be fully realized 
until you have signed a contract with the 


GERMAN-AMERICAN LIFE IN- 
SURANCE COMPANY of IOWA 


Home Office: Odd Fellows Bldg. 
BURLINGTON, IOWA 
For Information Address 
LOUIS H. KOCH, Vice-Pres. and Gen. Manages 
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FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 

has just issued a very interesting booklet 
‘“‘Suggestions for Increasing 
Your Income’”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 














THE PEOPLES LIFE 
INSURANCE CO. 
Chicago’s Most 


Progressive 
Company 


Ordinary and 
Monthly 
Premium 
Contracts 
Direct With 
the Home 
Office 
Address 
Elon A. Nelson 


} Home Office Building President 
Chicago Chicago 














Bankers Mutual 
Life Company 


Freeport, Illinois 
PURE PROTECTION 


Annual Premium per $1,000 
WHOLE LIFE 
Age 25 oe @e @ @ $12.20 
Age 35 eeeee 15.40 
Age 50 . e e e e 25.44 
Other Ages in Same Proportion 
AGENTS WANTED IN 


Illinois, Indiana, Michi 
Kentucky and Missouri 

















of the burdens of government and shall 
get equally, as far as it is possible to do 
so, his just share of the benefits of gov- 
ernment. That is what we are trying 
to do, and that is what this draft sys- 
tem means. We are reaching out with 
the hand of government and taking 
men, sacrificing their lives, if need be, 
in order that the might of democracy 
may be effectively organized for this 
struggle. And so I think that we 
should not rely upon the volunteer 
system of charity or generosity to 
make just provision for the men we 
send to the front; we must make cer- 
tain the relief to which they are en- 
titled. 


Voluntary System Is a Crime 


“TI remember in the Spanish-Amer- 
ican war, becoming a member of an 
organization of patriotic New York 
men. I have forgotten the title, but it 
was an association for the purpose of 
caring for the dependent families of the 
soldiers and sailors who had enlisted. 
We raised a great deal of money for 
that purpose. There were thousands 
of women with small children who 
were left without means of support. 
They were dependent wholly upon 
charity. I think that is a crime. I 
think it is a crime for a great nation 
to take a man and send him out to 
fight for his country and refuse to make 
adequate provision for him and for 
those who are dependent upon him and 
who might starve except for the char- 
ity or generosity of the people among 
whom they live. 


Must Be Given Substantial Backing 


“Therefore it is, my friends, that we 
must see to it not only that every 
American soldier is equipped with the 
best that American money, ingeriuity 
and skill can provide, in order that he 
may fight with the utmost effect and 
shed his blood as dearly as possible for 
his country, but that every American 
soldier shall go to the front with the 
comforting and supreme satisfaction of 
knowing that his loved ones are not de- 
pendent upon charity, but that they are 
as much entitled to compensation for 
what they are sacrificing in order that 
he may get to the front as he is entitled 
to compensation for what he does at 
the front. 


, Can Pight With More Ardor 


“How much better a man can fight 
when he knows that his loved wife and 
little children from whom he has to be 
separated and whom he may never see 
again, at least have got support, not 
as charity, but as a reward for his life; 
or that for permanent disability, if he 
comes back sightless or footless or 
handless, a great and generous republic 
which he was mutilated to help save, 
has done justice to him and has saved 
him at least from a pauper’s grave. 


Nation Has Made Progress 


“No higher obligation can rest upon 
a people than that. It is a sign of ad- 
vancing civilization that we are pre- 
pared to do those things now when we 
never were prepared to do them in any 
war in which we have heretofore en- 
gaged. We are making progress in 
spite of the fact that we are face to 
face with the most colossal crime in 
all history, because this war is the most 
infamous and colossal crime ever per- 
petrated upon the human race. I pray 
God, now that America has been called 
into this struggle, to play this great 
part that she may do it efficiently and 
as humanely as it is possible to fight, 
but nevertheless vigorously and relent- 
lessly in order that a peace may be 
quickly reestablished. 


Wants Expert Opinion 


“If you will consider what is the best 
and most rational plan, either by the 
cooperative efforts of the life insurance 
companies, or by the government itself, 
for insuring the lives of the officers and 
men of the army and navy, that is what 
we should like to have. If you will 
give us your best judgment as to what 
sort of compensation insurance plan 
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| CO-OPERATION No. 5 | 





O-OPERATION 

means, among other 
things, that we are giving 
our best attention to every 
representative in placing 
life insurance contracts, 
but to those who accom- 
plish most, most is given. 


We are extending this 

co-operation to Life An- 

nuity contracts also. Rates 
have been reduced. 


| In five months of 1917 
a gain of 254 Per Cent j 
: in Annuity premiums 
| has been established over 


| the sum secured during all a 
of 1916. 





| Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 





























should be adopted. What would be a 








just plan, considering. the standard of 





The War Clause Book 


Being compiled by The National Underwriter Company 
will be issued as soon as the Committee of Insurance 
Commissioners makes its final report. 


The book will show the following : 


The war clause of each company. 

Limits of insurance as to 
Classes of risks. 
Kinds of Policies. 

Risks Prohibited. 

Action as to Disability Clause. 

Permits and riders. 

Rules as to application of clause. 

Extra premiums charged and methods used. 

Return of unused premiums. 

_ What companies have adopted Commissioners’ recommenda- 

tions in whole or in part. 

Status of old policies. 
Subject to what extra premiums and conditions. 


ORDER NOW 
The National Underwriter Co., 
Cincinnati-Chicago-New York 


Send 
$1.00 each. 





copies of The War Clause Book when issued at 
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Capital, $200,000 


All of the stock is held by a few substantial business men of 
Indiana who believe in the ability of the management to build 
a realife insurance company. 


DR. ALBERT SEATON. Vice-President and Medical Director 


CLAUDE T. TUCK, Secretary 


Occidental Building 


CENTURY LIFE INSURANCE CO., inoranaporis 


NO ORGANIZATION EXPENSE 


Surplus, $100,000 


Managed by men experienced and familiar with all depart- 
ments of life insurance work. 


We offer agents experienced management, superior policy contracts, 


choice territory, progressive field and 


home office methods and an 


old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and permuanency— 
Tell us where you want to work. 
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American living, to take care of the de- 
pendent families of the men who go to 
the front, and what indemnity compen- 
sation should be paid to them, and 
whether that could be best accom- 
plished by the cooperative effort of the 
insurance companies, or by the govern- 
ment itself, we should like to have 
that.” 


Almost All Favor Government 


Throughout the meeting there was 
manifested a keen desire on the part of 
every representative present to aid the 
government in every possible way. It 
was perfectly obvious, however, that as 
the meeting was nearing a close and it 
became evident that of the 110 repre- 
sentatives presented 104 were in favor 
of the government handling the whole 
matter, an easier feeling prevailed 
among the insurance men. 

It is more than likely that the gov- 
ernment will recommend to Congress 
in the course of ten days a plan of in- 
demnification or compensation for 
those who go into the army, navy and 
marine corps, which will give each in- 
dividual a minimum of $4,000 in the 
case of death. The details necessary to 
fix an allowance for total and partial 
disability will have to be worked out, 
and it is the committee of insurance 
officials who will perfect such a 
scheme. 


Gratified at the Response 


Secretary McAdoo seemed gratified 
at the response his invitation to the 
insurance companies met with and he 
did not hesitate to say so. The Secre- 
tary of the Treasury will not be spar- 
ing in his demands upon the time and 
energy of the committee members. He 
warned them that hard work was 
ahead and that he was going to expect 
them to work just. as hard in this hot 
weather as they would in colder. 


Metropolitan Life’s Views 


During the three hours of discussion 
the representative of the Metropolitan 
Life was the only one to assert that the 
company could successfully insure the 
members of Uncle Sam’s fighting 
forces. Vice-President Woodward was 
the man who made the statement that 
his company could insure, to the extent 
of $300,000,000 without fear of a deluge. 
He said the actuary of his company had 
fixed a rate of $8 per thousand plus $50 
as a war risk. He said that the results 
of the Metropolitan’s experience in the 
Canadian army had resulted in a loss 
of 56 men out of every 1,000. He 
stated that the Prudential of England 
had paid claims on about 90,000 out of 
a total of 2,000,000 soldiers insured. 


Sentiment Found Little Favor 


The six who voted against the gov- 
ernment insuring the lives of its men 
without assistance from the insurance 
companies expressed the view that the 
government should insure the men 
through the insurance companies, as- 
suming the obligation to pay an extra 
war risk on every risk. This found lit- 
tle or no favor at any time during the 
meeting. 

It is more than likely that the big in- 
surance companies of the country will 
be called upon to furnish experienced 
men to put whatever scheme the gov- 








With Industrial Men 











PRUDENTIAL DOUBLY ACTIVE 


Items of Interest Centering About the 
Men of the Field in Various 
Localities 


The Prudential men are active on the 
firing line. Witness the following 
points of interest 


There was recently a business meeting 
and dinner in honor of Superintendent 
M. H. Linnell, of the Paterson, N. J. dis- 
trict, who rounded out thirty-five years 
of continuous service with the Prudential 
May 20. Mr. Linnell was présented with 
the diamond badge and certificate marking 
his entrance into Class G of the ‘‘Pruden- 
tial Old Guard” by Assistant Secretary F. 
W. Tasney. Others making addresses were 
Supervisor F. E. Boyd, Acting Division 
Manager T. H. Lindner, Jr., Superinten- 
dent L. W. Frisbee of Orange, 
Medical Examiner F. Y. Neer and several 
assistant superintendents and agents. 

At a meeting of the Passaic, N. J., 
staff June 16, Superintendent J. R. Burt 
was presented with the gold badge and 
certificate of membership in Class C of the 
“Prudential Old Guard.” Acting Division 
Manager Lindner felicitated Mr. Burt on 
his length of service and successful ca- 
reer. 

On the occasion of his twentieth Pru- 
dential anniversary, Superintendent C. E. 
Thomason of Richmond, Ind., celebrated 
by holding a picnic to which the members 
of the staff and their families were in- 
vited. The outing occurred June 29 and 
was held at Jackson Park, about ten 
miles west of the city. A feature of the 
day was the presentation to Mr. Thomason 
of the Class D certificate and diamond 
emblem by a home office representative 
who had come from Newark, N. J., ex- 
pressly for this purpose. 

Agent A. S. McKissick of Anderson, Ind. 
is promoted to the vacant assistancy at 
Mason City, Iowa. 

Assistant Superintendent A. S. Berlin, 
of New York 10, recently promoted from 
an agency in New York 7, has had an ex- 
cellent record of revived business for the 
current year, the amount almost equaling 
the premiums which he was compelled 
to lapse for nonpayment. 

Superintendent . A. Worthington’: 
workers of Philadelphia 4 are making 
splendid progress along industrial lines. 
having secured the entire 1917 allotment. 

Assistant Superintendent T. H. McGo 
ern, of Philadelphia 12, will complete fif- 
teen years of continuous service with the 
company July 7. 

For the entire year of 1916 and the first 
five months of 1917 Agent F. H. Rhodes, 
of the Erie, Pa., district, is charged with 
an average net industrial lapse of but 
one cent per $100 of debit. 

Percy L. Bowen is promoted to an as- 
sistant superintendency. He formerly 
operated as an agent in Buffalo 2 and for 
the week of June 18 assumed his new 
duties in the same district. Willard C. 
Gates is another to whom promotion came. 
On June 25 he assumed charge of the 
Newark, N. Y., assistancy (detached from 
the Rochester 2 district). 

Since the first of the year Agent J. S. 
Taylor of Bayonne, N. J., has’ succeeded 
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LIBERAL CONTRACTS TO AGENTS 


Address General Manager 











CAN YOU TIE MEN TO YOUP 


Are you.able to secure good men as Agents and then hold them, 
with the result that business will be produced? 


If so, we have a SPLENDID OPENING for you IN INDIANA. 
We can use good men of CHARACTER, ABILITY and HUSTLE. 
GET IN TOUCH WITH US AT ONCE 


Central States Life Insurance Company 
CRAWFORDSVILLE, INDIANA 


EDWIN M. BROWN, Vice-Pres. and Manager 


Old Line. Company 
Capital, $100,000 














The Good Life Insurance Man Thinks 


This Company has a Surplus of $499,489.14 and a Capital of $469,210.00 


WE ARE NOW READY FOR BIG ORGANIZATION WORK 
WE ARE NOW READY FOR A BIG PRODUCTION. 
WE HAVE THE MONEY TO SPEND ON THE ABOVE TWO RESULTS 


We have as good territory as exists. Do you fit the opportunity ? 


THE KANSAS LIFE INSURANCE COMPANY 
TOPEKA, KANSAS 


T. H. BRIDGES, First Vice President 


CHARL. . 
and Superintendent of Agencies =P So aa 
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ernment adopts into operation as there 
are no experienced insurance men in 
the federal government service. 

Following Secretary McAdoo’s open- 
ing address, Assistant Secretary of 
Commerce Sweet spoke. He also sug- 
gested a scheme which involved, in the 
main, the government handling the 
matter by itself. The Secretary of the 
Treasury will announce the names of 
the committee of insurance men to aid 
him in the preparation of a bill in a 
few days. 








ORGANIZED 1871 


LIFE INSURANCE COMPANY 
OF VIRGINIA, ricumonn, VIRGINIA 


OLDEST, LARGEST, STRONGEST Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00. 


CONDITION ON DECEMBER pode 1916: 


Assets - ~<- . . $14,464,552.23 Insurance in 

Liabilities - + - - +  12,436,717.56 Payments to Poy holder ine net 

Capital and Surplus - = - - _2,027,834.67 Organization - 18,119,172.50 
Is paying its Policyholders over - $1,300,000. 00 annually 


GOOD TERRITORY FOR LIVE AGENST 
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in reducing his arrears to $10.06 on a 
debit of $115.04. In other words, at the 
present time he carries but 8 percent 
arrears, 

Superintendent George A. Nitshe as- 
sumed charge of the Bridgeton, N. J., 
office June 25, after an absence because 
of ill health since the first of March. 

On July 2 an additional assistancy was 
formed at Monongahela, Pa., detached 
from the Washington, Pa., district. How- 
ard M. Clark, who operated as agent at 
Monongahela, was placed in charge. 


Industrial Life Notes 


S. A. Wilson, formerly superintendent 
of the Hermitage district of the Metro- 
politan Life at Nashville, has gone to 
Fort Scott, Ark., as superintendent for the 
same company in that territory. 

Harry Stites, supervisor of accounts for 
the Metropolitan Life, is making a tour of 
inspection of Tennessee agencies and was 
in Nashville this week checking up the 
local offices. 


The Public Savings, of Indianapolis, is 
eut for $1,000,000 of business in July in 
honor of the anniversary month of its 
being licensed to do business. The Public 
7 was licensed by Indiana in July, 





O. E. Bales of Crawfordsville, Ind., an 
agent of the Public Savings Life, has 
been appointed superintendent of the com- 
pany in that city. Edward Shoemaker, 
formerly with the Public Savings, has 
7 made superintendent at Michigan 

y. 


Will Extend Its Field 


The Guardian Life of Utah is to ex- 
tend its field and will apply for admis- 
sion in‘ other states. An.examination 
is now being made by a committee of 
the Insurance Commissioners’ Conven- 
tion consisting of Utah, Wyoming, 
Washington and Oregon. 





Northern’s Agency Convention 


The Northern Assurance of Detroit’s 
agency convention will be held at Cedar 
Point, Ohio, August 6 to 11. 


Opens New Districts 


The Lutheran International has 
opened South Chicago under Edwin A. 
Martz and Pullman under Alfred M. 
Dahlman of the Chicago agency. 


Red Cross Contributions 


Attorney-General Tanner, of Washing- 
ton, has ruled that the insurance com- 
panies of the state may contribute to 
the Red Cross without violating the in- 
surance laws. While the law specifically 
prohibits political contributions, the 
opinion holds that money given for chari- 
table or benevolent purposes is permis- 
sible. The point was raised when the 
New World Life of Spokane and another 
company wanted to make a contribution 
to the Red Cross, but were uncertain 
of the legality of such action. 


Morris Loses His Case 


G. B. Morris of Louisville brought suit 


against the Western & Southern Life of 
Cincinnati for $15,000. He had been ar- 
rested for embezzlement. The court ac- 
quitted him and then he brought suit 
against the company for false arrest. 
Judge Fields, after hearing the plaintiff, 
took the case from the jury and instructed 
it to find in favor of the company. This 
was done without calling for the com- 


Frederick A. Brown 
Insurance Law 
10 So. La Salle St. Chicago 











The Columbian National Lite 
OF BOSTON 
ARTHUR E. CHILDS, President 


A CHANGE may be necessary to realize your am- 
bition. Think a minute—then write 


WM. H. MASTIN FRANK D. LOMBAR 
Superintendents of Agencies 
(West of the Mississippi) (East of the Mississippi) 
ildi ranklin Street, 


Symes Building. 7 
DENVER, COLO. BOSTON, MASS 


DARL D. MAPES 
Superintendent of Accident Agencies ,. 
77 Franklin St., BOSTON, ‘ 


The service of a high-grade Accident Department 
will also be offered, so that you will not have to 
broker your Accident business to avoid violating 
your Life insurance contract. 





pany’s proof, as Morris failed to show 
any probable or justifiable cause. 


Life Notes 


The Philadelphia Life has withdrawn 
from California. 

The American Life and the Scranton 
Life have withdrawn from California. 

William H. Watlington of Kansas City, 
who was mentioned as being interested 
in the organization of the Iowa Finance 
Committee of Des Moines, says that he 
is not directly or indirectly associated 
with any such concern. 

The Northwest Mutual agency at Kan- 
sas City has hired a special car to carry 
its delegation to the Northwestern Mutual 
Agents’ Association meeting at Milwaukee, 
Wis., July 16 and 17. The Kansas City 
agency will send 14 men to the meeting. 

The Chicago Agents Association of the 
Northwestern Mutual Life, at its annual 
meeting, elected H. C. Coffeen, president; 
Donald McIntosh, vice-president; C. H. 
Hibbard, secretary and treasurer. The 
organization voted to take care of all 
business transactions and renewals of any 
members who are called to the colors. 








Weeding Out Your 
List of Prospects 














They used to tell a story about a 
greedy country undertaker who was Sin 
cahoots” with the village doctor and 
was supplied with a list of prospective 
deaths, which he used as a basis for 
soliciting business. However gruesome 
this may seem to you, it shows that our 
village undertaker had. an eye to busi- 
ness, and he can teach the life agent a 
good lesson—the value of keeping on 
hand a list of prospects, of those who 
do not carry life insurance, but who 
could well do so. _ : 

The proper weeding out and cultivat- 
ing of your list deserves your constant 
attention. However desirable a long 
list of prospects may be, as an article 
in the “Federal” tells us, it pays to keep 
the list cleared for action. “Do not 
think,” the article says, “that because 
you have a name on your list you 
will get that person ‘some time.’ That 
kind of a prospect is like the century 
plant: you get him once in one hundred 
years. 

“Tf your list is growing because you 
call on so many today and so many to- 
morrow that put you off until next week, 
or until some other date, don’t try to 
make yourself believe that all this dead 
timber represents possible business. A’ 
best it bears witness to just so many 
failures on your part to recognize your 
prospect’s needs, and to drive them home 
to his perceptive faculties. 


Must Be Bona Fide 


“Let your working list be made up of 
bona fide prospects—not possibilities that 
live only in your imagination. Weed out 
the fossilizing element, because it is a 
paralyzing factor. Every time you read 
over those names you will be overwhelmed 
with the number of times that you have 
failed to make an impression. Don’t sand- 
bag yourself with a padded list of pros- 
pects. ) 

Prepare for War 


“Your list should be like the military 
charts on which the great battles are 
fought days and days before the first 
machine gun plays its tattoo of death. 
There is a hill that you must capture— 
some element in your prospect’s life 
from the eminence of which you may 
pour down your arguments to the best 
advantage. Here is a pit-fall that must 
be avoided—some factor of the business 
you represent to which your prospect is 
blinded by prejudice.” 


The Globe Mutual 


Life Insurance Association 
OF CHICAGO, ILL. 


Incorporated Under the Insurance Laws of Illinois, 1895 


M. H. Hozr Frank T. ANDREWS, A.M., M.D. 
President and Counsel Medical Director 


T. F. Barry, u.3., Secretary, Gen. Mgr. and Founder 


Pays Death—Total and Permanent Disability 
and “Old Age’’ Benefits. 


Six Thousand One Hundred and Fifty 


such claims and others paid on policies issued on 
residents of C 





Limit” up to November 1, 1914. 


ORDINARY AND INDUSTRIAL BRANCHES 
CLAIMS PAID ON SIGHT 
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T. F. Barry, Sec. and Gen. Mgr 


WANTED! 


State Managers for 


Georgia, Virginia, Indiana and District of Columbia | 
BY THE 


Columbia Life Ins. Company 


of Cincinnati 


Third oldest Ohio company. Liberal commissions, continu- 
ous renewals, or salary and commission. Both par and non-par 
policies; special accident policies. Our new unbreakable will con- 
tract is payable in continuous monthly instalments. 

Do you realize the opportunity for lucrative employment 
with a growing progressive company, big and old enough to in- 
sure stability, with valuable territory yet unassigned? 

Address with bank or other first class references, 


S. M. CROSS, Sec’y, Cincinnati, Ohio. 
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The Ohio National Life 


Insurance Company 


(The Company with the Big Surplus) 





ALBERT BETTINGER, President 





This Company has never lost a dollar 
on investments, yet we have large in- 
terest earnings. 


Our mortality is low. 
Our lapse ratio is low and decreasing. 
Our new business is increasing rapidly. 


In fact, we show progress in all the fac- 
tors that go to make success. 


We are not employing many new men, 
but—we are not losing any. 


Our organization is compact, enthusi- 
astic, loyal. The Home Office and the 
Field Force work together. 


No Company has a higher grade repre- 
sentation than the ONLI Co. 


For direct H. 0. connection and H. 0. service 
address (in confidence if desired) 


T. W. APPLEBY, Acency'manacer CINCINNATI 





No man has voluntarily left our employ in the past 30 months 
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Once an 
Illinois Life 
Man 


ILLINOIS iLL» NOS 
Always an 


Illinois Life 
; Man 


WANTS GOOD MEN WANTS GOOD MEN 
AND AND 
WILL PAY THEM WELL WILL PAY THEM WELL 


A HUSTLER 


Can Get a Direct General Agency Contract With 







GREATEST | GREATEST 





COM PANY COMPANY 
























Merchants Life Insurance Company 
BURLINGTON, IOWA 






Assets $1,399,308.89 


Death Claims Paid $2,752,963.76 Good Territory Open 











































FACTS—24th Year 


Over 129 Millions of Insurance in Force 

Over 14 Millions in Admitted Assets 

Over 22 Millions of Insurance Gained in 1916 

Average Rate of Interest Earned in 1916, 6.6% 
Operating in 38 States 

Issues both Participating and Non-Participating Policies 


Missouri State Life Insurance Go. 
ST. LOUIS, MO. 


The fastest growing life insurance company in America 








The Gem City Life Insurance Company 


DAYTON, OHIO 
General Agency Openings In First Class Territory In Ohio Only 


Life Department—Low Level Premiums, Non-Participating 
Accident Department—Unexcelled Policies and Rates 











Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio—Wesi Virginia 


PHILADELPHIA | LIFE INSURANCE CO. 
PHILADELPHIA 











SAFE AS A GOVERNMENT BOND 


‘O) The OHIO STATE LIFE 


LIFE, HEALTH. ACCIDENT **° MONTHLY INCOME INSURANCE 


tame LATEST POLICIES AND AGENCY CONTRACT Sgtla7-\aes 


‘Openings OHIO, IND., KY., and MICH. Write Columbus 














Another Year of Progress— 


Dec, 31, 1916 GAIN 
RR se we a re Sn ee $11,943,640 $1,664,007 
Surplus to Policyholders. . 1,141,900 133,149 
Insurance in force . . . . 104,989,362 15,392,529 
Senate Gade hee OS 4,485,710 597,021 


TheWESTERN andSOUTHERN 


Life Insurance Company 
W. J. WILLIAMS, President CINCINNATI 


Attractive Apportunities 


Open to Agents in Ohio, Indiana, Kentucky, West 
Virginia, Western Pennsylvania and Michigan 











Representing 


The Mutual Life Insurance Company 


OF NEW YORK 
you will make money. 


The great strength, big dividends and incomparable 
benefits of the ‘‘oldest company in America’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2nd Vice-President 
34 Nassau Street, NEW YORK, N. Y. 











HOME LIFE INSURANCE COMPANY 


GEORGE E. IDE, President (Now Purely Mutual) 256 Broadway, NEW YORK 


The fifty-seventh annual report shows insurance in force of $133,493,000, an in- 
crease during the year of $7,832,827. The Company paid the poli holders in 1916 
$3,536,233, of which $628,406 was in dividends or premium refund. Its insurance 
reserve fund was increased by $1,300,000 and the Assets are now $32, 821,462. 

W. A. R. BRUEHL & SONS, General Managers HOYT W. GALE, General Manager 
Central and Southern Ohio and Northern Kertucky For Northern Ohio 


Rooms 601-606 The Fourth National Bank Building 229-232 Leader-News Building 
CINCINNATI, OHIO CLEVELAND, OHIO 








J.O. LAUGMAN, President‘ B. O. BERGE, Seeretary 


Lutheran International 


Insurance Company 


Capital $100,000.00 Surplus $121,477.33 


Ottawa Banking & Trust Building 
OTTAWA, ILLINOIS 














CRESCENT LIFE 


INDIANAPOLIS 
JOHN. C. HUMES, President ~ LESLIE D. CLANCY, Secretary 


A LEGAL RESERVE COMPANY 


ARE YOU A BIG PRODUCER? CAN YOU PROVE IT? 
If so, you can develop a life interest with this prosperous Company. 


ONE GENERAL AGENT WANTED IN INDIANA 














